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. oy .. while it’s new ... while 


women everywhere are talking about it . 
feature “Pieces of 8.” Eight of each is a new 
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| | , | idea in silverware—an innovation that has 

or page — rh captured the housewife’s fancy ... for she : 
SEER Coe Sraret Serre ae knows sixes are not enough .. . and twelves 
partment, International Silver 4 
Company, Meriden, Gonn. are sometimes too many for the needs of the 
average family. : 

You can offer “Pieces of 8” in all of the 1847 


Rocers Bros. classic patterns and in a variety 
of charming trays, or in the gorgeous Spanish 





hn Treasure Chest. Also, you can offer a com- 
RR fea) aN plete line of hollowware—tea and dinner sets 
\ Fersseh // oo and tableware to match each pattern. 
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A BRAND or trade-mark may or may 

not mean much. It all depends on 
whether it stands for something concrete. 
In the case of Greenlee Tools it means 
much to dealer and user, because it indi- 
cates a quality product which has behind. 
it the entire Greenlee organization as a 
guarantee of performance. 


Satisfaction for the user has always 
been the keynote of every operation in 
the manufacture of these tools. Careful 
workmanship, correct design and proper 
materials insure a service which is in 
keeping with the Greenlee standard of 
excellence. It is this service that builds 
good will for the dealer and keeps cus- 
tomers returning for the same brand. 


Quality counts in more ways than one. 
Make it count for you by being prepared 
to meet the demands of handy-man, cab- 
inet worker, electrician and farmer with 
tools which will add another satisfied 
customer to your list. Greenlee Tools 
help make permanent customers by giv- 
ing full satisfaction. It will pay you to 
let them work for you. 


Write for Catalog No. 27, on Augers, Auger Bits, Chisels, 
Gouges, Draw Knives, Etc. 
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Greenlee Bros. & Co. 


Rockford Liinois 
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IMONDS 


JIFFYSELLER’ ASSORTMENT 


Reduce Your 
Investment Yet 


| Have Complete 
/ eabeziox 











Stock 


Bei) Bey iit ANoTHER sales aid 
si “Spe the hardware dealer—an easier and less 
Mee fi~apensive method of carrying and selling 
id one ‘+k Saw Blades, offering. for a minimum 


“JIFFYSELLER” 

yh .y Simonds Hack Saw Assortment 

ofa i .z4n the convenient container 

y i halee you to sell Hack Saw Blades 

tkly and at a profit. with a small stock 

4 gtment. directly from the container— 

a, ree boxes in one—conveniently arranged 

,y/ wn salable length blades, 8. 10 and 12 inch. 
i ‘and the proper number of teeth —18, 24 and 

32—one gross in all. neat and compact. 


Your jobber can supply you. 


Tell him you want 
“ JIFFYSELLER” Assortment 
Simonds high quality Hack Saws 


Simonds Saw and Steel Co. 


Established 1832 
FITCHBURG, MASS. 
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Help and Profit 


reflected and given you 











Imn- «+ « The 
1927 PYREX Ovenware Plan 


T M Reg. U. S. Pat. Off. 


Ask your wholesale distributor 
or write us about 


The “SPECIAL” 


A better help than you were ever offered before. 
You will sell several pieces of PYREX oven- 
ware now where you sold one before. 


NEW PRODUCTS. . 


Nine new important and attractive pieces have 
been added to the PYREX line for 1927. These 
will create new consumer interest. They open 
up an entirely NEW field for PYREX selling 


and offer an opportunity to increase your sales. 


ADVERTISING « -« 


Buy from your jobber. Backing up this new selling opportunity a more 
Obtain dealer helps from INSTRUCTIVE and EFFECTIVE national 


factory. Ask your jobber hing winenmpane. * 

salesman on his NEXT 

trip. 
'P PYREX SALES DIVISION 
Corning Glass Works, Corning, N. Y. 





Watch for Announcement January 6th Hardware Age ! 
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AMERICAN 


SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts Tire Bolts 











Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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Indiana Steel & Wire Co. 





Representative Jobber 


Retailer 


Jobbers in 83 Cities Stock It 


Prompt Sh upments 


Speedy Deliveries 
Low Sreight Costs 


U.S. Poultry Fence is sold ONLY through the regular wholesale and retail channels--- 
never through catalog or mail order houses. Representative jobbers in 83 cities stock it. Their 
strategic location in the principal distributing centers of the country insures prompt service to 
the dealer at all times. These jobbers carry adequate stocks to meet all normal demands. This 
means speedy deliveries and reduced freight costs. Back of these jobbers’ stocks are our own 
enormous factory stocks ready for quick shipment. 


The constantly increasing demand for U. S. Poultry 
Fence is not a matter of chance. It is substantially 
founded on the appreciation of consumer and dealer 
for this superior netting. 


“U. S. Poultry Fence is the best on the market... .my 
customers think the same,” writes a New England dealer. 


“Since we started handling U. S. Poultry Fence, we 
have handled no other,” writes a Marshall, Mo., firm. 


“‘T have handled nothing but U. S. Poultry Fence since 
I first had a chance to buy it....much easier to sell,” 
says an Ohio merchant. 


Thousands of other dealers from Maine to California 
are selling U. §. Poultry Fence only. They find it 
easier to stock, easier to sell and easier to handle and 
cut. They find toe, that it builds permanent trade and 
increases profits---that one sale invariably leads to 
others. 


If you are one of the rapidly diminishing group 
not cashing in with U. S., decide now to investi- 
gate further the remarkable sales possibilities of this 
remarkable netting. Ask the U. S. jobbers’ salesmen 
to tell you more about it or write us for samples and 
detailed information. 


This.year specify U. 8. Poultry Fence---not just ‘‘poultry netting’’ 


Indiana Steel & Wire Company, Muncie, Indiana 
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It never rusts. 
100 lineal feet to the 
roll. You cannot sell a more satisfactory wire cloth. 


PCCTHLOTeeaeeatT 


It comes in 14, 16 and 


NAOAAAMAAARAAAAA NANAAAAAD AAS 


The Zinc provides the neces- 


sary tensile strength, as well as the ability to resist corrosion, 


which rapidly ruins pure copper. 


Our Other Brands of Screen Cloth 
Cortland Gray-wick 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 





WICKWIRE BRONZE is made from a special alloy 
Your jobber will supply you 


HARDWARE AGE 


Bronze Screen Wire Cloth 






Ice 


Customers have written us that WICKWIRE BRONZE Wire 
Cloth is still good after 24 years of service. 

This unusual service is the best proof of satisfactory wearing 
Every operation from raw material to finished product is done 
under our own supervision. 

WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 


after roll has withstood the severest climatic conditions. 


18 Mesh, in even inch widths 18” to 48”. 


is not affected by salt air, acids or gases. 
always made from Full Gauge Wire. 


quality. 
of 90% Copper and 10% Zinc. 
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STANLEY MERCHANDISING HINTS 





id 





- SUBJECT No. 33 b 





emmy Ratchet Screw Drivers 
<a Nos. 215 and 216 


1]. Blades are made from high-grade tool 
steel; carefully forged, hardened and 


tempered. 


The ratchet mechanism is of the most 
substantial type; extremely durable. 


3. All parts are machine-made and inter- 
changeable —those subject to wear are 
hardened. 


4. Cocobolo handles are securely attached to 
the mechanism with tapered steel pins. 


5. Made with two styles of tips—regular and 
cabinet-makers. 








HE feature of these Ratchet (eit —- 


Screw Drivers is the ratchet 
mechanism, which is the most ad- 
vanced design for tools of this type. 





The pawls used are extremely 
well made, which makes the work- 
ing parts very durable: 





STANLEY 
Ratchet Screw Drivers Nos. 215 and 216 


— 


if 


CG yl! 





The ratchet mechanism is easily 
controlled by the operator and is 
positive at all times. 





SSS 






working tools in keeping with the =] 
quality of Stanley Planes. 


SELL THE LINE 


This trade-mark is a means of identification 






THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONNECTICUT | 


New York Chicago San Francisco Los Angeles Seattle l 
Sef STANLEY = 
iF 


rears | 


a . c- « 
Stanley makes a complete line of wood- 
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Why Buhl Sons’ Company 


(Wholesale Hardware Merchants, Detroit) 
Use 


BACKUS WOVEN BOXES 












Backus Woven Boxes are an integral part of the 
efficient order handling system used by this con- 
cern. They are preferred because of their light- 
ness and durability and because they give more 
service-hours per dollar than any other form of 
container. 


How do you handle large orders of hardware’? 
Are you getting them on their way in the short- 
est possible time? Or are you bothered by errors 
and last minute changes that take time to rectify 
and cost additional labor? 


Send for the story of Buhl Sons’ successful han- 
dling system. After reading it you'll without 
doubt find a way to use Backus Woven Boxes 
that will save you valuable time and lower your 
handling costs. 








A. Backus Jr. & Sons 


1537 Lafayette Boulevard Detroit, Mich. 
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OT only “Young America” but older folks too 

will consider that you have offered them a 

happy suggestion if you feature Dietz Lanterns as 
Christmas Gifts. 


A Dietz Lantern makes an ideal Christmas Gift— 
always useful—-always appreciated—inexpensive— 
profitable to sell. 


R. E. DIETZ COMPANY, NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 
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Easier to Sell 
says Underriners Hardware 


This enterprising hardware store in 
Mt. Carmel, IIll., says of the NEW 
Hygrade Lamps, frosted on the inside: 


“It is a great deal easier to sell the cus- 
tomer the New Inside Frosted Lamp than 
any other hew lamp that has been put 
on the market.” 















Why sell old-fashioned lamps 
when the NEW Hygrade 
Lamps, frosted on the inside, 
offer greater turnover, smaller 
stock and a low price? 
ce 
_ Companys 
| cent 
GPNIND FACTOR} SALEM Mas 
AND FACTORY EM S 
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TO YOU 


PROFITS IN CASH 


TO THE USERS 


PROFITS IN PLEASURE 
AND HEALTH 








Nos. 07, 08 and 081 
Semi-Hockey 


Always the Standard 


Always Up to Date 


No. 96 
Figure 











Tubular Racer 


HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 





TORRINGTON, CONN., U. S. A. 


NEW YORK OFFICE - 151 CHAMBERS STREET 


Established 1854 


Incorporated 1864 
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No. 49 
40 e-CUP 





eLect gic ¥ 
No. * 







. 
HORTON 
AUTOMATE 1RONES 
W inch Roll 





Washers 


lroners 
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Price, 

Product } 

and Pledge! 

_ —Read this Story I 


a wt Raetngge” Samay 0b Shielded. Burl 
Pa wainut, drop ront. 
Paden Mohawk is creating a sensation. Letters po gratig Be agg peer $140 
and wires are pouring in from jobbers and dealers SENECA~Mohawk one-dial, six-tube 
as they receive their first shipments of the newest walnut drawer. List $ 5 7 50 
° ° , . = SIE 26 ow ew te lt le = 
Mohawk line, messages of praise, enthusiasm, assuring Bn | ! 
‘ ; . , CHEROKEE—Shielded. Rich walnut 
co-operation that only great merchandise could inspire. .. hand rubbed piano finish. Full piano- 
, , , hinged. 10% ins. high, 13% 
For 1926-1927 Mohawk has achieved an amazing one dial Se $6 5 
set at an amazing price, and incorporated it in beautiful WINONA -~Shielded. Rich 
consoles at prices just as amazing. And back of it all, —_-. ‘$80 
Mohawk has placed a pledge of co-operation, expressed CHIPPEWA~Shielded. Rich walnut, 
° ° - ° t- 
in its sales contract, that assures success to all... Write loud speaker. List $110 
P . ‘ ee 6 6-6-6 © « 
or — today my full pyr agin of product and pledge CENEVA—Shielded., Front full bur 
—the prices are here, at the right. wnat, tabaie. dome. $ J & 5 
44 ins. high. List price 
. a i POCAHONTAS~—Shielded. Burl wal- 
Mohawk Corporation of Illinois . .. 
Established 1920—Independently Organized in 1924 cease high. List $300 
eee «0 eo 0 ee 


2220 Diversey, at Logan Boulevard, Chicago 


Prices west of the Rockies slightly 
higher. Canadian prices 40% higher. 










Mohawk Corporation 
of Illinois 
Established 1920 — 


Independently 
Organized in 1924. 
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“Turn the thumb-piece 
and the top is off’ 






Or 


Show your customers how easily 
the Blue Streak Household Can 
Opening Machine lops tops off 
cans of any shape or size— 
swiftly, cleanly, surely. With 
this original 100% can opener 
goes the assurance of lifelong 
satisfaction. 
& 


Fully guaranteed. Endorsed by 
Priscilla Proving Plant and 
Good Housekeeping Institute. 











The handy bottle 
opening attachment 
makes Blue Streak 


doubly desirable. 











Nationally 
advertised 
along with master size Blue 


Streak and Blue Whirl Egg 


Beaters. 





Individually packaged. Dozen 
lots in good-looking display car- 
tons. 

# 


No danger of cuts and infec- 
tions from jagged edges. No 
mussing of can contents. 


Same quality blades as on $2 
and $5 Blue Streak machines. 
Brass bushings on re- 
volving parts. 








Master size Blue Streak 
machines kept screwed 
in place save time for 
busy housewives. 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 
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POULTRY NETTING 


Galvanized ‘Before and Galvanized c4fter Weaving 


CDP BBB DP DP BD GPP LL LL LD Pg De” he LAP PL LL LA BPD a” a 
ON Ee a ne dll ee We ae 


Light gi ee a OSS SOS Lae 
and ) ge ce ae RE aa Pie te Windows 
Dark 6& ce fe = : G3 rh Doors and f# 


Finish 


Tree] ie’, 
WIRE} CUOTH aa . 


REGULAR F&F 
im GRADE (12x §& 
MSEEEEE> i3meshjand fF 
baby t- 14, 16,18,20, & 
Cri 24 and 30 
Zee mesh, also 
| EXTRA Fee 
~¥ HEAVY Y fee 
GRADE (14 Fae 
Mesh only) cet 


GALVANIZED STEEL WIRE CLoTH 
IncAll Grades 


\€=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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THE HERCULES TILTING CRATE. 


Five-gallon cans of Hercules Turpentine are shipped when so ordered in the crate illustrated above. By simply cutting a wire and turning the 
top around the crate is converted into a handy display and pouring stand. Hercules Turpentine also comes in one-gallon and quart cans. 


TURPENTINE BY THE CAN 


Gone are the days when it was necessary 


to spend five minutes rummaging for a 


container each time a customer asked for 
a small order of turpentine. Hercules Steam- 


You can sell Hercules turpentine while 
wearing your Sunday suit, and as it comes 
direct from producer to distributor and 
dealer you can make a worthwhile profit 


Distilled Wood Turpentine is now sold On It. 


in cans; clean, attractive, lithographed, 


Increase your paint business by stocking 
orange and black containers which appeal 


Hercules Steam-Distilled Wood Turpen- 
tine. It is sold in one-gallon and five-gal- 
lon cans, and in fifty-gallon drums. 


HERCULES POWDER, COMPANY 


(INCORPORATED) 
956 Market Street, Wilmington, Del. 


HUNTINGTON, W. VA. 
JOPLIN, MO. 

LOS ANGELES 
LOUISVILLE 


to the customer and assure him that he 
is getting genuine turpentine. 


ALLENTOWN, PA. 
BIRMINGHAM 
BUFFALO 
CHATTANOOGA 


CHICAGO 
DENVER 
DULUTH 
HAZLETON, PA. 


NEW YORK CITY 
NORRISTOWN, PA. 
PITTSBURG, KAN. 
PITTSBURGH 


POTTSVILLE, PA. 
SALT LAKE CITY 
SAN FRANCISCO 
WILKES-BARRE 


HERCULES POWDER COMPANY, 956 Market Street, Wilmington, Del. 
[ am interested in receiving your publication “The Hercules Guarantee” regularly. [}] Please send me bulletin “Painters Report Exceptional 
Results.”’{"} Please quote on 5 gal.cans—2inacase.{_] 5gal.cans—1inaspecial shipping and pouringcrate. [_] 1 gal.cans—i0inacase. {_| 
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Seven years of Elliott-Fisher accounting 
service has convinced the Congdon 9 Car- 
~ penter Co. that no other equipment does the 
same work. What Elliott-Fisher has done 
for them, it can do for you. 


These five big jobs— 
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quickly—economically done by 
Elliott-Fisher for Congdon & Carpenter Co. 





OR Congdon & Carpen- 

ter Co., Elliott-Fisher 
does five big jobs. On the 
Accounts Receivable it han- 
dles thousands of active ac- 
counts. It writes the Cash 
Book, the Journal and bank Right. 
deposit slips at the same time. 


tained — power 





New —The Automatic- Electric 


Tothe mechanically perfect Elliott- 
Fisher machine has been added— 
electricity. All the exclusive El- 
liott-Fisher features have been re- 
now does. what 
hands once did. Just Write—EI- 
liott-Fisher Does the Rest — Just 


readily have done on these 
machines rather than by the 
old-fashioned pen and ink, or 
by typewriter.” 

There is no other machine 
like Elliott-Fisher. No other 
does the same work. Yet no 
change in your accounting 








It makes a tabulation of de- 

partmental sales by salesmen. And Elliott- 
Fisher does these and other lesser jobs quickly, 
accurately, day in and day out, at less cost than 
it 1s possible to do them any other way. 

Let the Congdon & Carpenter Co. tell you 
their experience after seven years of Elliott- 
Fisher: F 

“The capacity of these machines for absorb- 
ing almost any class of work is really one of 
their greatest assets. They are doing work for 
us now which we never contemplated at the 
time of purchase, and from time to time various 
classes of work come up which we find we can 


Service and Supplies are second only in importance 
to machines. You can depend absolutely on EF 
Service and EFCO Supplies 


Elliott - Fisher 


AUTOMATIC ELECTRIC 


system is needed to install it. 
Let us send you a copy of “Volume and Ex- 
pense.” This booklet tells you 
in detail how hardware com- 
panies are profiting by using 
Elliott- Fisher accounting 
equipment. Mail the cou- 
pon for your copy now. 






21 













Elliott-Fisher Company, 
342 Madison Ave., New York City 


costs. 





Gentlemen: Please send me my copy of “ Volume and Ex- 
pense.”’ [ understand it tells me how I can reduce accounting 
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ATKIN NS 


SILVER 
STEEL 
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AZSAins 


Cross Cut Saws 









When a man 








Cut Better 
— s Cut Saw he must hav 
the easier, faster ing the ATKINS insures. 
rr or s to have the saw hold 


e longer " SILVER STEEL i + best 
mason ial for saws. It is tempered bo ground 

aster and last ei Costs you no more 
than cheap unknown brands. 


The ATKINS name on the = n of any saw 
ans ti 4 money and labor saving. “It pays 


















ools.”’ 


vaiiies for One-Man ATKINS SAW 


Wri a — ss Cut Saw Book and 
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E.C.ATKINS & CO. 


Hor me ne Offi sand F Pn oy INDIANAPOLIS. INDIANA 








vind ear ctory, Lanc NY. 
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Signposts 


ETAIL merchandising today is 
no longer the comparatively 
simple business it was a few years 
back. High pressured competition, 
changes in the public’s buying 
habits, have increased the com- 
plexities and hazards of selling, 
but by the same token they have 
also enhanced the dealer’s oppor- 
tunities. 

Your trade paper may be com- 
pared to a signpost on the road to 
success. It discusses and helps in 
the solution of the numerous prob- 
lems confronting merchants. 

But in the last analysis its use- 
fulness is only what you make it. 
It’s up to You! 


What Readers Say 
About Us 


‘We could not do business without 
your valuable paper.” 
(Signed) A. E. PHILLIPS, 
Richville, N. Y,. 


“Enclosed find my check for subscrip- 
tion to HARDWARE AGg. I don’t know 
why I have not made this investment 
before.”’ 

(Signed) WILLIAM W. GROSBERG, 
Seymour, Conn. 


“We like the HarRDWARB AQBE very 
much and consider it a good paper for 
the hardware merchant.” 

(Signed) 
STEVENSON MERCANTILE Co., 
College Springs, Iowa 
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Amaz 





The whole-hearted response to McKin- 


ney Forged Iron Hardware by the 
trade, consumers, builders and archi- 


tects has been no less than amazing. 


With a history of less than a year it has 
become one of the greatest hardware 
successes. The reasons are quite evident 
to all those familiar with the product. 
The many months spent in designing 
and perfecting the line were a decided 
factor. For every piece was made au- 
thentic in design. All application prob- 
lems were solved and the answers made 
a part of the design. The McKinney 
expert knowledge of lasting finishes 
produced permanent beauty. And the 
warranted faith in the tremendous size 
of the market caused the pieces to be 


moderately priced. 


~ uv v 


All this is a matter of record known 
and appreciated by the trade. The 
future is even brighter—a fact which 
is demonstrated by the thousands of 
consumers who are daily calling for 
literature on McKinney Forged Iron 


Hardware and Lanterns. 
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There is but one word of caution which 
should be spoken at this time. Many 
imitations have made their appearance 
recently. Some are merely “pock 
marked” metal painted black. Others 
fall short in the matter of authenticity 
of design. Still others lack a finish of 


permanence. 


To meet the demands of discriminating 
buyers, to build your reputation and 
profits be sure to specify McKinney 
Forged Iron Hardware. 


7 v ¥ 


If you have not yet made McKinney 
Forged Iron Hardware and Lanterns a 
part of your business send at once for the 


complete story of this amazing success. 


ForGE DIVISION 
McKInneEY MANUFACTURING Co. 


PirtsBuRGH, Pa. 


MAIL THIS COUPON 





Forge Division, McKinney MANuFAcTURING CoMPANY 
Pittsburgh, Pa. 
Please send me the items I have checked: 


4 plates showing details Catalog on 
LJ let CL] Forged Iron Hardware 


A ae ae Se a ee F 








Address 
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By Llew. S. Soule 





° 
jt 

















Make It a Merry Christmas 


HRISTMAS is pretty nearly here. 
We hope that it will be a merry 
one for you, backed by a profit- 
able business year. We also hope that 
it will be an equally merry and profit- 
able one for those behind your counters. 

Are they happy because you have 
helped them to a greater knowledge and 
a greater efficiency in the field they have 
chosen for their life’s work? 

Are they merry because they have re- 
ceived proper compensation for what 
they are doing? 

Are they joyful because you have 
shown a human, friendly interest in 


them, in their families, and in their 
work? 

If so, no one will need to wish you a 
Merry Christmas. You will have it far 
in advance of any Christmas cards. 

And that reminds me of something. 
Send your men a Christmas card if you 
choose, but convey your own greeting to 
them in person. Before you close the 
doors Christmas Eve, shake hands with 
every employee in the store; wish each 
and every one all that is good for Christ- 
mas, and smile as you do it. 

It will make them happier and increase 
your own happiness at the same time. 


Getting a Better Job. 


big corporation how to get a bet- 
ter job. The answer was short and 


St one asked the president of a 


to the point: “Do your present work’ 


well.” 

Business is looking for men who do 
their present work well. It is not half 
as much interested in those who are 
merely looking for a better job. 

And there are better jobs in every busi- 
ness, yes, in every retail store, waiting for 
men who prove by doing their present 
work well that they can also make good 
in future positions. 

Every job is worthy of the man who 
fills it properly. The great trouble to- 
day is that too many men imagine that 
their job is not good enough for them. 


They fail to realize that the job they 
are doing can be made as good as the 
man who does it; that the limits of any 
job are the limits of the man behind it. 

The man who sweeps the store floor 
and does the odd jobs, can become stock 
expert if he sees his opportunity. His 
knowledge of stock will automatically 
bring him the sales floor, and so on. He 
doesn’t outgrow the job. He only forces 
the job to grow as he grows. Any man 
behind a hardware counter can have a 
better job when he wants it. He only has 
to build his present work into greater 
opportunities. 

Then, if his present boss does not ap- 
preciate that growth—some one else will. 
















































Clever window display 
of the Bedford Hard- 
ware and Supply 
Company, linked up 


with open display 
table, that brought 
results 
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Display table that 
brought increased 
sales for W. R. Car- 
mony 
Oval—Part of store 
arrangement in Bed- 
ford electrical goods 
display 


Electrical Sundries Sales Increase 300 Per Cent 
When Carmony Uses Open Display Table 


LECTRICAL sundries have always been fairly 
kK active “sellers’’ for the Bedford Hardware and 
Supply Co., Bedford, Ohio. Many of the town’s 
8000 people are employed in local factories, do skilled 
mechanical work and are able to handle much of their 
own electrical work, such as making extension cords, 
extra outlets, garage lights, trouble lights, etc. Practi- 
cally all of the sales on sockets, base plates, wire, plugs, 
insulators, switches, fuses, fuse boxes, wire lamp guards, 
dimming devices and other sundries came about through 
requests from customers who came to the store to pur- 
chase just these items. 
arly last January Manager W. R. Carmony decided 
that he would no longer hide these sundries from the 
public view. He constructed this open display table 
with glass partitions, 
visible price cards and 
ample compartment 
display space for a 
good assortment ot 
electrical sundries. 
Since using the table 
sales on sundries have 
increased 300 per cent. 
The center of the 
table is devoted to a 
lamp display rack of 
his own design, simple 
and effective, with a 
testing socket to the 
left. The lamp rack 
is a four - stepped 
affair, measuring 2 ft. 
in width. Each shelf 
measures 334 in. in 
width The wood 
used is ordinary 





A window demonstration that brought gratifying results in sales of electric 
washing machines and ironers 


white pine about 3% in. stock, covered with white enamel. 
Holes 1% in. diameter are bored to permit the display 
of the upright lamps. They may be quickly lifted out 
and inserted in the testing socket to the left. With a 
pair of tinner’s snips the copper shell inside the testing 
socket was cut on one side and spread so that lamps 
may be inserted without screwing up the thread. This 
saves time and effort. All lamps are tested before the 
customer. 

Window demonstrations at least one Saturday night 
per month have helped the Bedford Hardware and 
Supply Co. to sell 60 electric washing machines between 
January first and August fifteenth of the current year. 
Of this number 50 were of one make and type and 
10 of another type and 
make. Last year, with- 
out window demon- 
strations, but with fre- 
quent window displays 
the company sold a 
total of 55 machines. 
At the present speed it 
is fair to assume that 
the 1926 total may be 
double the 1925 vol- 
ume on washers. 

Electric ironers 
were added to the 
demonstration about 
four months ago with 
gratifying results. 
During this short time 
four and five ironers 
have been sold each 
(Continued on page 78) 
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A Winning Combination That 
Banishes Dull Seasons 


McKay-Newcomb Company of Boston Show the Way by Merg- 
ing Auto Accessories and Radio Into One Department 


OMBINING radio and auto accessories into one 
t:; department has proved a winner for the McKay- 
Newcomb Co. of Boston, Mass. ‘This store is 
located near the old South Station on a very busy and 
expensive corner plot. The combination department, 
in charge of Stevens Rudgis, is in the left-hand corner 
of the store, quickly seen when you enter the main door. 
The bulk of this store’s radio volume is done on com- 
plete sets. The radio stock averages from $700 to $800 
and enjoys about ten turnovers a year. The auto acces- 
sories stock will run about $1,000 on the average and 
is turned over from three to four times a year. 

As the sale of auto accessories falls off in the fall, 
radio business is just getting started. When radio busi- 
ness runs lighter in the spring, the demand for auto 
accessories is at its best. You can readily appreciate 
that this corner department has no valleys in its graph 
or sales curve record. The two lines work together very 
nicely, and both lines are sold strictly as merchandise. 

If necessary radio sets are installed with an extra 
charge made for the time and carfare of the man who 
makes the installation. Wherever possible radio is sold 
through a store demonstration and treated as merchan- 
dise. Mr. Rudgis keeps a set in operation during all 
important news event broadcastings, such as major po- 
litical conventions, important athletic contests and the 
like, but does not believe it a good plan to keep a set 
going at all times. 

Upon request he will demonstrate any set, speaker 
or phones carried in stock in the store’s department. 

In the picture you 
will notice a small dis- 
play table behind the 
auto tire. This is just 
right for radio demon- 
strations and is used 
for that purpose at 
odd times. There will 
always be a window 
display featuring the 
stocks from this 
corner department. 
















At the changing of the season a combination display 1s 
effected. 

All tubes, storage and dry cell batteries are tested 
when sold. The testing is done in full view of the 
customer, so that he will not have any doubt as to the 
condition of the equipment. Whenever selling a storage 
battery, a hydrometer reading is taken, and the cus- 
tomer is urged to purchase a hydrometer syringe for this 
purpose. He is told to keep his battery well charged, 
which means a reading of 1280 to 1300 and is told that 
1100 or lower necessitates a recharge. The simplicity 
and economy of charging batteries is stressed, and in 
many cases the sale of a battery leads to the additional 
sale of hydrometer and battery charger. With B bat- 
teries the test is made with a voltmeter, and the same 
selling plan followed, with the exception of the charger 
talk. 

McKay-Newcomb Co. has been in business nine 
years. The auto accessories department has been in 
operation five years, and four years of success is recorded 
for the radio section. 

All auto accessories are sold as merchandise. No 
service or installation is offered. Tires and tubes are 
sold over the counter and are not applied or inflated. 
Such service would be impossible in such a busy down- 
town section of Boston, even if it were considered desir- 
able. The company sticks to high grade lines but avoids 
ironclad guarantees on tires, tubes, and batteries. These 
are sold as quality equipment. The prospect is told 
that McKay-New- 
comb selects the best 
available makes and 
believes the equipment 
offered is the best of 
its kind and that a pur- 
chase is a good in- 
vestment for the cus- 
tomer also, that to the 
firm’s knowledge the 
equipment is in first 
class condition. 
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“Financial” 


By Saunders Norvell 


of the North Pole. Eighteen thousand men have 

been shoveling snow night and day in New York. 
This morning, as I finished my cigar, I stood on the curb- 
stone and watched them pick up the high piled snow 
with steam snow shovels, deposit it in steel wagons and 
haul it away to be dumped into the ocean. Organization, 
efficiency, the use of power and the elimination as far as 
possible of the hand worker ! 

i 


LD sin SQUARE has been giving us an imitation 


[t is a curious experience, by the signing of a few 
papers, to suddenly, in one day, be changed from a 
borrower to a lender—from an industrialist to a capital- 
ist—from figuring how cheaply you can borrow money 
to figuring how much you can, with safety, get for 
your own money. 

* * x 

For weeks and weeks, one works on all the problems 
that come up in connection with the “deal.” There are 
lawyers, legal points and expert accountants checking up 
and checking back; balance sheets, trial balances, cost 
sheets, production statements, studies in overhead and 
masses and masses of papers until one grows dizzy. 
Then, suddenly, it is all over. A certified check is passed 
across the table, you make a deposit in your bank and 
all you have for all your trouble is just a few figures 
written in the passbook of a bank! 

+ * * 


Now you have the money. What are you going to do 
with it? JI know a man who closed a deal and had a 
check in his pocket for $1,000,000. He took a street 
car to a railroad station, sat on a stool and ate a lunch 
at the lunch counter costing him 50 cents. I wonder 
what the man sitting next to him would have thought if 
he had happened to know that his neighbor had $1,000,- 
000 in a Federal Reserve Bank check in the inside 
pocket of his coat! ! 

x * * 

I knew a man who retired from business when he was 
so. For 40 years this man made a good living following 
a very simple plan. Of course this plan took a little 
capital. When the prices of stocks seemed to him to be 
high, he sold all of his stocks. He invested his money 
in first-class, short-term bonds. This man’s hobby was 
raising roses. Having invested in bonds, he devoted all 
of his time and thought to his roses. He forgot all about 
his bonds. Sometimes he even forgot to clip the coupons ! 

k o* 


However, after a while, in the course of time, as it 
always happens, there was bad news. Business was not 
so good. Stocks went down. When the time came that 
the outlook was very, very blue, my friend sold his good 
bonds and bought, at very low prices, a selected line of 
good, dividend-paying stocks. You see, while the stocks 
declined 10 or 15 points, the bonds only declined 1 or 2 
points. Then, having invested in stocks again, he pruned 
his roses, forgot his stocks AND WAITED. 


* * * 
After a while, the sun shone, the birds sang, pros- 





perity came back and stocks advanced. One day this 
elderly man went down to the financial district and sold 
all of his stocks at good round figures. Then again 
he bought good bonds. And this was his “system” for 
40 years. 

4 % 

This of course seems perfectly simple, but there is 
not one man in 10,000 who can do it—not even a man 
who has the capital. It takes a peculiar temperament— 
a certain kind of mind—to invest in this manner. Most 
men want to be doing something every minute. They 
can not wait. They love action. It worries them sick 
to have money lying in the bank not producing interest. 
They wish a large interest return on their investments. 
They look at the amount of the interest and disregard 
the safety of the investment, or whether the investment 
is liquid or not—in other words—whether their bonds 
or stocks can be sold on a moment’s notice. They forget 
that if one is to be prepared to take advantage of un- 
usual situations, he must have his capital liquid. He 
must have actual cash, or what is the equivalent of cash. 
Every great financier and every great financial house 
have made their fortunes by having cash when the other 
man had nothing but merchandise or was loaded down 
with unsalable securities. 

kk x 


I have before me the December 1, 1926, Monthly Re- 
view of Credit and Business Conditions, Second Federal 
Reserve District, of The Federal Reserve Bank. I could 
go into the details of this report item by item. Most of 
the letters that will be sent out by banking institutions ; 
most of the summaries of trade conditions that will be 
written by financial writers, by trade editors and by 
statisticians, will be based on the facts outlined about 
finance and business in this Federal Reserve Bank report. 
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But after studying all the figures and all the charts, 
what is the final conclusion? Business is slipping. Every 
sign indicates a reaction in business. Still, when one 
picks up a daily paper and studies the prices of stocks, 
he finds them all very high and some of them even going 
higher. Stocks are advancing in the face of a decline 
in business and a decline in the prices of agricultural 
products of almost every description. These figures can 
only spell one thing, but nevertheless and notwithstand- 
ing, all of us go merrily forward just as if nothing what- 
ever were going to happen! 

* * * 


Of course the main point in the problem is, when 1s it 
going to happen? Even the most optimistic broker on 
Wall Street who wishes to sell you some new Preferred 
Stock (without voting power!), knows that something 
is going to happen some time, but he thinks, on account 
of “easy money,” that it may be a long time before it 
happens. Easy money is the general explanation among 
financiers of why, up to this time, nothing has already 
happened. 


x* *«* * 


Chain stores show a large increase in the number of 
stores, but a decrease in the volume of sales per store. 
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Even mail order houses, after registering increases 


month after month, showed decreases last month. Build- 
ing figures indicate decreases. Automobile manufac- 


turers are curtailing their output and there is beginning. 


to be unemployment in automobile manufacturing cen- 
ters. Hardware sales, drug sales and sales in almost all 
of the standard lines show a falling off as compared with 
last year. There has even been a recession in the sale 
of diamonds and this, we are told, is because somebody 
in South Africa spilled the beans about a large accumu- 
lation of the stock of raw diamonds! 


x * * 


This, then, is the outlook. I am buying bonds. I have 
even bought bankers’ acceptances that pay only 33% 
per cent interest. The same bank a few months ago 
was loaning us money at 414 per cent. Not much spread 
—!Z of I per cent and all the expense of running a bank. 
Banking can not be quite as profitable with the present 
low rates as it has been. When I think of the wonderful 
service that is given by banks, I wonder about their 
overhead expenses. 

ue 


But what has all this got to do with the hardware 
manufacturer, with the jobber and with the retailer? In 
these articles of mine, I write what I think. What I 
think can be taken for what it is worth. I take the 
chance of being shown up as being all wrong. I go on 
record in print so there is no going back on statements 
that I make. 

e e's 


My CHRISTMAS GREETING TO THE HARDWARE TRADE IS 
TO PUSH COLLECTIONS—get 1n all the money that you can. 
Put extra men in the Collection Department. Put some 
of your best men in this department. What is the matter 
with having the head of the house himself write letters 
signed with his own name in which he asks customers, 
if they can not pay in full, to at least pay a part—to at 
least reduce the size of some of these large accounts? 
The name of the president of a hardware house has more 
weight than just the name of the credit man. 


* * ok 


Retailers right now should call in a little extra help 
to work on accounts. Statements should be sent out. 
Collectors should be sent out to try the persuasive tone 
of voice in their personal contact with the debtor. Travel- 
ing salesmen should be sent statements and requested to 
use their personal influence in securing payments. 


x * * 


The Federal Reserve Bank report indicates that col- 
lections in all lines are not good. Far be it from me to 
say: “I told you so,” but if you will refer to one or two 
of my articles written 60 days ago, you will find where 
I suggested that you keep a weather eye on collections 
as the year approached ifs finish. 


k oe Ox 


So this is my Christmas greeting: Collect your ac- 
counts. Devote all your time to selling. Get out your 
dead stock and slow movers, put a price on them, and a 
real bargain price, on a bargain counter near the front 
door and move the stuff. Give your clerks a good, fat 
commission for selling these stickers. In other words, 
in my opinion, now is the time to clean up, turn merchan- 
dise into cash and collect. Call a meeting of the em- 
ployees of your store. Read this article to them. Give 
them flat-footed instructions, so clear that they can not 
be misunderstood. Go over your accounts. If neces- 
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sary, in any particularly bad cases, get into your Tin 
Lizzie and make a call on the delinquent. Do this your- 
self. When you call, look pleasant. Smile. Tell him a 
good story, but collect the account. 


* * * 


You might tell him the following story: A friend ot 
mine went on a trip out West. In a little mining town, 
he strolled into a restaurant to get his lunch. ‘The food 
was poor. The coffee was terrible. The bill was $3.40. 
My friend, having been trained among the hotels in New 
York City, smiled pleasantly, paid the bill and then said 
to the proprietor in a gentle voice—“You know this 
lunch was rotten. It was the worst I ever ate. Why 
do you make such an enormous charge?” The proprietor 
of the dump smiled back genially and said—‘That’s easy. 


| need the money! !” 
* *K * 


Since my amalgamation, others are coming to see me 
about amalgamations. A young man called yesterday. 
He showed me the operating statements of two com- 
panies. They have both been losing money. He ex- 
plained at some length that by putting these two com- 
panies together, the overhead would be so reduced that 
a loss would be turned into a profit. It just happened 
that I knew a good deal about the goods these two com- 
panies were manufacturing. They make a line where 
every manufacturer in that line seems to devote all of 
his genius and all of his ability to trying to figure out 
at how much he can sell goods less than cost and still 
stay in business. “‘My dear friend”—I said to this 
young fellow—‘take my advice. Stay out of that busi- 
ness. Do not make that amalgamation. Nothing in the 
world will help that particular business but a large num- 
ber of first-class funerals and the sooner these funerals 
take place, the better for this business. Stay away, my 
friend, and do not provide one of the corpses!” He 
thanked me for my advice and said he would stay out. 
He does not smoke himself, so I did not even get a cigar, 
notwithstanding the fact that I believe I have saved him 
a great deal of time, money and worry! 


* * 


A small hardware jobber wrote, asking my advice 
about getting up a big general hardware catalogue. I 
wrote back to drop the idea. He could not afford to 
take the price of a large catalogue out of his business. 
[f he had gotten out the catalogue, it would have looked 
like a flivver alongside of some of the great catalogues 
issued by some of the rich national jobbers. “You can 
not compete with these big fellows on this ground’—l 
advised him. “However, you can get out, every three 
months, a circular of seasonable goods—goods just 
adapted to your own local territory. If you will devote 
time and thought to this circular, you can produce some- 
thing that will bring quick returns, that will pay for itself 
and that will put you in a favorable and not an unfavor- 
able light, as compared with your large competitors.” | 
have received a letter in reply saying they thought I was 
right. 

*K * * 


But here is the best of all: In a recent article, I re- 
produced a letter about manufacturers selling direct to 
the retail trade and at the same time professing their 
great friendship for the jobber. A prominent New York 
hardware jobber has'reproduced this letter and sent it 
as .a Christmas greeting to the manufacturers from whom 
he buys goods! ! 
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Need More Such Thoughts 


HAVE read with considerable interest Llew Soule’s 
article in the Dec. 2 issue of your magazine in re- 
gard to the “Vanishing Point of Profit.” 

Constructive thoughts of this kind are what we need 
in the hardware business today. 

Certainly the “laborer is worthy of his hire” and 
every branch of the hardware business is entitled to a 
fair profit for the service rendered. 

Any movement to better the conditions of the hard- 
ware industry should be started by the largest factors 
in the industry, either manufacturers, jobbers or dealers. 
This may be occasionally at some sacrifice but it cer- 
tainly is worth while. 

[ have often stood on the sidelines and watched a 
dealer make a small sale and have tried to figure out 
in my own mind how much he lost in making the sale. 
‘or example; a dealer will sell a nail set for 10c. which 
cost him 7'4c. The average mechanic in buying a nail 
set is rather particular about the point and will often 
take five minutes or more of a clerk’s time in making 
the purchase. The cost of stocking the nail set and 
handling charge while showing a gross profit of 25 
per cent on the sale price is much more than what the 
dealer receives and there are many staple items in the 
hardware line of this nature which should sell for con- 
siderable more money. 

I am glad to know that you are taking hold of mat- 
ters of this kind and hope that considerable good will 
result from same. 

(Signed) Irvine S. Kemp, President, 
Evansville Tool Works, Inc., Evansville, Ind. 


—_— 





Here’s One from Frank Mappes 


HAVE read Llew Soule’s editorial, “The Vanishing 

Point of Profit,” and as a whole he stated the facts 
concisely and to the point. But in the language of the 
immortal Grover Cleveland, “‘It is a condition not a 
theory that confronts us.” That being the case, what 
are we going to do about it? 

We might condemn the practice of “hand to mouth 
buying” but as I see it, /t is here to stay. 

[sn’t it just another phase of the question, “What is 
wrong with distribution ?” 

We are entering a revolutionary period of merchan- 
dising, of which the outcome cannot be foreseen, but 
you can rest assured that humanity at large will be 
benefitted. Surely some wrecks will be strewn along 
the wayside but that is the nature of all changes wrought 
by time. 

At this moment the whole controversy assumes the 
proportion of a huge game of passing the buck from 
retailer to jobber to manufacturer or vice versa. Each 
in turn dodging the issue as much as possible. 

I have been a close student of merchandising for 
many years but I am frank to admit that it becomes 
more and more complex every day, so that when you 
think you have whipped a stubborn problem into line, 
two more bob up to confront you. 

The question resolves itself into how far the tendency 
will swing in the opposite direction from the hectic 
buying of a few years ago. 
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It is a human trait to go to extremes thus emulating 
the pendulum of a clock. 

It is not so long ago since the burden was placed 
mostly on the shoulders of the retailer by letting him 
do the guessing and taking practically all the risk by 
placing future orders. If he was lucky he was able to 
sell most of his seasonable goods, but too often he 
missed his guess so badly that he had great quantities 
of merchandise left on his hands to be carried at least 
six months without selling one dollar’s worth. 

The manufacturer shifted the burden to the jobber 
who in turn shifted the largest part of it to the retailer 
who always held the bag except in the cases where the 
jobber carried the retailer on his books. 

The manufacturer operates almost entirely on orders 
while the jobber and retailer must rely on the fickleness 
of the consuming public to move the merchandise from 
their shelves. 

Can you blame them entirely if they shy on plunging 
heavily all the time, taking practically all the risks, while 
the manufacturer plays a sure thing? He works on 
orders. 

Would we want to turn the clock backwards? I don’t 
think so, and that being the case it is reasonable to 
expect a solution through the natural process of evo- 
lution. 

I am not greatly alarmed at the outcome; while the 
‘hand to mouth buying” can be carried to such an ex- 
treme as to become a menace we will surely come to 
the point of sane use of the practice sooner or later. 

When we consider the billions of dollars worth of 
goods lying on the shelves of jobbers and retailers, 
some of which never reach the hands of the consumers, 
we can readily see why some caution must be exercised 
to prevent overstocks. 

Of course, extremes always work a hardship on some- 
one. A happy medium will naturally result just as 
sure as water seeks its own level. 

(Signed) FRANK MappPeEs, 
General manager and vice-president, 
Emery Hardware Co., Bradford, Pa. 


D. A. Merriman Expresses 
Hearty Approval of Editorial 


HAVE read with considerable interest the article 

entitled “The Vanishing Point of Profit,” which ap- 
pears in the Dec. 2d issue of the HARDWARE AGE, over 
your signature, and wish to express my hearty approval 
of all that you have said on this subject, which has 
been treated in a very forceful*’and convincing manner. 
[ trust that you will follow this up with other discus- 
sions along similar lines, for the subject is of great 
interest to jobbers, retailers and manufacturers also. 

I do not believe manufacturers intentionally encourage 
merchants to over-buy or to speculate in merchandise, 
even when an advance is imminent. Nor do I believe 
hardware jobbers encourage retail dealers to buy in 
larger quantities than customers can conveniently pay 
for and also dispose of in a reasonable time. But it is 
manifestly detrimental to all three elements in the trade 
to have “hand-to-mouth” buying carried to extremes; 
it increases the cost of distribution, without any com- 
pensating advantage to anyone, and other objections 
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1 “The Vanishing Point of Profit” 

















which you have pointed out. Conservative buying is 
something jobbers and manufacturers can heartily 
recommend; buying of the kind that you discuss so 
intelligently is unprofitable to jobber, retailer and manu- 
facturer alike. 

Too much stress is being given the question of “turn- 
over,” which is closely related to the ‘“‘hand-to-mouth” 
buying fashion that is now in vogue. 

(Signed) D. A. MrERRIMAN, 
American Steel & Wire Co. 
President American Hardware Manufacturers’ Ass’n. 





Congratulations from Mr. Steltz 


UR good friend Llew Soule is certainly writing 
some wonderful editorials and you are to be con- 
gratulated in every way on his masterful expressions. 
(Signed) Wuti1am Geo, STELTZ, 
Supplee-Biddle Hardware Co., Phila., Pa. 


Very Able Analysis 


AGREE with the opinions of Llew S. Soule in his 
editorial, printed in the HARDWARE AGE of Dec. 2, 
under the title of the “Vanishing Point of Profit.” 

Hand-to-mouth buying in small quantities is very ex- 
pensive, and we have been guilty of it only in lines 
such as ladies’ wearing apparel and items that go out 
of style or deteriorate in value. 

In our hardware department, we endeavor to forecast 
our needs for the season and buy accordingly in suf- 
ficient quantities to carry us throughout the season. Our 
small orders, thereafter, are composed of fill-ins only, 
but these fill-ins are also ordered in sufficient quantities 
that, in our estimation, will carry us through the season. 

His analysis in this editorial is very able, and I be- 
lieve that retailers, who buy hand-to-mouth in such 
small quantities that their transportation charges eat 
up the profit, that they should make on their goods, are 
losing money on this method. 

(Signed) JouHNn B. Garver, 
The Garver Brothers Co., Strasburg, Ohio. 


Minimum Charge Sale Would Help 


AVE read the editorial, “Vanishing Point * of 

Profit,” and can agree with Mr. Soule thoroughly. 

I think it is one of the greatest mistakes that a hardware 

dealer has to contend with today, that is, the small sale. 

I do not think enough of us realize the loss we are 
suffering in making these small sales. 

We have tried to make a rule not to charge anything 
under a dollar but it has never worked out satisfactorily 
for the reason that some of our larger customers would 
send someone to pick up an order that cost less than a 
dollar and naturally there was no money sent with it, 
and if we had refused to charge it, it would mean the 
loss of a customer, and I certainly feel that a concerted 
move should be made by all dealers that they do not 
accept a charge item for less than a certain amount. 
This would be a saving to all the dealers and I cer- 
tainly would recommend it. 

(Signed) V. A. Wuitta, 
Vice-President and Treasurer, 
Geo. A. Myers & Co., Inc., Paterson, N. J. 








Parcel Post Shipments Costly 


Be say the writer was greatly pleased with Llew 
Soule’s editorial, “The Vanishing Point of Profit,” 
is putting it very mild, in fact we feel as though this * 
article cannot help but accomplish a great deal of good 
for everyone concerned—dealer, jobber and manufac- 
turer. 

It might be interesting for you to know that the 
average cost of postage and insurance on our parcel 
post shipments amounts to 1.9 per cent on an average, 
while some run as high as 40 per cent of the cost of 
the brushes themselves that go out in this manner. 
76 per cent of our parcel post shipments amount to 
less than $10.00. When you consider the fact that our 
product is quite valuable compared to its weight and 
in comparison with other articles handled by the 
hardware trade, it certainly appears to the writer as 
though this has considerable to do with the high cost 
of distribution. 3 

There is another factor which enters into this and 
that is, practically our entire production is distributed 
through the hardware and paint jobber. We feel as 
though this is a great work and while, frankly, we are 
in favor of small buying, believe it has gone to the 
other extreme at present. We have found that to quite 
an extent the hand-to-mouth buying policy has elimi- 
nated some of the peaks and valleys in our business 
which, as you know, is very seasonable. 

(Signed) Don J. Foss, 
The Wooster Brush Co., Wooster, Ohio. 


Impossible to Figure Individual Overhead, 
Says R. A. Young 


E have read Llew Soule’s article on “The Vanish- 
ing Point of Profit,” and feel that it covers the 
subject very well. 

The only criticism we have to offer is his figuring profit 
against overhead on each individual article. To our 
minds this is next*to impossible in the hardware busi- 
ness as the figuring involved would certainly increase 
the overhead in the office force which would be neces- 
sary. There are certain standing expenses such as 
rental, light, heat, etc., which must be applied generally 
as we do not quite see how ‘it could be divided in the 
various small units. 

Aside from this we feel it is entirely satisfactory from 
our standpoint. 

(Signed) R. A. Younse, 
M. S. Young & Co., Allentown, Pa. 





Small Orders Extremely Expensive 


AVE read with considerable interest Llew S. Soule’s 
editorial entitled—‘‘The Vanishing Point of 
Profit.” 

I think that Mr. Soule has a splendid conception of 
the necessity for all of us in the industry, whether manu- 
facturers, distributers or retailers, for knowing exactly 
where the vanishing-point of profit begins. 

Noting Mr. Soule’s reference to hand-to-mouth buy- 
ing; it is my opinion that it is extremely expensive. It 
tunes up the overhead a great deal and, for my firm, we 

(Continued on page 68) 
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A view of the modern golf goods department in the store of the Kelley-Duluth Company, Duluth, Minn. Note the attrac- 
tive way in which the clubs and bags are displayed in the racks 


Duluth Hardware Firm Has Reasons 
for Everything 


W. N. Hart, President of the Kelley-Duluth Hardware Co., 
Duluth, Minn., Is a Keen Observer and Used His Knowledge in 
Arranging the Firm’s New Store 


ware Company, of Duluth, Minn., was forced 

to move through the expiration and the ac- 
quisition by a chain store of its lease. With some 
misgivings the company secured another location a 
couple of blocks away and, handicapped by the loss 
of just fifty per cent of its floor space, carefully laid 
out a store that in its first year showed a substantial 
gain in sales volume with twelve less clerks employed. 

W. N. Hart, who is the president of the company 
and its active manager, was almost wholly responsible 
for the laying out of the new store, which is a model 
for compactness and convenience. The store, consist- 
ing of what would ordinarily be called a first floor 
and basement, is so situated on one of Duluth’s cele- 
brated hill sides, that the ‘“‘first floor” has its entrance 
on the main street of the city while the “basement” 
entrance is at the other end of the building on a 
back street. The result is two easily accessible sales 
rooms. 

On entering the store from the front, possibly the 
first thing that attracts attention is the balcony, about 
eight feet wide, which runs down the two sides of 
the room and across the front with a wider balcony 


BOUT a year or so ago the Kelley-Duluth Hard- 


across the back. The space at the back is given over 
to the general office of the store, while the cashier’s 
cage occupies the front, cash carriers reaching it 
from all. parts of the store. The location of the cash- 
ier’s cage, like everything else around the store, has 
a reason back of it—the reason in this case being pro- 
tection against a hold-up or robbery. A hold-up man 
would have to come in the front door and ascend a 
winding stairway in full sight of but with his back 
to the entire store. 

On the balcony on the right hand side, reached by 
easy stairways at either end, is the builders’ hardware 
sampled on display boards behind which is kept the 
stock. At the head of each stairway is a desk manned 
by a competent builders’ hardware man, who uses his 
spare time in estimating bills of specifications but 
who gives immediate attention to any customers in 
the department. Again Mr. Hart had a reason for 
the location of his builders’ hardware. One morning 
at the old store he saw a contractor held up nearly 
thirty minutes while a crew of carpenters awaited 
him out in the country by a woman customer who was 
vainly endeavoring to match an old-fashioned drawer 
pull and whose ultimate purchase amounted to ten 
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cents. It was an unavoidable situation, but the bal- 
cony arrangement now offers to the contractor trade, 
to which the store caters, immediate service, while a 
small stock of items usually bought by the home 
owner, drawer pulls, house numbers, screen door 
hardware and the like, is kept on the main floor. The 
average stock of builders’ hardware carried will in- 
ventory about $20,000, with the sales running about 
$10,000 per month. 

Directly beneath the builders’ hardware balcony is 
the tool department. Here, with a stock of approxi- 
mately $7,500, sales run about $2,000 per month, prac- 
tically all in high grade mechanics’ tools. In this de- 
partment nearly five years ago Mr. Hart established 
the practice of urging mechanics to gather at the store 
for short talks on tools each Saturday night. No 
effort is made at these Saturday night meetings to 
sell, and three attendance prizes are given away to 
those present each week. The plan has held up well, 
growing from a handful at the start to a gathering 
now of 100 or more each Saturday. Not only does 
this plan indirectly sell tools by making the men more 
familiar with the department and its lines, but many 
of the men bring their wives to the store and they 
shop around in the other departments while the hus- 
bands hear the tool talks. 

Practically the entire central part of the store is 
taken up by the automobile accessory and radio de- 


An entire counter is given 
over to the display of 
household wares in the 
Kelley-Duluth store, as 
you will note in the photo 


at the right 
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From the picture 
at the left you can 
see that price tags 
play an important 
part in the mer- 
chandising of auto 
accessories in the 
Kelley - Duluth 
store at Duluth, 
Minn. 


partment. These two lines are combined because both 
are highly seasonable at different times of the year. 
Again the same salesman who has sufficient mechan- 
ical knowledge to sell radio during the winter months 
is ideally fitted to sell auto accessories in the sum- 
mer, and the department maintains an evenly high 
sales volume the year around. 

Sporting goods, one of the largest departments in 
the store, with an annual sales volume of over $100,- 
000 and an average stock of $30,000, occupies the 
entire left hand side and the rear of the main floor. 
On the balcony is carried the stock for “quantity 
sales’”—complete outfits for football and _ baseball 
teams, college gymnasium supplies and the like. Be- 
neath the balcony is fishing tackle, guns and ammuni- 
tion, tennis goods and so on. In a large alcove under 
the office balcony in the rear is the sports clothing and 
golf goods. A good sized indoor putting “green” af- 
fords ample opportunity for the customer to try out 
the “feel” of the various golf clubs which are stored 
in horizontal racks, which display the heads to better 
advantage, keep the shafts from warping and dis- 
courage needless handling. 

All of the smaller items on the first floor and 
balcony, builders’ hardware, tools and sporting goods, 
are carried on wall shelves fronted by display doors. 
Each door is covered by three to five, according to 
the articles shown, removabke sample boards. These 














sample boards are merely a heavy wall-board painted 
a silver gray and equipped with two brass eyelets 
at the top which suspend it from a pair of screw 
hooks. A sample board covered with hammers or 
fishing tackle can readily be detached and laid on 
the counter in front of a customer for his closer in- 
spection. 

The entire basement, reached either by a broad 
stairway from the front entrance of the main floor 
or at the other end by the back street entrance, is 
given over to house furnishing goods and paints. 
Three women clerks are employed in this department 
and part of their duty is to wash every item of kitchen- 
ware and the shelving once a week, so that the place 
is absolutely free from disfiguring dust and dirt. 
That this is a popular place for the women of Duluth 
to trade is evidenced by the fact that kitchenware 
sales alone amount to better than $7,000 a month, 
representing an eight-time annual turnover. 


Keeps a Watchful Eye on Activities 


Larger household appliances, such as _ electric 
washers, ironers and, more recently electrical re- 
frigerators, are carried and demonstrated in this 
basement department. Thirty-five electric refrigera- 
tors have been sold this first season, eleven of them 
to prospects turned to the store by a prominent 
woman who bought the first one sold and to whom 
$10 in cash was promised for each additional pur- 
chaser she sent to them. 

Mr. Hart not only supervises the sales of the 
entire store, but also keeps a watchful eye on all 
other store activities. One thing which he, perhaps, 
does differently than most hardware merchants, is 
checking incoming merchandise. For years, when an 
invoice was received it was turned over to the receiv- 
ing clerk, who checked the various items and returned 












Above is a view of a portion of the 
Kelley-Duluth sporting goods department, 
while at the right we depict a portion of 
the firm’s builders’ hardware department 
which occupies a prominent place on the 
mezzanine floor 
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it to the bookkeeper, who entered it and paid it. One 
day Mr. Hart, in going through the receiving room, 
was struck with the amount of things that the re- 
ceiving clerk took for granted—for instance, a box of 
files was checked in without opening it to discover 
if either the amount or size was correct. Accordingly, 
Mr. Hart called on his jobbing house and got them to 
pad the next invoice to the extent of nearly $200, and 
it was in due course checked as correct by the receiv- 
ing clerk, entered by the bookkeeper, and the check for 
payment brought to Mr. Hart for his signature with 
no one catching the erroneous items. Now the re- 
ceiving clerk opens a shipment, makes a list of the 
items he finds in it, and sends it to the bookkeeper 
who checks it with the original invoice. This takes 
a longer time, but it has already saved the firm con- 
siderable money. 





Salesman’s Itch 


NLIKE other normal ailments which are contagi- 
ous, entailing hospital and doctor expense to re- 
move the infection, salesman’s itch is acquired through 
scratching and striving. When infected, the sales- 
man enjoys enviable ability, with its attending rewards. 
The best means of contracting it is through the study 
of the columns of the trade papers and numerous well- 
written articles on the subject of salesmanship, in com- 
bination with an active interest and participation in 
the connecting details of your department of the store. 
The symptoms are very pronounced. They begin with 
a burning desire to obtain the good will and respect 
of customers by being rigidly courteous. This is fol- 
lowed with an itching and “on edge” feeling to make 
satisfied customers with obliging and helpful explana- 
tions, and alertness to display goods to the 
best advantage. A _ sensation concludes 
the accomplishment of the sale, with a 
swelling pride in having performed your 
duty in a manner above reproach. 

Once you have acquired salesman’s itch 
or, in concise English efficient salesmanship, 
you have an ailment of inestimable worth 
in your career. 
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Stop the Gift Shopping Traffic! 


Your Uncle Sam Is Just as Willing to Work for You as for the 


Mail Order Houses. 


Invest with Your Printer and Uncle Sam 


By Charles P. Catlin 


ANTA CLAUS is breaking the speed-limit right 
S now, gathering gifts to deliver Christmas Eve. 

For this is the height of the Christmas gift buy- 
ing period. Now or never will you sell the 1926 Christ- 
mas shopper. 

If you caught the “shop early” shoppers, you caught 
the early shoppers’ dollars. There are plenty of dollars 
left in their pockets today, though. There will be a 
good many left tomorrow; but by next week most of 
the gift dollars will have left. How many of them will 
have found their way into your store? Dollars are on 
the wing. Coax them to flock into your cash register. 

The Santa Clauses of your community will have to 
buy the gifts somewhere that they give to each other. 
Why not from you? Then, too, what about the Christ- 
mas gift business of Mr. Claus, Mrs. Claus and all 
the little Clauses who live in the country near you? 
Today Santa Claus drives an automobile. It has been 
estimated conservatively that the automobile has stretched 
the shopping radius fourteen miles. [Every automobile- 
owning family within a fifteen mile radius of your store 
is a potential Christmas gift customer for you. 

Crowds are hurryirg ‘past your door now with money 
in their pockets they want to spend, money they must 
spend within the next few days. Past your door—and 
past your window, too! Make your window display 
reach right out, take the money out of their pockets and 
put it into your cash register. You can, easily. An 
eye-grabbing Christmas gift window display will stop 
them from going past your door and make them, instead, 
come in your door. They will not go by; they will come 
buy. But there are other crowds such as those who 
live in the country around your town who may not have 
occasion to pass your store. Don’t lose their Christmas 
trade. Make them pay a special visit to your store. | 

“Christmas comes but once a year.’ The Christmas 
gift sales opportunity comes but once a year. And this 
event holds enough profit for you to make it worth 
your while to invest a little time and money. We sug- 
gest that you invest them with your printer and your 
Uncle Sam. Right at this very minute Uncle Sam is 
busy taking a lot of money out of your town and the 
nearby country—money which you might just as well 
have had. But don’t blame him! He would have been 
just as willing to have worked for you as for the mail 
order catalog houses to which he is taking this money. 
He is willing to work for you right now. He is willing 
to help Santa Claus treat your cash register as though 
it were your Christmas stocking and fill it to overflowing 
with silver and greenbacks and goldbacks. 

We respectfully suggest that you go through your 
stock item by item and make a list of the articles you 
carry which would make suitable Christmas gifts for 


ye 

yw ine” a 4 Se ‘ 
gee eR! ex 
«a s* yor : - 

FoR * — Suggestions 
agi ae 
ag ot - x 
se So oe 
— . 
ines seo Pr sn 
- “seer 


each member of the family. Jot down the gifts that 
would appeal to Dad, to Mother and the youngsters, to 
each member of the family. Then take these lists to 
your printer and tell him that you want to make a last 
minute drive for the Christmas gift business, and, there- 
fore, you want him to rush through a job for you. Then, 
plan with him such a folder (circular) as this—he’ll be 
glad to help you keep home money at home: 


(Front Ce ver) 
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Of course, these lists are only suggestions. You may 
not carry some of the items listed, in which case you 
will want to omit them, and you may carry other items 
that would be suitable, in which case you will want to 
add them. But this will give you an idea of what to 
list and how to list—and your lists will give the cus- 
tomers and potential customers to whom you mail them 
an idea of what to buy. Such practical suggestions will 
be appreciated. Moreover, they will be acted on to your 
profit. 

Sow circulars of this character in the mailbox, and 
you will reap a harvest of gold. 

It is not necessary for you to address these circulars 
by name to all the countryfolk near you. If you mark 
the envelope simply “Householder, R. F. D. Route” 
and then give the number of the route and the name of 
the town, the postoffice will attend to the rest. This 
will save you a lot of time during the rush period. Dis- 
cuss this with your postmaster. 

If you will follow this suggestion, your Christmas will 
be merry and you will have taken a long stride toward 
a profitable New Year. 
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Special emphasis 
is placed on the 
“leaders” in win- 
dow displays and 
newspaper adver- 
tising 
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Specials attract 

so much attention 

that it is seldom 

any of them are 

left after the first 
day 


Seven Years of Semi-Annual Dollar Sales 


As a Testimonial to Its Success with Dollar Day Sales the Ogden 
Hardware Co., Ashland, Ky., Has Been Holding Such Sales Semi- 
Annually for the Past Seven Years 


August, the Ogden Hardware Co., Ashland, Ky., 
has a Dollar-Day Sale, the volume of business 
averaging approximately four times that on other days. 
About 60 items are priced at one dollar. In addi- 
tion, there are many other products regularly selling 
at a higher or lower figure on which reductions are 
made. All of the merchandise for the sale is dis- 
played on tables, well ‘distributed around the first and 
second floors of the store. The purpose of this ar- 
rangement is that prospective customers, in viewing 
the various bargains, will be led into all departments, 
thereby seeing all of the stock instead of merely the 
commodities selected for the sale. 

A few “leaders” are chosen, and special emphasis is 
placed upon them in the window display and newspaper 
advertising. The specials attract so much attention 
that frequently the supply of them is exhausted. In 
fact, it is seldom that any of the items selected as 
“leaders” remain at the end of the day. For example, 
on one of the Dollar Days recently, the three big spe- 
cials, each offered at one dollar, were a clothes hamper, 
a cut glass water set, and 15 packages of steel wool. 
A gross of clothes hampers and one-half gross of 
clothes baskets were disposed of before nine-thirty in 
the morning. 


Bulk Merchandise Included 


Aside from household paints and most of the 
builders’ hardware products, the bulk of the merchan- 
dise in the store is included in the sale. Although 
the articles selling at one dollar are featured, the siza- 
ble reductions in price allowed on other commodities 
are a stimulus to all-day buying. Customers come in 
early to choose the specials, because they know that 
later in the day the stock may be exhausted. On reg- 
ular lines, however, there is little necessity of making 
purchases as soon as the store opens. Therefore, in 
the morning the bulk of the business is concentrated 


[auc each year, generally in February and 


on the special items, while the products offered at a 
discount are in demand during the entire day. 

Dollar Day enables the store to move considerable 
dead stock. For instance, coaster wagons, odds and 
ends of dinnerware, and left-over stocks of paints are 
tagged at special prices. Thus, the company sells 
merchandise which otherwise it might have to charge 
off on its books at a loss. 

All of the goods included in the Dollar-Day Sale 
must be paid for in cash, but deliveries will be made 
on request. Even if staple goods as well as special 
items are purchased, the latter cannot be bought on 
credit. 

Publicity Important 

Important in the preparation for Dollar Day and in 
the actual business done is the advertising and pub- 
licity program worked out by Dan Hill, advertising 
manager, who is well-known throughout the country 
for his fine display windows. Since the sale usually 
is held on Wednesday, the newspaper advertising be- 
gins on the preceding Sunday. Liberal space is used. 
Much attention is focussed on the special items, but 
other products are by no means neglected. Three of 
the seven display windows are devoted to the items for 
special sale, and are trimmed from four days to one 
week previous to the sale day. 

Since Dollar-Day is a cooperative undertaking 
sponsored by the Ashland Business Men’s Association, 
the Ogden Hardware Co. not only advertises individu- 
ally, but also contributes to the fund for defraying the 
expenses incident to the general publicity, which con- 
sists of the use of moving picture slides in Ashland 
theaters, handbills distributed in all of the small com- 
munities within a radius of 25 miles, cloth pennants 
on automobiles, and Sunday newspaper advertising. 

A typical Dollar-Day at the Ogden store reveals 
numerous items tagged at one dollar and special dis- 
counts offered in all of the company’s eight depart- 

(Continued on page 79) 
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If I Werea 
Manufacturer 


l I would get the good-will 
e of the display man and 
the retailer, who control these 
windows, not by breaking into 
their windows but by present- 
ing the facts, by cooperating 
with them and by educating 
them in what window display 
material will do for them. 


9 I would get the retailer’s 
e viewpoint, either by letter, 
questionnaire or by the sales- 
men gathering important in- 
formation when they are mak- 
ing their calls. 


3 I would eliminate waste 
e by preparing the display 
material so it would be flexible 


and fit the most windows. 


A. I would make the dis- 
e play interesting to the 
passerby, by showing the use, 
comfort, or benefit of the arti- 
cle displayed. I would use a 
simple formula as in writing an 
advertisement. The displays 
would have to be attractive, 
convincing, understood and 


believed. 


5 I would send out a folder 
e« showing how the display 
would look in the window, etc., 
with an enclosed card for the 
dealer to check and send in for 
the items he wishes. (If he 
isn’t enough interested to fill 
out the card he will never use 
a display sent out to him.) 


6 I would send the display 


e with information as to 
when I was doing any advertis- 
ing, so the dealer could tie up 
with the national advertising at 
the proper time to the mutual 
benefit of all. 


7 I would follow up and 
e urge the dealer to use the 
display. I would encourage 
him to send me a photo or write 
me a letter telling of his success 
with the display. 


8 I would check my dis- 
e tribution. I would listen 
to the advice of others, even 
down to the consumer. He may 
have some good ideas. I 
would be a member of the 
Window Display Advertising 


Association. 
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Some Worthwhile Window 
Display Suggestions 


By Carl V. Haecker 


Sales Promotion Department, Frank Burke Hardware Co., 
Waukegan, III. 


ATE in the winter of 1925 and in 
early spring of 1926, it was my 
privilege to go out for our firm, 

the Frank Burke Hardware Co., of 
Waukegan, IIl., to visit other hardware 
and department stores of the cities sur- 
rounding Waukegan, including Chicago. 

One of the subjects I covered on this 

trip and the one you are vitally inter- 
ested in was window display; how 
window display material sent to the 
retailer by the manufacturer was han- 
dled, how it was used and what was 
thought of it. In every case the win- 
dow trimmer and the retailer voiced 
the same opinion. They appreciated 
the manufacturer’s efforts, thought the 
works of art were beautiful, would like 
to use every bit of the display ma- 
terial, but as in my case, with close 
observation and handling of this ma- 
terial, found much of it hard to use. 
The complaints were almost identical, 
and I shall try to explain the difficulty 
and offer a solution to the problem. 


A Common Complant 


The most common complaint was that 
there was no room in the window for 
such large displays. Upon investiga- 
tion of this trouble, I discovered that 
only a comparatively few people know 
how to use backgrounds even of the 
best construction. They are not igno- 
rant, they are not lazy, but their other 
activities and problems do not permit 
them to study balance, position, ar- 
rangement, attractiveness, and the ar- 
tistic side of it means but little to 
them. If the first look at the display 
material doesn’t convince, if there isn’t 
some kind of a diagram to go by, they 
are all through, and into the scrap 
heap goes beauty, art and all. 

There was a case where the manu- 
facturer of a headache tablet used a 
two-wing display background so hinged 
that it could be turned only one way. 
It took up at least 3% ft. of floor 
space, and could not be used on a 
pedestal, for pedestals as a rule are not 
made 3% ft. long and 18 in. wide. 
There was a beautiful lithographed 
cut-out of the pill box in its own bright 
colors with the name, Dr. Quack’s 
Headache Pills. Imagine using a 3%- 
ft. by 144-ft. space for a headache pill. 
Just think how many headache pills 
would have to be sold to pay for that 
space in the window, with the window 
carrying two-thirds of the entire rental 
cost of the store, as pointed out by 
David Meyer of the United Cigar 





Extracts from an address delivered at 
the Annual Convention of the Window Dis- 
play Advertising Association in New York. 


Stores Co. at the window display con- 
vention last year. 

There was another, a five-panel dis- 
play showing one pipe wrench. This 
display was 7 ft. long and over 38 ft. 
high. Of course you could trim the 
window with other tools, but why 7% 
x 3% ft. of window space to show one 
pipe wrench? Bear in mind that the 
pipe wrench was all that was shown. 
There was nothing else of appeal to the 
passerby. 


Tricky and Deadening 


Still another display was made of 
60 ft. of colored paper 1 ft. wide. This 
was cut up in various lengths, and 
made to glue to the window from the 
inside, thus calling attention to the 
article displayed in the window. Psy- 
chologically that display meant noth- 
ing. It simply killed the display itself. 
There was no appeal, no action, no 
benefit shown to the passerby and 
therefore no sales. 

There are great numbers of such 
displays that cannot be used, no mat- 
ter who the window trimmer is and 
how his windows are located. That is 
why retailers are forced to throw away 
many beautiful, artistic, costly dis- 
plays. There is no sales punch or flex- 
ibility in these displays. 


Another Distribution Angle 


That is what is wrong with window 
display advertising material and that 
is the problem to try to solve. That 
is the problem to analyze and remedy. 
It is a task that can be accomplished 
if we will but stop to realize who is 
going to use this display material and 
then make it so it can be used. The 
mere spending of hundreds of thou- 
sands of dollars without thought, with- 
out study and analysis means very lit- 
tle, and the distribution of this costly 
display promiscuously to _ retailers, 
trusting that they will use it, may also 
fail. You can’t trust averages. 

Here is another angle of the distri- 
bution that is wrong. On April 5 we 
received a display from one of the 
largest manufacturers of a household 
utility. It was packed in a good strong 
carton. Upon opening it I found it to 
be a nice display with a very good 
strong background of small cards, etc. 
It was my intention to use it at a later 
date, for we have a system of laying 
out our window displays weeks and 
even months in advance, provided, how- 
ever, in the layout, an open date for 
any special display or one that we 
might overlook. 

(Continued on page 56) 











HARDWARE AGE 








A Hardware Manufacturer in Soviet 


Russia 


Fourth and concluding article of a series based on the experi- 


ences of William E. Cross, Secretary-Treasurer of Clemson 
Brothers, Inc., Middletown, N. Y., in the Bolshevik Country 


ENINGRAD presents a_ desolate 
picture of its former glories, when 
it was St. Petersburg and Petro- 

grad, the capital of the czars. Its great 
hotel, The Europe, where I stopped, is 
much more comfortable and cheaper than 
the hotels in Moscow and still boasts of 
its roof garden. 

Where Moscow is distinctly Asiatic, 
Leningrad is European. The better class 
of Russian people, those who gathered 
about the court of the czar, lived there 
and made it so. 

At the end of the broad Nevsky Pros- 
pect—rechristened October Prospect by the 
Bolsheviks in commemoration of their rev- 
olution—is the beautiful palace where the 
dowager empress lived. Now its grounds 
have been transformed into a beer gar- 
den, where every evening great crowds 
seek amusement. An old, discarded blouse 
of a soldier hung there over a magnifi- 
cent statue of Venus de Milo. 

The Winter Palace, tremendous in size, 
where the czar lived, is now open to the 
public. I went through it, and while its 
exterior still bears marks of the battles 
that characterized the early days of the 
revolution, the interior is well preserved. 
The living quarters of the royal family 
were extremely simple in comparison with 
the rest of the palace. As I sat in the 
czar’s own chair, in his private study, and 
saw the emperor’s personal belongings scat- 
tered about, it all seemed to me so pri- 
vate as to be almost a sacrilege to let 
the public view these things. There were 
photographs of Nicholas’ royal cousins, 
and of his own family, these latter mostly 
snapshots, taken and developed and printed 
by the czar himself, who was an ardent 
photographer. 

One photograph, of the present King 
of England, bore this autograph: “Affec- 
tionately, Georgie.” 


Art Works Intact 


Almost adjoining the Winter Palace is 
the Hermitage, Russia’s greatest—and per- 
haps the world’s greatest—museum of 
works of art. The Soviet Government 
has preserved this intact, and I found it 
truly marvelous. The great vases of 
malachite and marbles appealed to me 
particularly. 

Leningrad, too, has its profusion of 
churches, and they are owned by wor- 
shippers, although the Soviet Government 
does not encourage religion. In fact, out- 
side of some churches in Moscow, where 
all who worshipped may see, are signs 
reading “Religion is the Opiate of the 


’ 


People,” these having been put up by the 
communists. 
Worship Goes On 


Still the worship in the Greek Catholic 
faith goes on and goes on beautifully. 
No music I have ever heard can equal 
the chanting of the Russian choirs. It is 
far more impressive than any pipe organ. 

Of all Leningrad’s churches the most 
beautiful, to me, was that erected over the 





William E. Cross 


spot where the Czar Alexander II was 
buried. It is a wealth of mosaic and mar- 
ble in brilliant colors and gold. 

St. Isaac’s, the great cathedral, with its 
splendid marble columns, bears marks of 
the Soviet’s seizure of church treasures. 
All its ikons, once studded with a profu- 
sion of precious stones, now bear imita- 
tion gems of paste. 

Leningrad, to me, was a city of con- 
trasts. For example, in the midst of 
much poverty, it has what is undoubtedly 
the finest grocery store in the world. It 
would be difficult to describe it; there is 
nothing to which it may be compared. 

Even now this store is well stocked, 
and one can imagine what it must have 
been before the revolution, when its table 
luxuries could be bought by only the fa- 
vored few. From it one can see what 
life must have been in the days of the 
czar, with the minority having everything, 


the great majority struggling for bare ex- 
istence. One does not wonder that there 
was a revolution. I left Russia by way 
of Petrograd, the Esthonian frontier and 
Reval, in Esthonia. 

A Red soldier was placed in my com- 
partment as an escort going out. I was 
the only one on the train who spoke Eng- 
lish, and it was exceedingly difficult to 
secure food and drink on the way. 


Baggage Is Searched 


When I entered Russia at the Latvian- 
Russian frontier, I was treated with the 
utmost courtesy. Going out, my baggage 
was ransacked from stem to stern. Three 
men in the Bolshevik passport and cus- 
toms control, two of them in Red Army 
uniforms, went through my bags and read 
all of my letters. 

When the train pulled across the scarce- 
ly marked Esthonian border, I had a rest- 
ful feeling of safety. It was only last 
December that the Bolsheviks raided the 
Esthonian border, but, for all of that, this 
little war-born Republic seemed safe and 
comfortable after Russia itself. 


A Letter from Purdy 


Reval is now known as Tallin, the 
Esthonian name, and my stay there was 
made exceedingly pleasant by the Ameri- 
can vice consul, Cyrus Follmer, to whom 
I had an introduction from Alvin Purdy, 
of Middletown. Tallin is a beautiful city, 
with an historic past, having gone through 
the control of the Baltic German barons in 
the Middle Ages, then into the “good 
old times” of Swedish rule, only to fall 
into the hands of the Russians. It escaped 
Russian control only by stiff fighting after 
the revolution, and the old German ap- 
pearing city sits proudly and independent 
on its hills overlooking its beautiful har- 
bor. 

From Reval I took the short boat trip 
to Helsingfors, the capital of Finland, 
arriving there in the midst of the In- 
ternational Y. M. C. A. conference, and 
saw scores of Americans. 

Finland is orderly, beautiful and full 
of prosperous possibilities in its wonder- 
ful woodlands. Its area is greater than 
that of the British Isles, and it is truly 
the land of a thousand lakes. 

A Swedish boat took me from Finland 
—the last relic of the old Russian empire 
I met in my travels—and across a sea 
glistening with islands, to Stockholm. 

(The End) 
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John B. Smiley Heads Remington Arms Co.; 
Sales Department Reorganized 





Succeeds Charles L. Reierson Whose Resignation Was Announced in Last 
Week’s Issue of HARDWARE AGE—Has Had Active and Varied 
Business Life 


OHN B. SMILEY has been elected president of the Remington 
Arms Company, Inc., and its subsidiaries, to succeed Charles L. 


Reierson, who recently resigned. 


Mr. Smiley comes to his new position with a background of ex- 
perience and ability, which admirably fits him for its responsibili- 


ties. 


His business life has been both active and varied. 


As a college graduate, he joined the operating department of the 
Pennsylvania Steel Company, and learned the practical side of steel 


production. 


He then was associated with the sales department of 


the company for several years, after which he engaged in business 
for himself as a consulting engineer and contractor in Western 
Canada. Later he conducted an export business in New York, ex- 
cept for a period from 1917 to 1919, when he was president of the 
Bayless Shipyard, engaged in building fabricated steel vessels for 


the Emergency Fleet Corporation. 





During the 
past year he 
has been act- 
ing in a spe- 
cial executive 
capacity for 
the Reming- 
ton Company. 

Mr. ¢ Smiley 
enjoys a large 
and varied ac- 
quaint ance- 


ship, both in 
this country 
and _ abroad, 


wherever his 
executive and 
sales duties 
have led him. 
This acquaint- 
anceship and his wide business experi- 
ence make him especially well qualified 
to head an organization of widespread 
interests such as Remington. He has 
surrounded himself with specialists of 
long training in the various branches 
of sales and manufacturing in which 
Remington engages. Guided by his 
forceful personality and keen business 
judgment, the company is already plan- 
ning improvements in manufacturing 
and selling. 

One of Mr. Smiley’s policies is to 
give the jobbers and users of Reming- 
ton products, both here and abroad, an 
increasingly better service through 
close supervision and contact. With 
this in mind, the sales department has 
been reorganized and divided into 
eleven districts, with headquarters at 
the strategic points in each district, in- 
suring a more comprehensive service 
to those who sell and use the com- 
pany’s products. 

He considers Remington an institu- 
tion with four separate and distinct 
lines of product—Ammunition, Sport- 





John B. Smiley 





ing Arms, Cutlery and Cash Registers 
—and each product is to have special 
and adequate attention. 

Efforts are being directed toward 
simplification and standardization of 
the ammunition line. Developments 
and improvements are being made con- 
stantly in the sporting arms line to 
keep pace with the demand. The pres- 
ent line of cutlery is to be augmented 
shortly by the addition of a butcher 
knife and shear line—giving the com- 
pany a complete and comprehensive 
cutlery line. Constant additions are 
being made in the well developed cash 
register line, giving Remington users 
a complete and comprehensive service. 

J. G. Heath has been made vice-presi- 
dent of the company, in charge of fire- 
arms, ammunition, cutlery and cash 
register sales. He will be assisted by 
Harry J. Strugnell and George Rugge. 
Both Mr. Strugnell and Mr. Rugge have 
been with the Remington Arms Com- 
pany, Inc., for a number of years and 
are well-known to the trade. 

The personnel of the reorganized 
general sales force is as follows: 
George E. Pinckney, Firearms Division. 
Roy C. Swan, Ammunition Division. 
W. G. Shelton, Cutlery Division. 

F’. W. Hanson, Cash Register Division. 


District No. 1—San Francisco 


W. R. Lord, District Sales Manager. 

D. W. King, Divisional Manager, Fire- 
arms and Ammunition. 

E. P. Stoll, Divisional Manager, Cut- 
lery. 

H. P. Reed, Divisional Manager, Cash 
Registers. 


District No. 2—Denver 


H. C. Allgood, District Sales Manager. 
D. N. Hood, Divisional Manager, Arms, 
Ammunition, Cutlery. 
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District No. 3—Minneapolis 


H. R. Patterson, District Sales Man- 
ager. 

C. W. Jackson, Divisional Manager, 
Arms and Ammunition. 

A. J. Woodland, Divisional Manager, 
Cutlery. 

C. W. Hamilton, Divisional Manager, 
Cash Registers. 


District No. 4—St. Louis 


A. D. Harman, District Sales Manager. 

J. W. Keating, Divisional Manager, 
Arms and Ammunition. 

E. V. Fisher, Divisional Manager, Cut- 
lery. 

F. H. Leach, Divisional Manager, Cash 
Registers. 


District No. 5—Dallas, Texas 


W. L. Kamps, District Sales Manager. 
J. W. Speight, Divisional Manager, 
Arms, Ammunition, Cutlery. 


District No. 6—Chicago 


Jas. L. Leen, District Sales Manager. 

C. E. Goodrich, Divisional Manager, 
Arms and Ammunition. 

L. D. Russell, Divisional Manager, Cut- 
lery. 

F. C. Wentink, Divisional 
Cash Registers. 


District No. 7—Memphis 


C. B. Wells, District Sales Manager. 

F, J. Hawkins, Divisional Manager, 
Arms and Ammunition. 

T. E. Wharton, Divisional Manager, 
Cutlery. 

H. V. Smithson, Divisional Manager, 
Cash Registers. 


District No. 8—Atlanta 


R. E. Mann, District Sales Manager. 

Lon E. Davis, Divisional Manager, 
Arms and Ammunition. 

H. S. Speck, Divisional Manager, Cut- 
lery. 

J. B. Mann, Divisional Manager, Cash 
Registers. 


District No. 9—Pittsburgh 


E. F. O’Brien, District Sales Manager. 

C. B. Cage, Divisional Manager, Arms 
and Ammunition. 

R. S. Van Nette, Divisional Manager, 
Cutlery. 


District No. 10—Philadelphia 


J. B. Wallis, District Sales Manager. 

W. T. Laslie, Divisional Manager, Arms 
and Ammunition. 

W. C. Hardison, Divisional Manager, 
Cutlery. 

E. S. Massey, Divisional Manager, Cash 
Registers. 


District No. 1l—New York 


J. F. Pryor, District Sales Manager. 

J. L. Clark, Divisional Manager, Arms 
and Ammunition. 

W. J. McGreal, Divisional Manager, 

Cash Registers. 

The above executives will be assisted 
by a field force comprised of capable 
men, many of whom have been with 
the Remington organization for years. 


Manager, 
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Albert J. Pfeiffer 
Leaves the Van Camp 
Hardware & Iron Co. 


Sales Manager of Firm’s City Depart- 
ment for Past Ten Years 
Tenders Resignation 


Albert J. Pfeiffer, who has been sales 
manager of the city department of the 
Van Camp Hardware and Iron Co., 
Indianapolis, Ind., for the past ten 
years has tendered his resignation from 
that concern, effective immediately. 

Prior to coming to Indianapolis, Mr. 
Pfeiffer was associated with his father 
in the firm of H. Pfeiffer and Son, 
wholesale hardware, Fort Wayne, Ind. 
For twelve years he traveled, calling 
on the hardware trade and became 
widely known’ throughout Indiana, 
Michigan and Ohio. 

Mr. Pfeiffer whose home address is 
at 3833 North Delaware Street, In- 
dianapolis, has announced no plans for 
his immediate future. 


Pratt & Lambert, Inc., Celebrates 
Turkey Day 


Thanksgiving Day was again cele- 
brated by Pratt & Lambert, Inc., var- 
nish manufacturer, by presenting a 
fine turkey to every employee. On 
Wednesday afternoon, Nov. 24, at the 
Buffalo, Chicago, New York, and 
Bridgeburg, Ontario plants, each mem- 
ber of the organization received a big 
bird. 

This interesting custom was estab- 
lished years ago. Each Thanksgiving 
Day is made more cheery by this ex- 
pression of good will. 


Silver Lake Company Opens 
New Subsidiary in Georgia 


The Silver Lake Company, manufac- 
turer of braided cordage since 1858, 
Newtonville, Mass., has completed the 
organization of a subsidiary firm at 
Chattahoochee, Ga. 

The new southern plant will occupy 
about 65,000 square feet of floor space 
and will manufacture such grades of 
sash cord as can be produced most 
economically in that section. 

All sales of the firm’s well estab- 
lished brands will continue to be made, 
as in the past, from the general offices 
of the Silver Lake Company, at New- 
tonville, Mass. 


New England 
gether Night” 


The “Get-together Night” of the 
New England Hardware Dealers As- 
sociation and the New England Hard- 
ware Associates was observed during 
the evening of Dec. 3. The event, as 
customary, preceded the thirty-fourth 
annual convention and exhibition of the 
association which is to be held in the 


Annual “(Get-to- 
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Mechanics’ Building, Boston, in Feb- 
ruary, 1927. 

Garfield Morgan, Lynn, Mass., spoke 
on “The Dead Line and Service,” giv- 
ing a practical talk on _ efficiency. 
Earl Weidner, Malden, Mass., presided 
at the organ. Geoffrey O’Hara, au- 
thor of the famous popular song, 
K-K-K-Katy, presented an _ unusual 
musical program. 

The entire program, which was well 


arranged, was in charge of Russell M. 


Sanders of the H. M. Sanders Co., 
Boston; and Everett W. Hinckley of 
Berry Brothers, Detroit. 


Another Paint Factory 
for Minnesota 


A new paint and varnish manufac- 
turing company is being organized at 
Duluth, Minn., under the name of the 
American Paint Co. Plans have been 
prepared for the erection of a modern 
fireproof plant 60 by 100 feet, and the 
actual construction work will start 
shortly. 

The new company is headed by Clyde 
Heimbach, at present manager of the 
McDougal-Duluth shipyard. 


Connors Hoe & Tool Company 
Appoints Bouquete-Bronson 


The hardware firm of Bouquete- 
Bronson, Inc., St. Paul, Minn., has been 
appointed southern representative in 
the States of Minnesota, Iowa, Missis- 
sippi and Wisconsin for the line of 
manufactured products made by the 
Connors Hoe and Tool Co., Columbus, 


Ohio. 


_—_ - er 


Phoenix Hardware Co. Takes on 
President Line of Mowers 


The Phoenix Hardware Co., whole- 
saler, 95-99 Howard Street, Newark, 
N. J., has been appointed exclusive 
New Jersey and Metropolitan New 
York sales agent for the entire line of 
President Lawn Mowers, manufac- 
tured by the Chadburn and Coldwell 
Manufacturing Co., Newburgh, N. Y. 
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New Officers Elected 
by Rochester Retail 
Hardware Association 


Albert D. Martin Succeeds James E. 
Shatzel as President—Asso- 
ciation Closes Busy Year 


The Rochester Hardware Associa- 
tion held its annual dinner and elec- 
tion of officers at the Powers Hotel, 
Rochester, N. Y., Dec. 1, Albert D. 
Martin being elected president of the 
organization for the coming year. 

Among the other officers of the Roch- 
ester association, elected at the meet- 
ing are John D. Ferguson, vice-presi- 
dent; William S. Henry, financial sec- 
retary; J. P. Josh, recording secretary; 
and J. E. Hammond, treasurer. 

Directors for the 1927 season will 
be chosen at the January meeting of 
the association, which has just closed 
a most satisfactory and busy year un- 
der the direction of the retiring presi- 
dent, James E. Shatzel and his several 
committees. Large attendance has 
characterized the monthly gatherings, 
an average of twenty-one merchants 
being present at each session, for the 
twelve months. 


<mpire Level to Build 


The Empire Level Manufacturing 
Co. of Milwaukee has completed plans 
for the erection of a two-story addi- 
tion to its present plant. The addi- 
tional space, which will be ready for 
occupancy in February, 1927, will 
materially increase the company’s 
office, warehouse and factory facilities. 


Al Cornell is Honored by the 


Brooklyn Hardware Ass'n. 


Al Cornell, president Metropolitan 
Hardware Association, was made a life 
member of the Brooklyn Hardware As- 
sociation and presented with a gold 
watch fob by the members at the regu- 
lar meeting held Thursday night, Dec. 
9, at the Johnston Building, Brooklyn, 
N. Y. President Harry Vogt presided. 
The presentation was made by R. J. 
Atkinson, vice-president National Re- 
tail Hardware Association. Both Mr. 
Cornell and Mr. Atkinson are past pres- 
idents of the Brooklyn association. 
John B. Foley, Syracuse, N. Y., secre- 
tary New York State Retail Hardware 
Association, was a most welcome guest, 
contributing, as usual, to the instruc- 
tive part of the meeting. Mr. Foley 
spoke of State association activities, 
and offered pointers on store fixtures 
and displays, and brought along a model 
of a store counter top. 

Some preliminary reports were made 
on the program of the coming State 
convention. 

Charles Pincus, Stanley Works, Chief 
Booster, Hardware Boosters, was pres- 
ent as a guest. He expressed the de- 
sire of all Boosters to cooperate wher- 
ever possible with the retail organiza- 
tions. 
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as he burst into the office. 
“So’s your old man,” 
“Get to work.’ 


“I’m a father!” cried young Jones 


replied the boss. 


a» /, 





Ww 








Pat Neff was standing on the station 
platform of a small Texas town wait- 
ing for a train one hot summer day 
when an old Panhandler came up. 

‘Waitin’ for the train?” he asked. 


“Yes,” said Neff. “Late, isn’t it?” 

The old man shielded his eyes with 
his free hand and took a long look up 
the track, which extended in a straight 
line to the horizon. 

“T reckon it is a bit late,” he drawled, 
looking at his great soda-cracker of a 
watch. “It’s due in an hour—an’ I 
don’t see it nowhere!” 





Molly came home from her first visit 
to Sunday School carrying a small 
bag of chocolates. 

“Why, Molly, where did you get the 
chocolates?” asked her mother. 

Molly looked up in surprise. “I 
bought them with the nickel you gave 
me,” she said. “The minister met me 
at the door and got me in for nothing.” 
—Union Ou Bulletin. 





Auditor: “Yes, we have two or 
three positions open. Do you know 
anything about figures?” 

Applicant: “Do I? I was a life- 
saver at Sylvan Beach for two years!” 


ee 


A jitney car operated by a woman 
between Joliet and Aurora broke down 
the other day. She halted a passing 
roadster and inquired: 

“Do you know anything about this 
car?” 

“Only a lot of bum jokes,” ” he re- 
plied, and drove dn. 





A thoroughly married darky was one 
day approached by an insurance agent. 

“Better let me write you a policy,” 
suggested the agent. 

“No, sah, ah ain’t any too safe at 
home as it is.” 


Father: I see you are at the foot of 
the spelling class again. 

Son: Yes, sir. 

Father: How come this time? 

Son: I put too many 2z’s in scissors. 


“No, daddy, I won’t need any clothes 
this winter.” 

Father: “Ye gods! I was afraid it 
would come to that!”—Life. 


oe 


Macdonald—“And how’s the world 
been treating you lately?” 

Macdougall—“Verra_ seldom, 
verra seldom.” 


Mac; 





Traffic Cop—“What’s your name?” 

Truck Driver—‘“It’s on th’ side of 
me wagon.” 

Cop (trying to read name)—‘“It’s 
obliterated.” 


Driver)—“Yer a liar—it’s O’Brien.” 


CER 


“The new patient in Ward B is very 
good-looking,” said the nurse. 

“Yes,” agreed the matron, “but don’t 
wash his face. He’s had that done by 
four nurses this morning.” 


_— or 


“This is how it happened, Judge. I 
saw that hand come out and signal a 
left turn. I started to turn to the 
right. Then I looked at the hand 
again and saw a dinner ring and a 
bracelet. So I figured I’d better go 
through the department store win- 
dow. . . 

“Discharged.” 





Caddie Master (to new recruit): 
“Now, then, young feller, hop to it, 
and don’t stand aroun’ lookin’ dumb 
like as if you was a member of the 
club.” 









MZ. 





A Scotchman thought that the best 
method of saving money for Christmas 
was to put a penny in a money-box 
every time he kissed his wife. 

This he did regularly until the holi- 
day period came around. Then he 
opened the box, and out came not only 
pennies, but sixpences, shillings and 
half-crowns, 

The man was amazed, and asked his 
wife how she accounted for it. 

“Weel, Jock,” she replied, “it’s no 
ivery mon that’s as stingy as you are!” 





Mother: “If you wanted to go fish- 
ing, why didn’t you come and ask me 
first?” 

Johnny: “Because I wanted to go 
fishing.”—Chicago Tribune. 





Teacher: “I have went. That’s 
wrong, isn’t it?” 

Wee Will: “Yes ma’am.’ 

Teacher: “Why is it Silane 

Wee Will: “Because you ain’t went 
yet.” 

“Black Boy, whut yo’ all runnin’ 
fo’?” , 


“l’se gwine to stop a fight.” 
“Who all’s fightin’?” 
“Jes me an’ anothah niggah.” 





Busy Boss to Stenog.: “Take the 
phone message—I’ll get it from you 
later.” 

Stenog.: (demurely) “No thanks! 
Your little girl wants to kiss you over 
the wire.” 


lst Salesman: “Where did you get 
that terrible black eye?” 

2nd Salesman: “Humph, that’s a 
birth mark.” 


Ist Salesman: “That? A _ birth 
mark?” 
2nd Salesman: “That’s right, I 


tried to get into the wrong berth.” 
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National Capital an Active Place with 
Congress Now in Session 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


are buzzing, conventions of all sorts are meeting and there are words, 


WY motaniegon is itself again! Congress is in session, political bees 


words, words—and more words. 
As a matter of fact one of the greatest sports, both indoor and 


Congress. 


Not all of them come from 


outdoor, among newspaper men who cover Congress and conventions, is to 
bet which can inspire the more words, both in quantity and quality. To date 
the bet remains undecided. The view seems to be among veteran corre- 


spondents that the difference is in the kind and not the degree. 


And they 


hold that, after all, the human tongue was partly meant for the use of words, 


badly disciplined as the tongue often is. 


But the blame is with the mind 


which merely uses the tongue to make known its knowledge or lack of 
knowledge. The two-cylinder mind is quickly distinguished from the eight- 
cylinder mind. The foggy mind from the clear, intelligently inquiring mind. 
If memory serves rightly, it was Lord Bacon who uttered a gem when he 
said: “Prudent interrogation is half of knowledge.” 


To the business man the point of prin- | 


cipal interest about the Congress now in 
session is that it is not lined up for any 
anti-business legislation. There are some 
quaint ideas among some of the members 
on agricultural economics, but after being 
freed from their political bosoms and al- 
lowed to gyrate freely in the great di- 
mensions of space they will be harmless. 
The President mapped out a rather long 
program of proposed legislation, but it is 
doubtful if much of it will be enacted at 
the present short session. Appropriation 
bills will undoubtedly take up most ot 
the legislation. Perhaps because this is 
so is the reason the President recom- 
mended that appropriations be made bienni- 
ally. His longest discussion of his terse 
message—terse despite its length and be- 
cause of the comprehensive handling of 
each of the many subjects dealt with—re- 
lated to the agricultural problem. Sut his 
proposal for tax credits aroused the most 
discussion in the business community. As 
was to be expected, it was attacked by 
Democratic leaders who ask that a much 
heavier slice be taken from the surplus 
melon in the Treasury and with no chance 
of its being restored. Actually there are 
many prominent business organizations 
which favor the Democratic program with- 
out regard to the sponsors, and not con- 
sidering the question of a political cnar- 
acter, though it is, most decidedly. The 
chances seem to be against any tax legis- 
lation at this session, but much talk 
about it. 
* * &* 

Business interests of the country were 
chided from two friendly and _ high 
sources here the past week. One was 
President Coolidge. The other was Sec- 
retary of Commerce Hoover. The Presi- 
dent said business is too indifferent to the 
American merchant marine. He made 
this point in his message to Congress, urg- 
ing that a separate head have charge of 
the shipping policy of the United States. 
Secretary Hoover, in an address before 
the American Mining Congress, said that 








business criticizes the government too 
much and is itself responsible for much 
of the tendency toward centralized gov- 
ernment by reason of its urging legisla- 
tion in which it is interested, some of 
which should not be a matter of federal 
jurisdiction, but should rest with the 
states. 
* * * 

When the President sent a lisit of nomi- 
nations to the Senate on Tuesday, Dec. 
7, it was observed that the name of Henry 
H. Glassie, Democrat, of Maryland, recess 
appointee to the Tariff Commission, was 
missing, while two other recess appointees, 
Edgar B. Brossard of Utah, and Sherman 
J. Lowell of New York, were included in 
the list. The omission was taken to be 
significant in view of strenuous objection 
made by a number of Democratic Senators, 
especially Senator Bruce of Maryland, to 
the appointment of Glassie. By some it 
is believed the President ‘will not attempt 
to have the Senate confirm Mr. Glassie. 
The report that the President thinks the 
personnel of the Commission may be re- 
duced by one, and therefore make the ap- 
pointment of Mr. Glassie unnecessary, is 
not given a great deal of weight. Senator 
Bruce thinks Mr. Glassie is too much of 
a protectionist to be a dyed-in-the-wool 


Democrat. 
* * -_ 


During October, 1926, exports of Amer- 
ican-made stoves, ranges, heating boilers, 
radiators and parts of stoves and ranges 
were valued at $559,396 as against $300,- 
047 for the same month in 1925, accord- 
ing to the Iron and Steel Division, De- 
partment of Commerce. The Division is- 
sues weekly a foreign hardware trade 
bulletin which carries a broad range of 
comprehensive and valuable information 
regarding export markets. 

* * * 
In a_ recent decision, the Supreme 


Court of the United States held to be a 
violation of the Sherman anti-trust act, 





an agreement between manufacturers of 
millwork, contractors and union carpenters 
in Chicago, by which the carpenters would 
not be asked to install non-union produced 
supplies of the character mentioned. 
Speaking through Mr. Justice McRey- 
nolds, the Supreme Court, reversing tht 
decision of the Circuit Court, said the 
agreement was made to eliminate com- 
petition with non-union mills. 
x * * 


The cityward movement does not seem 
to be so tremendous and ominous as many 
prophets would have the country believe. 
In itself it has not cut down the power of 
the farmer to purchase tools to any ap- 
preciable extent. 

Listen to the annual report of Secretary 
of Agriculture Jardine: 

“The movement of population from 
farms to cities, towns and villages in 
1925 is estimated to have totaled 2,035,000 
persons. The reverse movement to farms 
is estimated to have been around 1,135,000 
persons. There was consequently a net 
movement away from the farms of 901,- 
000 persons. Births on farms during 
1925 were estimated at 710,000 and deaths 
at 288,000, leaving a natural increase of 
422,000, which reduced to 479,000 the loss 
due to the cityward movement of popula- 
tion.” Mr. Jardine says that “a reasonable 
movement one to the other benefits society. 
It is the extent of such excess movement 
from farm to city which is disturbing.” 

* * * 

In its annual report, made public the 
latter part of last week, the Federal Trade 
Commission discloses that it has had to 
proceed slowly owing to shortage of 
funds in connection with its inquiry into 
open price associations. The particular 
work halted by lack of funds related to 
other types of associations information on 
which the Commission considers it neces- 
sary to elucidate the problems indicated in 
the Senate resolution calling for the open 
price association inquiry. An important 
feature of this inquiry is the study of the 
statistical work of open price associations, 
including statistics of prices, production, 
stocks, etc. This involves the analysis of 
the effects of open price activities upon 
prices by statistical methods, including 
comparisons with other types of trade as- 
sociations. The inquiry was begun only 
after the Attorney General submitted a 
ruling holding that the Commission had 
authority to make it. Questionnaires were 
sent by the Commission to several thou- 
sand trade associations requesting them to 
report as to the various branches of ac- 
tivity in which they were engaged and 
especially to indicate the characteristics 
of their statistical studies. These schedules 
are being used as the basis for field work 
on open price associations. 
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EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On steel cap screws, 1 inch in length, 14, inch diameter, let us 
You would find the 1 inch column and run along it until 
you were under the 331% off list discount column, which in this case would be 204—~your selling price. 
Should you on the same number have a quantity order, you could quote 40 or 50 off list by the same 


assume that you wish to sell at 3314 off list. 


method. List prices are per 100. 


STEEL CAP SCREWS 
(Flat Head—U. S. S. Thread) 
(14 Inch Diameter) 
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STEEL CAP SCREWS 
(Flat Head—U. S. S. Thread) 


(34 Inch Diameter) 

























































































































































































DISCOUNTS | | DISCOUNTS 
Rees Bie Fe : a owes Length | List |__ — — 
5) | 10 | 20 | 25 | 33%] 40 | 50 | 60 | 5 | 10 | 20 | 25 | 3314) 40 | 50 | 60 
84 270 | 257| 243 | 210| 203| 180| 162/ 135| 108° a | 375] 357 | 338| 300 | 282| 250 | 225| 188] 1 50 
1 305 | 290| 275| 244 | 229/ 204) 183 | 153 erry 1 | 415] 395| 374| 332| 312| 277| 249| 208] 166 
1% 335 | 319| 302 | 268 | 252| 224| 201 | 167 | 134 14% | 445| 423| 401| 356| 334 | 297| 267/| 223| 178 
1% 365 | 347| 329| 292| 273| 243| 219/| 188 | 146 4% | 480| 456] 432| 384] 360] 320| 288] 240| 192 
1% 380 | 361 | 342/ 304| 285| 254 | 228 | 190] 152. 1% ‘5201 494| 468] 416| 390] 347| 312| 260] 208 
2 400 | 380] 360! 320| 300! 267| 240| 2001 160° - “560 | 532] 504 | 448| 420| 373| 336| 280| 224 
214 415 | 395| 374 | 332| 312| 277| 249| 208 | 166 oy | 600| 570| 540] 480] 450| 400] 360| 300| 240, 
; 2% | 640| 608| 576] 512| 480| 427] 384| 320] 256° 
STEEL CAP SCREWS 2% | 680| 646| 612] 544| 510] 453| 408| 340| 272 
(Flat Head-—U. S. S. Thread) “3 | 720| 684| 648| 576| 540| 480] 432| 360] 288 
(5/16 Inch Diameter) omnes 
DISCOUNTS STEEL CAP SCREWS 
hengia | Let | (Flat Head—U. S. S. Thread) 
5 | 10 20 | 25 | 33% | 40 50 60 (7/16 Inch Diameter) 
34 300 | 285 | 270| 240| 225| 200! 180| 150| 120 6 — mc 
1 | 335] 319 | 302 | 268 | 252 | 224] 201 | 167 | 134 iia e MALES | a aha. 5 Ee sid 
1% 355 | 338 | 320] 284| 267| 237| 213| 178 | 142 s | 10 | 20 | 25 | 33%1 40 | 50 | 60 
1 380 | 361 | 342| 304 | 285 | 254 | 228 | 190 | 152 2 | 880] 504 477 | 424 | 308 | 353 | gis | 205 | 212 
1% 410 | 990 | 369 | 328 | 308 273 | 246° 205° 164 “1%~«| «565| 537| 509| 452] 425] 377| 339| 283| 226 
2 435 | 414 | 392] 348| 327] 290] 261 | 218| 174 1% eos | 575 | 545 | 48a | 455 | 404 | 3031 303 202 
244 465 | 442 419° 372 331 | 310] 279 | 233 | 186 “4% | 650| 618| 585 | 520° 488° “433 | 390 | 325 | 260— 
2% 495 | 471 | 436 | 396 | 372| 330| 297| 248] 198 : aon | ese | e21| so2| 617 | 400| 4141 9451 276 
234 525 | 499| 473 | 420| 393 | 350| 315 | 263 | 210° 2y% | 750| 713| 675 | 600| 563] 500| 450| 375| 300 
| , 9% | 805| 765 | 725 | 644| 6041 537] 483] 403 | 322 
Comparative Table 2% | 860| 817 | 774| 688] 645| 573| 516 | 430| 344 
of Threads to Inch ry 915| 870| 824| 732] 687| 610| 549| 458 | 366 
Potent Boe SBA Seeded. 1 HLL... and 
Diameter USS. S.A.E. 
- - - Coming—Resale Rope Chart 
\y 20 28 ; , 
ts 18 4 In an early coming issue of HARD- 
34 16 24 WARE AGE we will publish a resale | 
18 14 20 chart on rope, now in the process of 
Ye 13 20) preparation by Mr. Godschalk. 
th 12 18 
es 11 18 
34 10 up 
Copurighted, 1926, by HARDWARE AGB, 
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General Market News 





December Business Very Satisfactory 
in Various Hardware Markets 


Sales Show Increase Over 1925 


[) ste nara business is. very satisfactory in the important whole- 


sale hardware markets. 


Reports at press time suggest an in- 


crease of approximately 10 per cent more than the volume of 


December, 1925. 


Holiday goods play an important part in this activity, 


as both wholesalers and retailers are very busy at the present time 


selling Christmas merchandise. 


The demand for staple lines is comparatively light. 


Fairly heavy 


snow in some of the Eastern markets has stimulated a heavy demand for 
sleds and snow removing equipment, and practically all Eastern stocks 


on these lines are depleted. 


Collections generally are reported as being fair. 





Loading of Freight Totals | 


ing, this was a condition which steel 


942,792 Cars 


Loading of revenue freight for the 
week ended on Nov. 27 totaled 942,792 
cars, the car service division of the 
American Railway Association § an- 
nounced today. 

This was an increase of 19,586 cars 
over the corresponding week last year 
and 63,681 cars over the same week in 
1924. 

Due to the usual seasonal decline in 
traffic that takes place at this time of 
the year and also to the observance of 
the Thanksgiving holiday, the total for 
the week of Nov. 27 was a decrease of 
136,020 cars under the preceding week. 

Coal loading for the week of Nov. 27 
totaled 227,936 cars, an increase of 55,- 
697 cars over the same week last year 
and 55,321 cars above the correspond- 
ing week in 1924. 


Pittsburgh Steel Survey 


Indicates Prosperous Year 


A prosperous year in 1926 is indi- 
cated in a survey of steel companies in 
the Pittsburgh territory. Though busi- 
ness at this time is declining, the most 
encouraging feature is the way in 
which prices are being sustained in 
view of weakened demand. In the semi- 
finished steel market, where makers 
have made aé_ special effort to keep 
prices in line, this is especially true. 

The fourth quarter is one of declin- 
ing activity on past history of the steel 
trade. November production and ship- 
ments were less than in October, while 
December promises to be below Novem- 
ber, judging from the way releases and 
new business are now coming forward. 


|ing in the East. 








However, with the year-end approach- 


producers: anticipated . 

Another encouraging factor this year 
was the way in which business was sus- 
tained during summer months at a rate 
in excess of earlier expectations of 
leaders in the industry. 

Demand on finished steel has been a 
bit irregular. Bars and railroad re- 
quirements have been active here with 
good tonnage moving, and building 
construction is holding its own. Wire 
has been sluggish and pipe steady on 
small lot order basis. 

Coke production has been down 
slightly and pig iron -has been declin- 
Coal has been easier, 
thanks to relief brought to Atlantic 
ports through the Baltimore & Ohio 
and Pennsylvania Railroad embargoes, 
although the volume of orders on hand 
prompts operators to hold the price 
steady. Warehouse trade is going 
through its seasonal slackening, al- 


though the dip is not of serious pro- | 


Holiday Trade Very Active in 


portions. 


eee 


Boston Hardware Prices 


Show Very Little Change 


The interest of Boston jobbers cen- 


ters in Christmas business and not in 


price changes. Manufacturers also are 
announcing few price ‘changes these 
days, being more engrossed in inven- 
tory and 1927 production plans. The 
most important change reported the 
past week was a drop of 25c. per 100 
Ib. in sheet zinc. It is reported, how- 
ever, that quotations on _ crowbars, 
heavy hammers, picks, mattocks and 
wedges are to be higher within the 
near future. 








Money and Market Situation 
Remains Unchanged 


for Month 


Underlying conditions in money and 
markets have not changed during the 
last thirty days, says the December 
bulletin, Commerce Monthly, issued by 
the National Bank of Commerce in 
New York. Business is stable and ac- 
tive and it unquestionably will continue 
so through the remainder of the year. 
Grounds as yet are equally lacking 
which might justify expectation of any 
major movement either up or down in 
the general level of commercial and in- 
dustrial activity in 1927. Readjust- 
ments are now in progress here and 
there in specific industries and locali- 
ties, slackening in some directions be- 
ing offset by gains in others. It is 
quite likely that this process will go on 
indefinitely with production and distri- 
bution in substantial volume until more 
fundamental influences than any now 
in sight begin to make themselves felt. 
Despite uncertainties here and there, a 
reasonable confidence in the continu- 
ance of good business is justified on 
the basis of conditions now prevailing. 

The peak of autumn requirements 
for funds apparently has been passed 
and money is definitely easier. It is 
probable, however, that commercial 
borrowings will not be reduced greatly 
during the next few weeks, and the 
heavy demand for currency in connec- 
tion with the Christmas trade will soon 
be making itself felt. Changes in 
money rates are therefore likely to be 
small in the immediate future unless 
absorption of funds for speculative 
purposes or their release from such 
employment should be sufficient to af- 
fect the market. 


Twin Cities Market 


Holiday trade is engaging the full 
attention of all the dealers in the 
Northwest tributary to the Twin Cities. 
Stocks have been shaped to that end, 
and the final rush is upon us. 

Business in this section of the coun- 
try, while not what the dealers and job- 
bers had hoped for, will make a fair 
showing. Few claim to be exceeding 
last year’s totals, and the average will 
just about equal them. 

Dealers are preparing for inventory 
time, which follows hard on the heels 
of the Christmas rush. 

Sports goods and snow tools are sell- 
ing well. 
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Snow Storm Stimulated Sales of 


Sleds, Snow Goods in N. Y.—Stocks 
Depleted—Holiday Goods Active 


HE recent snow storm which blanketed the Metropolitan area 
ten days ago, stimulated the sale of snow goods in the New York 


wholesale hardware market. 


weatherstrip and furnace goods have been unusually -active. 


Sleds, snow removing equipment, 


Stocks 


on sleds and snow goods are depleted, and a strong demand continues. 
Local jobbers say that current business runs about 10 to 12 per cent 
above the volume for December, 1925. Holiday goods are moving brisk- 


ly with both retailers and wholesalers. 


From now on the rush will be 


heavy according to the signs and observations of local factors who 


cater to Christmas shoppers. 


Staple lines are receiving moderate attention. 


good. 


N. Y. Demand Very Good for 
Weatherstrip 


Weatherstrip continues to be a very 
active line in the local hardware mar- 
ket. Prices are unchanged, and figures 
given here are representative of local 
offerings. 

JOBBERS’ QUOTATIONS ro RE.- 

TAILERS, F.0.B. NEW YOR 


Wirf’s weatherstrip, 500 ft. on reel, 
maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 

Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft. 

Economy metal weatherstrip, 36 in. 
x 36 in. x 36 in. for windows, $27.36 


per case and $1.14 per carton. Same 
42 in. x 42 in. x 42 in., $31.68 per 
case and $1.32 per carton. : Each car- 


ton contains sufficient equipment for 
one window. A case contains 24 car- 


tons. 
Same for doors, 36 in. x 84 in., 


$28.30 oer case and $1.20 per carton. 
Same, 42 in. x 84 in., $30.96 per case 
and $1 29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons. 


Furnace Scoops Active; 
Prices Continue Firm 


An active demand for furnace 
scoops is reported throughout this sec- 
tion. Prices continue firm, and are not 
expected to change. Local stocks are 
apparently ample. 


JOBBERS’ re auat ce bb RE.- 
TAILERS, F.O.B. YOR 


Furnace scoops, ri on ‘eats 
leable D handle, $5 per doz.; riveted 
with wood D handle, $9.50 per doz. 


* 


Snow Goods Very Active; 
Shovel Stocks Light 


The fairly heavy snowstorm which 
started ten days ago, created a very 
heavy demand for all classes of snow 
removing equipment. This was the 
first snow for the metropolitan area, 
and wholesale stocks were pretty well 
depleted in two or three days. In the 
city, downtown streets are entirely 
cleared of snow. Above Union Square, 
there is still plenty of snow to be re- 
moved, which suggests that the snow 
goods business will continue brisk for 
some time. 








Collections are fairly 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Snow shovels, long handle steel, $4 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.; 
Menzie, $9.60 doz. Snow pushers, 1s 
_ 8344c. each net; 24 in., $1 each 
net. 





Garage Sets Sales Good; 
New York Stocks Ample 


A good demand continues for garage 
sets at prices about the same. Quota- 
tions given here are representative of 
local offerings. New York stocks are 
ample, 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK 

Garage sets, $2.25 per set 
12 or more, $2.10 per set; 
72 or more, $2 per set. 

Garage door holders, $1.65 per pair; 
in pane of six or more pairs, $1.50 per 
pair. 


: in lots of 
in lots of 





Stove Pipe and Sundries 


Very Active in N. Y. 


Stove pipe, elbows, collars and re- 
lated sundries continue very active in 
the New York market. Prices are firm 
and not expected to change. Local 
stocks are satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. ge YORK: 

Stove Dine, : in., %c.; 4% in., 
15¢.; 5 in., Sy a 18¢., and 6 
in., '21ce. per saci. 

Stove pipe elbows, 4 in., $1.50; 4% 
in., $1.68; 5 in., $1.80; 5% in., $1. 98 
and 6 in., $2.22—all per doz. 

~<a pipe collars, 4% in., 45c. to 
oes 5 in., 50c.; n., 55c. to 60c.; 

in., 60c. to 63c. and 7 in., 75c. to 
i 15—all per doz. 

Stove pipe dampers, 4% in., $1.20 


5 in., $1.25; 5% in., $1.32; 6 in., 
to $1.44; 7 in., $2.15 and 8 in., 
all per doz. 


$3. 60- - 





Dry Cell Advance Predicted 


for January First 


Dry cell batteries are now quoted 
at 30 cents within the metropolitan dis- 
trict and 32 cents outside. Local job- 
bers predict a further advance some 
time after Jan. 1 
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N. Y. Sled Stocks Light; 


Demand Continues Heavy 


As in the case of snow goods, the two 
days’ snowstorm in the metropolitan 
territory depleted the local wholesale 
stocks of sleds. The demand continues 
to be very heavy, and some numbers 
are not available at press time. No 
price changes are expected. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Sleds, Flexible Flyers, No. 1, $2.50; 
ae 2, ‘$3. 17; No. 3, $4; No. 4, $4.33; 

No. 56, $5.83. Junior Racer, $3.50. 
Racer, $4.33. Prices are each. 

Fire Fly, No. 9, $1.14; we. 10, $1.37; 
No. 11, $1.71; No. 12, $1.90. Racer, $2. 
Prices are each. 


Christmas Tree Stands 


Sell Actively in N. Y. 


Christmas tree stands are very ac- 
tive in the New York market. 

Some local distributors say this is a 
banner year for this item. Local stocks 
are probably adequate, and there is 
little reason to believe there will be any 
price change. 


JOBBERS’ Aap he ge TO RE. 
TAILERS, F.O.B. NEW YORK 

Christmas tree stands, Gem, $4 per 
doz.; Crown, 2 in., $7.50 per doz. and 
3 in., $12.50 per doz, 





Tree Light Outfits Active 


in Metropolitan Area 


Christmas tree lighting outfits con- 
tinue to sell very actively in the 
New York wholesale hardware market. 
Prices throughout the city are fairly 
uniform, and stocks apparently ade- 
quate for local requirements. The con- 
sumer demand for tree lighting outfits 
is becoming very active, and will con- 
tinue so until after the holidays in all 
probability. Prices are not expected to 
change. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 

No. 83, 8 Light Mazda, Flush Ex- 

tender, Twisted Lead, $1.35: No. 84, 

s Light Mazda, Flush Extender, 

Parallel Lead, $1.45; No. 842, 8 Light 

Mazda, Flush Extender, Par. Lead, 

New Type, $1.30; No. 85F, 8 Light 

Carbon, Flush Extender Par. Lead, 

$1.10; No. 85,8 Light Carbon, Flush 

Extender, Twisted Lead, $1.00; No. 

87F, 8 Light Pine Cone, Flush Ex- 

tender, Par. Lead, $1.20; No, 87, 8 

Light Pine Cone, Flush Extender, 

Twisted Lead, $1. 10; No. 118F, 

Light Fancy Carbon Jap, Flush Ex- 

tender. Twisted Lead, $1.40: No. 

108F, 8 Light Fancy Lamp, German, 

Flush Extender, Par. Lead, $1.70; 

No. 8008, 8 Light Carbon, Without 

Extension, 85c.; No. 808, 8 light Maz- 

da, Without Extension, $1.25; No. 804, 

§ Light Festoon, Less Lamps, Par. 

Lead as used with No. 84, 95c.; No. 

803, 8 Light Festoon, Less Lamps, 

Twist Lead, as used in No. 83, 85c.; 

No. 809, 8 Light Festoon, Less Ex- 

tender, ‘Twisted Cord, 75c.: No. 8432, 

& Light Mazda, Flush Extender, for 

32 Volt farm Plant, $1.45; No. 8000, 

8 Light Mazda Battery Set —4 Volt, 

$1.20; No. 8006, 8 Light Mazda Bat- 

tery ‘Set—6 Volt, $1. 20, and No. 30290, 

Stge. complete, $1.75. 


Prices are per set each 


Accessories, 14 volt carbon lamps, 
all colors, $5 per 100. 120 volt car- 
bon candelabra, style H, all colors for 


use with Nos. 305-310 wreaths and 
No. 70 F outfits, $15.00 per 100, 
Mazda, C-6, 15 volt, 6 volt and 3% 
volt lamps all colors, $7.85 per 100. 
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Holiday Merchandise Very Active in Chicago 
—Staple Items Somewhat Slow 


(Chicago office of HARDWARE AGB) 


HE attention of the hardware trade is centered on holiday 


ray 
merchandise and sales and 


consequently the movement of 


staple lines has slowed down considerably. The Christmas 
business has gotten under way much earlier than usual this year 
and jobbers’ stock of this class of merchandise is already rather 


depleted and manufacturers are 


beginning to report shortages. 


Toys, sporting goods and electrical appliances are in especially 


heavy demand. 


While this holiday business is reaching its peak however there is 
the usual pre-inventory slump in the buying of staples and dealers 
are holding their stocks down to a minimum. Prices are holding 


rather firm, the only variations to 


be reported this week are an ad- 


vance of four cents per gallon on turpentine and a one cent drop on 


linseed oil. 


While there has been a slight easing off in the steel industry in 
the Chicago area until operations are now running at about 80 per 
cent capacity, there is enough call for finished steel to hold the 
output at that level until well into January when an increase may 


normally be expected. 


“Money conditions remain firm with the banks in the agricultural 


districts well supplied with funds. 
AUTOMOBILE ACCESSORIES—In | | 


spite of the inclement weather, sales | 


are holding up remarkably well. Prices 
are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Spark Piugs.—Splitdorf, for Fords, 
50c. each, regular 58c. each; Cham- 

ion 45c. each; Champion Blue 

ox line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. eac 

om Light. — Appleton, No. 3280, 

Chains.—Non-skid, dozen pair lots, 
53 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% 
$1.85. 

Tires and Tubes.—30 x 3%, oversize 
cord tires, $8.75 each; regular cord, 
$6.60 each; gray inner tubes, 30x 3%, 
$1.50 each: red inner tubes, 30 x 3%, 
$1.75 each. 


AXES—The demands are seasonably 
good with prices holding firm. 


We quote from jobbers’ 
f.o.b. Chicago: First 
bitted unhandled axes, 
dozen base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same a “—— bitted, $13 
dozen base; gle bitted handled 
axes, $15.50 to $24 per dozen, accord- 
ing to quality and grade of handle; 
special unguaranteed handled axes, 
$12 per dozen base. 


BOLTS AND NUTS—Prices remain 
unchanged, although they are showing 
considerable strength. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-55 per cent discount; ‘small 
carriage bolts, rolled thread, 50-5 per 
cent discount: machine bolts, cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
lag screws, 


in. cylinder, 


stocks, 


75-5 per cent discount; 
60 per cent discount. 


BUILDERS’ HARDWARE—Prices, af- 
ter last week’s additional drop, remain 
unchanged. Sales are good. 














We quote from jobbers’ stocks, 
f.o.b. Chicago: 3%x3% steel butts 
old copper and dull brass finish, $1. 86 
per dozen pair; 4x4 steel butts = 
copper and dull brass finish, $2.5 
dozen pair; heavy steel bevel inside 
sets, $5.50 per dozen sets; steel bit- 
keyed front door sets, $1. 50 per set; 
wrought brass bit- keyed front door 
sets, $3 per set; cylinder front door 
sets, $7 per set. 


CHAINS—There is an advance of 20 
per cent on heel chains following the 
manufacturers advance last week. Sales 


are very good. 
We = es obbers’ stocks, 
f.o.b. % inch roof coil 
chains, 73. 60° oer 100 Ib. enso Bull 


Dog and Brown on om 50-10 per 
cent discount. No. electric 
welded cow ties, $2.75 pete ozen. 


COPPER RIVETS AND BURRS— 
There is a good normal demand and 
prices are holding firm. 


We uote from jobbers’ stocks, 
f.o.b. *‘hicago: Copper rivets and 
burrs, 40-2% per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE—The demand for appli- 
ances and radio supplies is very good. 
— are firm. 


=. from jobbers’ stocks, 
cake 

Electrical “Merchandise. — No. 14 
rubber covered wire, $6.85 per 1000 
ft.: in 1000 ft. lots, $6.35. No. 18 
lamp cords, $14. ry og 1000 ft.; in 1000 
ft. lots, $13. 65; brush brass key 
sockets, 15 ie. Ht two-way plugs, 
45c. each: in lots of 10, 40c. each; 
two-plece attachment plugs 12c. 
each; dry cells, boxes of 50, 32c. 
each; less than case lots, 36c. each. 

Radio Supplies. a 'B batteries, 


No. 766, $1.40 each; No. 767, $2.62 
each; 0. 770, $3.83 each: No 772, 
$3.62 each; No. 486, $3.85 each. 


Battery ‘Chargers.—Apco_ line, lots 


of less than 10, $13.50 eac 


Loud Speakers.—Western Electric 
No. 622 W, $2. 50 list. Discount, 30 
per cent. 


FILES — Prices are unchanged and 
there is a good steady demand. 





We uote from jobbers’ stocks, 
f.o.b. icago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 


40-10-5 per cent off list. 
GALVANIZED WARE — Galvanized 


ware with other staple items is less ac- 


tive, due to the holiday trade. Prices 
are est ort 
uote from jobbers’ stocks, 
tab Chicago: Standard galvanized 
after-made tubs, . a $6; No. 2, 
$6.85; No. 8; ven 
after-made pal 8, $212" 42 , $ : 
14 qt., $2.60. One. ae ig “ “éalvan: 
ized oil cans gal - 
doz.; 3 gal., $6 5. zal, $6. 5 my 


1 bu. a leon Rockaie. $6.20 ) rem 
No. 26% aa, baled galvanized meas - 


ures, $4.50 doz. 

GARDEN HOSE AND LAWN 
SPRINKLERS—tThere is a satisfactory 
volume of orders for spring delivery 
and prices are unchanged. 


We quote from jobbers’ stocks 


f.o.b. Chicago: Garden hose, good 
bey moses hose, a Be lle. per 
x 12c. e i. 13c. per 
ft.; ? bo g00 quality, wrapped, ly 
in., 9c. per ft.; 4y, in., llc. per ft. 


Lawn s oo Rain King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY—The demand is 
good and complete stocks of the job- 
bers permit the prompt filling of or- 
ders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket, per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single stren th 
A, all other brackets, 81 — cent dis- 
count; double strength A, all sizes, 
82 per cent discount. Single strength 
B up to 25 m, 87 per cent discount; 
34 to 40 in., 85 e cent and balance 
84 per cent; double strength B u 
54 in., 86 per cent discount; balance 
84 per cent. Putty, pure 

3.40 per 100 


Ree 100 Ilb.; commercial, 
HANDLED HAMMERS AND HATCH- 
ETS—There is a good steady demand 
and prices are firm. 


isi gps 


ee from jobbers’ stocks, 
Py icago: First quality 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz. mach nists’ 
hammers, first ‘quality, $9.20 dozen; 
rece -_ 16 oz. nail ham- 
mers, 


HATCHETS— 


uote from jobbers’ stocks, 
ion Chicago: First wry é hatch- 
ets, No. 2 shingling, $1 oz.: first 
ry 4 hatchets, O. 2 broad, $16.40 





medium quality hatchets, No. 2 
shini ling, $8 doz; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL—Prices 
are unchanged and the demand is hold- 
ing UP very well. 


uote from jobbers’ 
Pm Chicago: 


stocks, 


Ha For Handies. — Straight- 
chucked and bored, best grade, 4% 
ft., $4.95 doz.; 5 ft., $6 doz.; XX, 4% 
ft., $4.95 doz.; 5 ft., $5.30 doz.; X, 4% 
ft., $2.65 doz.;: 5 ft., $3.10 

Hay Fork Handies.—Bent- chucked 
and bored, best ne with strap, 
ferrule and cap, 4 $8.25 dozen; 


5 ft., $9.35 doz.; X vent, with strap, 


ferrule and cap, 4 ft., $6 rae 4% ft., 
$6.25 doz.; X bent, 4% 4.85 
doz.; 5 ft., $6.25 doz.; X + i, ‘4% ft., 
$3.25 doz.; 5 ft., 3.75 doz. 

Manure Fork andies.—Bent, best 
grade, 4 ft., $5.25 doz.; 4% ft., $5.60 
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ea? XX bent, 4 ft., $4.55 doz.; 4% 


, $4.80 doz.; bent, ft., $2.85 doz.; 
ft., $3.25 do 
arden Hoe Ha ick Sta 


on 
i 
a 
— 
Qa 
i) 


, 51 ft. .55 doz. 
Handles.—Regular pattern, 
XX, 4% ft., $6.50 doz.;: X, 4% ft., 
$4. 30 doz.; D handle, best grade, $8.75 
doz.; X grade, $6.60 doz. 

Spade Handies.— D handles, best 
grade, $8.60 doz. 


HANDLES, TOOL—tThere is a season- 


ably active demand and prices are firm. 


We quote from jobbers’ stocks, 
f.0.0. Chicago 

Axe = 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 


hickory, $5 doz.; finest selected sec- 
ond owth hickory, $6.50 doz 
ee chet and Hammer Handies.— 
90c. doz.; ‘ finest second growth 
Sanleater $1.80 doz. 


HINGES—Prices are unchanged after 
last week’s drop. 


We quote from jobbers’ stocks: 
f.o.b. Chi Ber 14 strap hinges 
in bundles, 90c.; 5 in., ; 
in., $1.12; 8 § - "31. 90; 10 in., "$3. 87 per 
dozen pairs: extra heavy = ‘hinges, in 
bundles, 4 in., $1.28; 5 in., $1.32; 6 in., 
$1.40; 8 in., $2.30; 10 in., $3. 30 per doz. 


ICE CREAM FREEZERS—Orders for 
spring delivery are being placed in fair 
aie 


ae! from jobbers’ stocks, 
Ps White Mountain 1 
gt. $4.80 list: ‘2 qat., $5.60 list; 3 ‘at., 

45 list; 4 at., 8.25 list; 6 at.. 
, $13.40 list; 10 at., 
$21.50 list: 15 aqat., 
’ $33. 20 list; 25 aqt., 
42.60 list; Arct + 1 qt., $4 list; 2 qt., 
4.60 list; 3 qt., $5.45 list 4 $14; $6. 80 
list; 6 at., $8. 60 list; 8 if 10 list. 
All the above less 50 per yo dis- 


count. Alaska, 1 qt., $2.95 list; 2 at., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
pe 6 qt list; 8 qt., $8.20 list 


10 at., $10.75 list: 12 qt. $14 list: 16 

ay oat - nat: $21. 0 list. 
Sie of 10 per cent on all 
pe ne A. y #4 2 at., galv., $8 
doz.; 2 qt., enamel, 0 per doz.: 4 
qt., enamel, $18 per doz. Above prices 
are net. 


ICE SKATES—The especially heavy 
demand is likely to cause some short- 
age rn gpm stock. 


by uote rom jobbers’ frocks. 
f.o. _ Chicago: Clamp, Rocker, 
Men’s and +h right finish, 75c. 
pair. Half Key Clamps, Rocker, 


Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half mf Clamp, Hockey, 
Women’s and Girls’, $1.40 pair; Tu- 
bular Skates, Men’s or omen’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS—There is a fair demand 
and prices are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; B nd $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS—Sales are good as the 
season reaches its peak. 


We quote from _ jobbers’ 
f.o.b. Chicago: em No. 
qt., $8 each; No. 31, 6 , $8.65 aah 
No. 35, 8 qt., $9.50 cask 

N AILS—There is a satisfactory volume 
of business for this season of the year. 
Prices are unchanged. 

We quote from jobbers’ 

f.o.b. Chicago: 


Common wire and cement-coated 
nails, $3.05 per keg base. 


OIL STOVES—Sales for spring deliv- 
ery are still very light. 


* 
“= 


stocks, 


PERFECTION— 
ek ee ae MN, 56. 5 acoe cde deees $17.50 
nh ee Oe rn. cn dcenebeeeeet 22.50 
SS So 9 ere 28.50 
eR eae 39.50 


Perfection dealers’ discount, 30 
per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
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PURITAN (Improved Model)— 


Puritan discounts same as Perfec- 


tion. 


NESCO— 


No. 211 1 burner 
See Se ae EE oS we orc ce voces 17.35 
Te RR ee 22.00 
BUG, BhS 4 DERMOT ccccccccccccse Bae 
a TTT ee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

With vitreous enameled stove tops 
and 6 splash backs: 


ee $35.50 
BUG. BOG © DERMOTB i. cc ccccccccces 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 


Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
No. 211 1 burner plain door.. .$2.50 


No. 211G 1 burner glass door... 2.70 
No. 121G : burner glass door... 4.90 
No. rt burners glass door.. 6.00 


Dealers discount, 10 or more, "30 
and 5 per cent; less than 10, 30 per 
cent. 


PURITAN— 


No. 42G 2 burners glass door...$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 51 burner glass door..... 2.15 
No. 010 1 burner solid door..... 2.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
‘No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 
Dealers’ discount, 30 and 5 per 
cent. 


Water Heaters 
MarGaatiom. TO. Gas. ciccccceccécs $40.00 


Perfection No. 421 ....cccccces 80.00 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. each, 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 


Discounts same as on oil cook 
stoves, ovens and heaters. 
500 Ib. lots less 10 per cent; 50 Ib. 
NESCO PERFECT OIL HEATERS— 
No NS es chi une vedanes $5.50 
No 2 ine os Sh bc eninse wee 6.75 
No an dc ow e6.06 06000 7.00 
i ie we ended e die 8.50 
tt} in <eeresiayvedenonens 8.25 
ih see ceeecede Cab ee 9.75 
No. 0190 each ...... ree re 10.50 
i i en i. «Nese ee he we ae ¢ 12.00 
RE ee 7.50 
Se a nbs ccm s 60eeee a 9.00 
SE ae eae 8.75 
Se an an és an bh obsan 10.25 
0191 parce J et ivasewebbeted 11.00 
I ia whine san eee’ we 12.50 


Discoults 7 quantities less than 
10, 30 per cent. 

Discounts in quantities 10 or more, 
30 and 5 per cent. 


PAINTS AND OILS—tLinseed oil takes 
a slight drop while turpentine advances 
4 cents. 
We quote from jobbers’ 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5 barrel lots, 89c. per gal. 
Linseed Oil.—Boiled barre! lots, 95c. 
per gal.; 5 barrel lots, 92c. per gal. 
Turpentine.—Drum lots, 99c. 


Denatured Alcohol. — Barrel lots, 
42c. per gal.; steel drums extra, $6 
returnable. 


White Lead.—500-Ib. lots, $13.73 per 


stocks, 


100 lb., net: 100-lb. lots, $14: 50-Ib. 
lots, $7. 25; 25-Ib. lots, $3.65; 1214-lb. 
lots, $1.85. 


Shellac.—(41%4-lb. cuts), Ligon $2.60 
per gal.; orange, $2.30 per gal. 








AT 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 lb. 
mo” Paste.—Barrel lots, 


ROPE—Sales are showing a seasonal 
dropping off. Prices, however, are 
holding very firm. 


We quote 
f.o.b. Chicago: 

No. 1 manila, standard brands, 
22%c. to 25 ac. ver Ib.; No. 2 manila, 
24 igc. per lb.; No. 1 sisal, 15%c. to 
17c. per Ib; No. 2 sisal, l4c. to l6c. 


SASH CORD—There is a fair demand 
at the present low prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.40 per doz. hanks; No. 8, $8.45 doz. 
hanks. 


SASH PULLEYS—Sales are rather in- 
active and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
= No. 105, 46c. doz. : barrels, 42c. 
OZ. 


SCREWS—tThe demand is active. Job- 
bers’ prices are expected soon to reflect 
the recent manufacturers’ advance of 
nearly 12 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 77%-20-10-10 per cent new 
list; round head blued, 75-20-10-10 
per cent new list: flat’ head brass 
ts 20-10-10 per cent new list; round 
head brass, 7214-20-10-10 per cent 
new list. 


SOLDER AND BABBITT — Sales are 
normal at prices remaining at the re- 
cent very high basis. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $46 per 100 Ib.; medium 45-55 
solder, $45 per 100 Ib.; 


7%c. per 


from jobbers’ stocks, 


solder, $44 per 100 Ib. ; high speed 
babbitt metal, $20 per 100 lb.; stand- 
$14 per 100 


= No. 4 babbitt metal, 


TRAPS—The demand is seasonably ac- 
vane: 


— from jobbers’ stocks, 
PP <5 Chicago: Victor, No. 0, $1.10 


doz. ; + i, 1.38 doz.; No. 1%, $2.44 
doz. ; 3.386 doz.; Oneida Jump, 
No. 1, Nei. i doz.; No. 1%, $2.81 doz.; 


No. 2. $4.39 doz.: Gibbs Two. trigger 
$5 doz.; Gibbs Single do No. 1, 
$1.88 doz.; Na 2, $ 


WIRE’ PRODUCTS —No early price 
changes seen in prospect. Sales are 
ae for this season of the year. 


ae from jobbers’ stocks, 
P. - Chicago: Wire staples, No. X 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized.plain wire, $3.50 per 
100 lb.; catch weight spool galvan- 
ized cattle or hog wire, $3.75 per 100 
lb.; 80-rod spool of galvanized hog 
wire, $3.25 per Pag 7) Polished fence 
staples, $3.50 100 lb... Wire cloth, 
black, 12-mes ors 1. 65 per 100 - st. ° 
alvanized, 12-mesh, $1.95 per 100 

t.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, %-5 per cent 
discount; galvanized after made, 
52%4-5 per cent discount. 


WRENCHES — Prices remain un- 
changed and the demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 


60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’, wrenches, 50-10 per cent 


discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches.— Radio and 
electrical set, in metal cases, $2.75; 
No. 101 Master Service Set, 5 
No. 202 Heavy Duty Set, 
404 Flexible Socket Set, $7.50: No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 900 Square Socket Set, 
$3.70: No. 1878 Giant “‘Snap-on,’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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HARDWARE AGE 


December 16, 1926 


Holiday Merchandise Is Active in 


Cleveland District—Prices Firm 


(Cleveland office of HARDWARE AGE) 


ALES of holiday merchandise are heavy. Stocks in practically 
all lines are ample and jobbers are able to make good ship- 


ments. 
goods. 


Retailers are starting to do a good business in holiday 
Outside of holiday business as a whole is good. While 


buying is to a large extent of a hand-to-mouth character, jobbers are 
booking lots of small orders which in the aggregate make a good to- 


tal. 


Some of the seasonal lines such as sleds and skates, which were 
dragging early in the season, have now become very active. 


Orders 


for seasonal merchandise for spring shipment have dropped off 
and not much activity is looked for in these until after the holiday 
trade is out of the way and inventories are taken. 


Generally the market is firm with very few price changes. 


An 


advance of about 10 per cent has been made on asphalt roofing. 


Galvanized sheets are lower. 


The trade does not look for many 
changes in prices at the start of the new year. 


While collections 


are fair, they are not as good as they were at this time a year ago. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Jobbers are booking a mod- 
erate volume of business in tires and 
tubes for spring deliveries, but current 
orders are light. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15; heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9.15: 29 x 
4.40, .65; 30 x 5.25, $15.95; 32 x 6, 
heavy duty, $22.50; 32 x 6.20, avy 
duty, $26.75; tan tubes, 30 . 
$1.70; 32 x 4, $2.60; 34 = 4%. 
balloon tire tubes, gray, 27 .40, 
$1.90; 20 x 4.40, $2.95; 30 x 5.25, $2.70; 
32 x 6, $3.20: 32 x 6.20, $3.70. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, 3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes: 
50c. each for over 100. 


AXES.—The demand is about normal 


for this season of the year. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
dozen; double bitted, handled, $24.50 
per dozen; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Radio batteries  con- 
tinue in heavy demand and jobbers 
have fair stocks. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
— packages and $1.40 for small 


Everyready B batteries, No. 486, 
$3.58 each for unit packages and $3.85 
each for smaller lots. 

No. 6 ignition type dry cell batter- 


ies, 32c. each. 
BOLTS AND NUTS.—Manufacturers 


have reaffirmed present discounts for 
the first quarter and prices are firm. 
With the approach of inventory time 
sales have declined. 
Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 


cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 








$3.90 off 
5 per cent 


off list; hot pressed nuts, 
list; small rivets, 65 and 
off list. 


CORRUGATED ROOFING.—This item 
is not active as is usual at this season 
of the year. 


Cleveland jobbers quote No. 28 
gage corrugated roofing at $4 per 
square, f.o.b. Pittsburgh. 


DENATURED ALCOHOL.—Sales are 
not heavy, as the weather is not cold 
enough to stimulate the demand. 


Cleveland jobbers quote denatured 
alcohol in drum lots at 42 cents per 
gal. 

GALVANIZED WARE.—Sales are fair 
and prices are firm. 


Jobbers quote f.o.b. Cleveland: 
Sprinkling cans, 4 aqt., $5.90 per 
doz.; 6 qt., $6.65 per doz.; 8 qt., $8 
per doz.; 10 qt., $8.75 per doz. : 12 at., 
$12.50 per doz.: 16 qt., $13 per doz.; 
galvanized pails, 10 qt., $2.60 per doz.; 
12 qt., $2.80 per doz.: 14 qt., $3.15 per 
-; 16 qt., $3.80 per doz. 


GARDEN HOSE.—Early buying is 
about over and orders for spring ship- 
ment at present are scarce. 


Cleveland jobbers quote standlard 
5-in., double braid molded hose at 
93%4c. per ft.; the same in higher 
grade, 10%c. per ft.; standard % in., 
lic. per ft. 


GAME TRAPS.—Retailers are placing 
about the normal volume of orders for 
this time of the year. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 1’, 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump ‘traps, No. 0, $1.59 per 
doz.: No. 1, $1.83 per doz.: No. 
$2. 83 per doz.: No. 2, $4. 38 per doz. 

Gibbs traps, 2-trigger, $5 per doz.; 
single grip, No. 1, $1. - per doz.; No. 
$2, $3.35 per doz.; No. , $5.50 per ‘doz. : 
No. 4, $6.70 per doz. ireieht allowed 
on barrel lots. | 


G :LASS BAKING WARE.—Sales for 
the holiday trade continue fairly heavy. 
The demand for mountings is unusually 
good. The tendency of the trade is to 
buy more of the higher grade of mount- 
ings than a year ago. 


Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1 at., 
$1.17; 2 qt., $1.33; 2% aqt.. $1.66; 





square, $1.50; casseroles with fancy 
covers, 35c. higher. 
Pie Plates.—S8 in., 50c.; 9 in., 60c.; 


10 in., 67c. 
Bread Pans.—No. 212, 60c.; No. 214, 
67c.; No. 


91c. 
Utility Dishes.—No. 231, 

232, bs 

Tea Pots.—2 cups, $1.67; 4 cups, $2; 

6 cups, 33. 
NAILS AND WIRE.—Sales are rather 
slow. The market is firm at regular 
quotations. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
at $2.90 per keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $3 per 
100 lb.: polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 lb.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same, 
hog twire, $3.50 American special hog 
wire, $2.50 

POULTRY NETTING AND WIRE 
CLOTH.—Sales are rather light, but 
a more active demand is expected after 
inventory time. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft., 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $5.50 
per 100-ft. rolls; 50-ft. rolls 10c. ad- 
ditional. Poultry netting galvan- 
ized after weaving, 50 and 7% per 
cent off list; galvanized before weav- 
ing, 50, 10 and 7% per cent off list. 


PAINTS AND VARNISHES.—Some 
orders for paint are being booked for 
spring shipment, but current orders for 
the most part are limited to shellac 
and varnishes. Prices on turpentine 
and linseed oil are unchanged. 


Cleveland jobbers quote as follows: 

Mixed paints, reguiar shades, best 
grade, $2.95 per gal in 1 gal. cans. 
Outside white, $3.15 per gal. in 1 gal. 
cans. 

Turpentine in bbls., $1.15; 
bbl., $1.30 per gal. 

Linseed oil in bbls., $1.05; less than 
bbl., $1.20. Boiled, 3c. extra per gal. 
White lead, in 100 lb. Kegs, 15% 
per Ib.; in 50 and 25 lb. kegs, ibige. 
per Ib.; in 12% Ib. kegs, 15%c. per 
lb.; in 500 Ib. lots, 10 per cent dis- 
count; other prices are net. 


PREPARED ROOFING.—A price ad- 
vance of about 10 per cent has been 
made on standard grades of asphalt 
roofing, due, it is said, to higher man- 
ufacturing costs. The high quality 
grades are unchanged. 


Cleveland jobbers quote 
roofing at 1. 
$1.30 per roll; 


quote as follows from 


less than 


light as- 
per roll: 
heavy, $1.55 
per roll. 


SLEDS.— The demand, which was 
rather slow earlier in thé season, has 
become quite active. 


Cleveland jobbers quote subject to 
+ Kg per cent discount: Flexible Flyer, 
No oe No, 2, .73; No. 3, $6; 
No. 4, $6.50; No. 5, $8.75; Junior 
Racer, of 25; ‘Racer, $6.50; Lightning 
Guider per dozen net, No. 19, $11.40; 
No. 20, $13.30; No. 21, $15.20: No. 22, 
$17.10; No. 22%, $19.95; No. 25, $25.65. 

















December 16, 1926 HARDWARE AGE 


49 


General ‘Trade Is Active in Pittsburgh 
Territory—Prices Are Firm 


(Pittsburgh office of HARDWARE AGE) 
OOD business continues to be done in hardware in general, 
but in holiday goods in particular, and what is more inter- 
esting, the jobbers say that business is as good as it was a 
year ago. 

Outside of the strictly holiday goods, cold weather and snow have 
provoked a demand for automobile tire chains that has cleaned out 
jobbers’ stocks of the popular sizes and a big rush for ice-creepers 
and snow shovels and cleaners. There is very little change in prices, 
but that is not surprising in view of the continued stability of the 
raw materials markets. Collections are fairly good and all things 
considered, there is not much-oetcasion for complaint. 

There is a fairly good demand for steel, but it is not sufficient to 
maintain the recent rate of steel plant engagement. It now looks 
as if December would be the low month of the year in production, 
but the dip will not be severe enough to prevent the year from 
making a brand new high record mark in steel output. The best 
part of this is not merely the setting of a record, but that it has 
been accomplished during a period of short-range buying and pro- 
duction has gone into consumption in such large measure that un- 
less there is a slump in the activities of the consuming industries, 
there is nothing to stop a resumption of business next year just 
about where it left off this year. There may not be a sudden up- 
swing with the turn of the new year, but at least there are no huge 
stocks in consumers’ hands to hinder renewed buying after the 
year gets under way. The inquiry for structural steel is heavy 
and another encouraging development of the past fortnight is a re- 
vival of railroad car business. 





A ng piney ray Meine imc Jacks.—Millers Falls No. 145, $3.75 
Heavy demand has been experienced Dy each. 

. : . P ——Antl li $2.20 each. 
jobbers here for tire chains and stocks Chains—Single pairs, 30 per cent 
of the popular sizes have been so thor- off lat = of 10 (2,50 pairs, 36 = 
oughly cleaned out that the jobbers yee Pme pre pe hong Pp 


seek help from one another to fill or- | paTTERIES.—Call for dry cell bat- 


ders. Alcohol and other radiator cold | teries has all of its recent constancy 
weather protectors are moving well. | and the turnover continues eminently 


Other items still are sluggish. | satisfactory. 

Prices from jobbers’ stocks, f.0.b. Jobbers’ quotations to retailers 
Pittsburgh, follow: f.o.b. Pittsburgh: 

Spark Plugs.—A. C., lots of 10 to Broken Unit 
90, 58c, each; lots of 100 or more, 50c.; Packages Packages 
A. C. No. 1075 for Ford cars, lots of N 763 . $1.05 $0.97 
10 to 90, 36c. each; lots of 100 or No’ mesos 1°99 114 
“= gE Beeppeesenena « 1:22 

Lamps.—21 cp., 6-8 volt, list price, N 766 1140 130 
35c. each; 3 ecp., 6-8 volt, list price, 0. Titer teavahehaeds 269 9°44 
18c. each, subject to a discount of 30 ‘ Lh eee ccceceeee ee yt 
per cent in lots of less than 50, and No ie, sete tes 3°33 3°00 
40 per cent for lots of 50 or more. No. aerate 49 39 

Soeeseraan, —o C. for Ford cars No. 1 oe 40 “35 
li st r ce, eac «§ C462 D eee eee eeneeee . . 
*Tite Gages,—Schrader, hitgh pres- No. 6 dry cells, ignition type unit 
sure, lots of less than 10, $1 each; packages, 32c. each. 
lots of 10 or more, 95c.; balloon tire, Flashlight.—No. na eke each: ao 
lots of less en 10, $1. 13; lots of 10 950, 10%c.; No. 5, 
or more, $1.08; U. s. Standard, lots 21 Yee. o. 750, 18¢.: No. BL, a 4e. 
of = 10, $1.10; lots of 10 or $2. i t Shot.—No. 1461, $1.70; No. 1662, 
more, $1. ‘ 

a Alcohol.—In barrel lots, 45e. to 7c. | BICYCLES.—Strong holiday demand is 

Distilled Glycerine.—Ivo, in 55-gal. reported, but it runs best in boys’ and 


crams, $2.10 per gal.; 30-gal. drums, 


rep 
$2.15; 3-gal. cans, case lots, $2.35, girls’ sizes. Jobbers quote: 


broken, $2.60. Men’s, $28 to $32 each; boys’ and 
ee ra tite a a in -_ girls’, $26; ladies’, $30. 

al, steel drums, w aucet, grades 

A. E and Arctic, $10.50 list; B, $13.70 BOLTS, NUTS AND RIVETS —There 

list, less 25 per cent. i i i an iobbers 
Moto Meters. — Standard makes, 18 no change om pes 4 

lots of less than 10, 30 per cent off sales continue as for some time past 


list; lots of 10 to 19, 35 per cent off of small lots of good frequence. 


list; lots of 20 or more, 40 per cent 

off list. “ We anere out of jobbers’ stocks as 
Windshield Cleaners. — Trico, uni- follow 

versal automatic cleaners, $3.25 each. Tinetiine bolts, small rolled threads, 








50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed square, tapped in 3 Ib. boxes, 
% in., $16 per 100; 5/16 in., $14; % in., 
$11; % in., $10; % in., $10; % in., $8; 
% in., $7.50: rivets, small wagon and 
tinners, 60 per cent off list. 


HEATERS.—There is a fairly good de- 
mand, but jobbers and retailers will 
consider themselves lucky if they clean 
up this year, as the season was late in 
starting. Jobbers quote: 


Gas Heaters.—Radiant type $6 to 
$36 each, reflector type $3 to $11. 

Oil Heaters.—Nesco, No. 12, $3.75 
each; No. 15, $4.75 each; No. 016, 
$5.50 each. Reliance, No. 20, $4.60 
each; No. 30, $6 each. 


HEATING ACCESSORIES.—Call still 
is reported good for these items. Job- 
bers quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in., 18c. each; 
18 x 30 in., 27c.; 20 x 30 in., 28c.; 
22 x 30 in., 3l1c.; 24 x 30 in., 365c. 
Fiber in ! % «lb. packages, $2.40 per doz. 
1%4-lb. packages, $4.50 per doz. 

Coal Hods.—Japanned, 16-in., $3.40 
per doz.; 17-in., $3.60; galvanized, 
16-in., $4.65; 17-in., $5; 18-in., $5.50. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to 


$1.10: galvanized, $1.10. Never 
Break No. 10, $4.25; No. 16, $4.60; 
No. 20, $4.80. 


Furnace Scoops.—No. 150-B, $8 per 
doz.; No. 80, $5.50; No. 81, $4.50. 

Gas Connections.—Lead, 12 in., 25c. 
each; 18 in., 30c.; 24 in., 37c.; 30 in., 
40c.; 36 in., 45¢. Flexible steel tubing, 
3-ft. lengths, 12c.; 4 ft., 15c.: 5 ft. 
18c.; 6 ft., 22c. Cloth inserted tubing, 
5c per foot. 

Stove Boards. — Wabash, square, 
paper lined, crystallized, 18 x 18 in., 
$6.25 per doz.: 24 x 24 in., $7. 50: 
26 x 20 in., $8; 28 x 28 in., $9.50; 30 x 
30-in., $10.80; 32 x *32- -in., $13. 20; 35 x 
35 in., $16. 20; tod lined, crystallized, 
24 x 25 in., $12.6 26 x 26 in., $16: 
28 x 28 in., $18; 30° x 30 in., $20: 33 x 
33 in., $24; x 36 in., $29. 

Stove Pipe and Elbows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6 in., 
ei5 per 100 joints: elbows, $1.48 per 

doz. Nickeled stove pipe, 4 in., 85e. 
per joint; efbows, 75c.; collars, 40c. 


ICE CREEPERS.—Weather lately has 
been of the sort that has made creep- 
ers essential to safe walking. Jobbers 
quote: 


Security, $3 per doz.: Instep, $3.25; 
Newark, $3.60; Blue Ribbon, $3.75; 
Fit all, $4.50. 


VELOCIPEDES.—tThis line is helped 
by holiday demands. Jobbers quote: 


Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3. oe: 
extra heavy, rubber tire, $5 to 
ngage ee Fe. 41, $9; No. 42, $11. 35: 

No 


WEATHER SPEED: Gekes are hold- 
ing up well, although usually by this 
time of the year wants are pretty well 
satisfied. Jobbers quote: 


Wood and felt, % in., $1.80 per 100 
ft.; % in., $3; cushion, all felt, % in., 
$2.40; % in., $2.80; % in., $3. re all 
7 4 in., $2. 40: % in., $3.25; 1 
n., : 
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Boston Jobbers Buried in Business 
Following the Recent Snow Storm 


(Boston office of HARDWARE AGE) 

OSTON hardware jobbers have been literally buried in busi- 

B ness since the recent snow storm. Never before in local 

jobbing house history was there just such a sudden and glut 

of buying in so short a time. The trade was wholly unprepared 

for it, and it has been necessary to have large working forces toil 

far into the night to keep decks from a congestion that would spell 
demoralization. 

All classes of holiday merchandise are selling, but the demand 
for such things as sleds, snow shovels, sidewalk cleaners, tire chains, 
snow shoes and skiis has been of huge proportions. It appeared 
that every New England retail dealer wanted a lot of things and 
wanted them at once. While the situation can be attributed direct- 
ly to the snow storm, which was the heaviest noted before Christmas 
since 1901, the fact that the retail trade generally put off buying of 
certain classes of merchandise until the last minute has a lot to do 
with prevailing market conditions. 

Many a retail dealer will have to pass up sales because he has 
been unable to secure goods. It now appears a question if this 
previous hand-to-mouth buying policy is the best in the long run. 
During the past dozen years or so the cost of distributing hardware 
has constantly increased. That statement refers to the manufac- 
turer, the jobber and the retail dealer. The main causes for this 
increase have been the advancing cost of labor, supplies and equip- 
ment. Everybody is rendering greater service to buyers than ever 
before, and greater service costs money. Competition is another 
expensive item in the advancing cost of doing business. Taxes are 
increasing. The jobber and the retail hardware dealer can reduce 
the cost of doing business to some extent by ordering goods ahead 
of requirements. Not all retail dealers, however, are in a position 
to do so because of the general increase in the cost of doing busi- 
ness. A situation such as we are now passing through is bound to 
attract greater attention than ever to the cost of doing business. 
The retail dealer should give a lot of thought and time to the ques- 
tion. 








CHAINS.—So great has been the de- 
mand for tire chains the past week that 
jobbers are unable to guarantee deliv- 
eries on any size. It was the biggest 
week in these chains ever before ex- 
perienced. 

We 
stocks: 

Tire Chains.—Weed, 1 to 9, pair, 
30 per cent discount; 10 to 29 pair in 
one shipment, 35 per cent discount; 
lots of 50 pair in one shipment, 40 
per cent discount. Fill-in orders are 
figured at the discount earned by 
original purchases, 100 cross chains 
equal 1 pair of tire chains. 

Mowe Chain. — Twisted, 11-64- 

$7.50 Pe 100 ft.: 3-16-in., $7.80; 
Ae re4- in., $8.10; 7-32- ‘in., $9: % In., 
$13.50, all net. 

Links.—Acme connection or repair, 
8-16 in., 84c. per doz. net; % in., a 
5-16 in., 90c.: ™ iIn., $1: 7-16 in.. 
$1.18; i, in., $1.38. 


CROW BARS.—Jobbers intimate an ad- 
vance in crowbar prices will be an- 
nounced as soon as the Christmas rush 
is over. 


We quote from Boston jobbers’ 
stocks: 

Crowbars.—Under 10 Ib., 67c. each; 
10 Ib. and heavier, 8%c. per Ib. 


quote from Boston jobbers’ 





GALVANIZED WARE.—It is quite 
evident many retail dealers were 
caught short of some kinds of galva- 
nized ware. Ash sifters and garbage 
pails have been in especially good re- 
quest recently. 


We quote from 
stocks: 
Pails.—Galvanized, 12 qt., $5.10 per 
doz. net; — qt., 40 lb. to the dozen, 
$5.67; 14 50 Ib. to the doz., $7.31. 
Tubs.— By No. 200, $15. 44 per 
doz. net: No. 300, $17.25. 
Ash Cans.—Sexton line, Leader, 
$2.85 each net; No. 55, $2.25; No. 35, 
ty +4 Ajax, No. 14, $2.75, No. 15, 


Garbage Cans.—Sexton line, under- 
ground, No. 1, 17 x 19% in., steel out- 
side $9. 50 each list; No. 2, 18 x 25 in., 
steel outside, $11.50: No. 5. 15 x 24 in., 
steel outside with cast iron to 
$13.50: No. 6, 18 x 24 in., steel outsi e 
with cast iron top, $17; No. 50, 17% 
x 24 Iin., concrete outside, cast iron 
top, $15.50; No, 60, 20% x 24 Iin., con- 
crete outside, cast iron top, $19.90. 

Discount, 33% per cent. 


HAMMERS.—Jobbers have received 
notice from makers of heavy hammers 
that prices are to be higher. No 
changes in prices on other kinds of 


Boston jobbers’ 
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hammers is anticipated, according to 


local distributors. 
be quote from Boston jobbers’ 


stocks: 

Hammers.—Nail, Stanley, No. 15, 
13-0z., $1.14 net each; 16-0z., $1.20. 
No. 12, 13-o0z., 98c.: 16-0z., $1.03. 

Machinists’—Stanley, No. 36, 6- -0Z., 
77c, each net; 8-oz., 77c.; 12-0z., 17¢.: 
16-0z., 79c.; 20-0z., 86c.; 24-oz., 92c. 

moevy Hammers, etc. —Heavy, un- 
der b., 50 and 10 per cent dis- 
count; over 5 lb., 60 per cent dis- 
count. Stone hammers, 60 per cent 
discount; wood choppers, mauls, 60 
per cent discount. 


ICE CREEPERS.—The market for ice 
creepers for the first time this season 
is really active. Quite a cut has been 
made in jobbers’ stocks. 


We quote from Boston jobbers’ 

stocks: 
ice Creepers.—Featherweight, Nos. 

, 2, 3 and 4, $4 per pair net; Newark, 
$3.65; Union, $1.60; Eagle, $1.35; 
Neverslips, men’s, $2.44, lady’s, $2.44. 

PICKS AND MATTOCKS.—Local job- 
bers are quoting picks and mattocks as 
heretofore, but they say a higher range 
of prices will shortly be named. 


We quote from Boston jobbers’ 
stocks: 

Picks and Mattocks.—Contractors 
picks, railroad picks, 40 and 10 per 
cent discount. 

SHEET ZINC.—Sheet zinc prices have 
been reduced 25c. per 100 Ib., to con- 
form with new lists just issued by mak- 
ers. Revised prices follow: 


We quote from Boston jobbers’ 
stocks 
Sheet Zinc.—In 300-lb. casks, $13.25 
per 100 Ib.; in 200-lb. casks, $13.50; 
in 100-lb. casks, $13.75; in broken lots, 
$14.25. 
SIDEWALK CLEANERS. — Jobbers’ 
stocks of sidewalk cleaners are badly 
broken owing to heavy buying the past 
week. 
bee 
stock 


Sidewalk Cleaners.—Swineford, 12 
x 18 in., $12 per a net; Wok gs 
No. SCX7%, $8.25, vy ic, $10.25, No. 
Z7, $3.57, O. 7C, $10. 


SLEDS.—Those retail ts who pre- 
viously refused to cover their sled re- 
quirements, did so with considerable 
pep the past week. As a result of this 
buying and of re-ordering by some of 
those retailers who previously bought, 
jobbers’ stocks have melted like the 
dew and most likely will be practically 
exhausted before Dec. 18. 


We quote from Boston jobbers’ 
stocks: 

Sieds.—Flexible Fliers, so 1, $2.50 
each net; No. 2, $3. 7: oO. $4; 
No. 4, $4. 34; No. 
4.34 ‘each net: 


ean bis 2 i: 


ose’ $19. of Ne, 
Sao ‘Sheedster, 


quote from Boston jobbers’ 


$12 per doz. net: 


o. 150, 
$21. $0" 


Baby sleichs, 
e 


$10. 80 tr eal gh boxes, MN i9 20 
per doz. Lightning snow scooter, $24 
per doz. net. 


SNOWSHOES AND _ SKIIS.—Snow- 
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And you get this 
$12.50 
display stand! 


CThe BEST COOKS use 


Aluminum 


A deal o’ money! 


You'll make a deal o’ money with this $39.75 Viko 
Display Stand Deal. Your margin will be $17.20, 
or 30 per cent on the fair retail selling price (a 
little more in the far west and south). And the 
$12.50 display stand —included with the deal— 
will become your permanent property. 

The 52 Viko items in this deal are expertly 


selected—best sellers every one. To make them 
sell even better, you get a window trim, display 
card, and 150 invitation letters to mail to your 
customers. And the handsome, practical stand 
to show the merchandise and sell it for you. 
Find out about this proved way to bigger, better 
aluminum sales. For quick information, just— 


Ask Your Jobber 


ALUMINUM GOODS MANUFACTURING COMPANY 
; Manitowoc, Wis., U.S. A. 


wn 


il! 
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shoes and skiis have been equally as ac- 
tive as sleds. Here again jobbers’ 
stocks have melted rapidly, conse- 
quently the retail dealer finds it more 
difficult to always secure what he 
wants. 
We 
stocks: 
Snow Shoes.—Oxford, 
$7.30 a pair net; 13 x 48 in., 
Ladies, 11 x 42 in., $6.50. 
Skiis.—Oxford, 5 ft., $2.40 a pair 
net; 5% ft., $2.95: 6 ft., $3.65; S% ft., 
, $4.85; 7 a ft., $5.35; 8 ft., 
, a 0c. 4% ft., 90c.; 
5% $1. of 6 ft., $1.60; 
by te 4 rt $2. 
Tubbs line, 65c. 
$1. 50; 


yellow ~ 4 ft., 
per set net; $1.05; 6 ft., 
aged grain pine, 4 
¢. 


Boston jobbers’ 


12 x 46 in., 
$7.30. 


quote from 


P rofessional Be 


$3.85; 7 ft. $4.50; 734 ft, $5.26; 8 ft. 


Poles.—Tubbs line, bamboo, 90c. 
each net; ash, 62c.; boys’, $4.50 a doz. 
Oxford, rattan washer, 5 ft., 64c.; 
each net; 4% ft., wood washer, 30c. 


SNOW SHOVELS.—Nine out of ten 
retail dealers in and about Boston, and 
many in other sections of New England 
awoke one recent Monday morning to 
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the fact that they did not have half 
enough snow shovels to supply public 
demand. A mad rush via phone, truck 
and train to Boston for supplies re- 
sulted. Jobbers are still behind on 
deliveries. Prices remain unchanged, 
despite the tremendous buying move- 
ment. 

STANLEY GOODS.—As was intimated 
a week ago, jobbers have received new 
price lists from New Britain, Conn., 
showing a general reduction on Stanley 
Works goods. Jobbers have been too 
busy to revise their prices, but will do 
so at the first opportunity. 

STOVE LINING.—All kinds of stove 
accessories have sold well of late. The 
demand for stove lining has been par- 
ticularly good, say jobbers. 

We quote from Boston jobbers’ 


stocks: 
Stove Lining.—Rutland, No. 3, $2.15 
No. 10, 


er doz. net; No. 6, $3.60; 
5.04. Eagle, No. -10, $5.05 per doz. 
net. 


TOYS.—Having had it forcibly 
brought to their notice that they had 
not purchased a lot of things that it 
might later be difficult to obtain and 
that might be badly wanted a little 
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later, retailers took toys more freely 
the past week than at any previous 
similar period this season. Stocks in 
jobbers’ hands worked down very fast 
and indications are that by the end of 
another week they will be practically 
exhausted. ; 


WEDGES.—In common with other 
heavy hardware items, it is intimated 
that an advance in wedge prices 
will be shortly announced by jobbing 
houses. 
We quote from Boston jobbers’ 
stocks: 


Wedges.—Wood choppers, Truckee 
pattern, 8%c. per Ib. 


WINDOW GLASS.—Business has not 
been confined to holiday goods, snow 
shovels and sidewalk cleaners the past 
week. Staple lines of hardware have 
sold much more freely than they did a 
year ago. The demand for glass has 
been especially good. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Single B, 25 in., 
88 per cent discount; 34 to 40 in., 87 
per cent discount; 50 f in., 85 per cent 
discount; 54 in. and larger, 85 per 
cent discount. Double B, 25 to 60 in., 
87 per cent discount; 60 in. and larger, 
85 per cent discount. 








whom he said: 





“You make them say: 
‘Let us march against Philip 


Action, Not Applause 


HE great Greek orator, Demosthenes, will remain as the world’s classic example 
of the man who overcame his natural handicap. But, if he rose from stutterer 
to orator, he also rose from orator to thinker, which is infinitely greater. 


he himself who pointed out the shortcoming of his contemporary orator, Aeschines, to 
‘How well he speaks’ but I make them say: 


!’ 99 


/ 


Merchandising is such a very human, such a down-to-earth activity that there are 
very few basicly-sound, broad principles which do not have their application to it; and 
the observation of Demosthenes is no exception. 


An enthusiastic billiardist might put the “reverse English” on a popular saying by 
phrasing it in this wise: Full many a sales-person is born to blush, all-seen, who 
ought to really be a scene-shifter back stage. 


The real orator is he who arouses to action, not to applause. 
person, cast in the same mould, is he who cares little or nothing about being told: “How 
well you sell” but every thing about hearing “Put me down for a dozen.” 
well to have “Pep” for a middle-name just so long as the first-name is “Go-Getter.” 
salesmanship, just as in oratory, it is not Finesse but Results that count. Make ’em say: 
“Let us march against Philip!” 
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And it was 


And the real sales- 


It’s all very 
In 
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Slide the doors inside 


one of these methods will take care of any condition 


b pn cannot make a mistake installing garage 
doors if you specify R-W hardware. R-W 
experts have perfected several methods that meet 
all requirements. Two are illustrated here. 

Slidetite equipped doors (above) are so easy to 
operate that a child can open and close them. 
All the hardware is inside the garage where it 
will work better‘and last longer. 

Slidaside (below) is frequently the method 
specified when a garage is not deep enough to 


fold the doors inside. They slide around the 
corner against the wall, regardless of the distance 
from door jamb to side wall. 

R-W garage door hardware eliminates center 
posts, leaving a clear and unobstructed full width 
opening. Doors are adjustable—always fit snug. 


R-W door hardware, the largest and most 
complete line made, solves any and every door- 
way problem you'll ever meet. 
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Holiday Lines Quite Active in Northwest 
Territory—Prices Remain Unchanged 


(Minneapolis office of HARDWARE AGE) 


EALERS in the Northwest tributary to the Twin Cities are 
already looking toward the close of the holiday business and 
planning the annual grind of inventory. There remains 

only a short time in which to finish the holiday trade, and many of 
the dealers employ the time between Christmas and New Year’s 


Day for writing their inventories. 


Stocks are being graded accordingly, and jobbers are called on 


frequently for emergency shipments of seasonal merchandise. 


In 


fact, that is the main business of the jobbing houses at the present 


time. 


Very little future business is being written, dealers seemingly 


preferring to wait until after the first of the year. 


Lawn mowers, 


hose and a few other lines have been booked to a large extent. 
Prices are steady and probably will remain so until after the 


first of the year. 


A few minor changes may be made, such as on 


the price of solder, but no great change is anticipated. 


AXES.—Demand is good, with stocks 
well filled. Prices show no changes. 
We stocks, 
fo.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


BALE TIES.—Sales are fair, with 
stocks ample. Prices have not changed. 
We 


quote from jobbers’ 


jobbers’ stocks, 
f_o.b. Cities: Single loop bale 
ties, 9% x 14, $1.54; 91% x 15, $1.37; 
9% x 14, $1.57 per bundle. 


BOLTS.—tTrade is quiet, with stocks 
in dealers’ hands graded down for in- 
ventory. Prices show no changes. 
We jobbers’ stocks, 
f.o.b. Carriage bolts at 
45 per bolts at 50 
per cent; 75 per cent 
and lag from 
lists. 
BRADS. 
in fair condition. 
changed. 
We 
f 0 bh. 
lb. boxes at 
CARPET SWEEPERS.—Sales are hold- 
ing up well, with stocks ample for the 
eall. Prices show no changes. 
We 
f.o.b. 


quote from 


Twin 


quote from 
Twin Cities: 
cent; machine 
stove bolts at 


screws at 55 per cent 


Prices have not 


quote from jobbers’ stocks, 
Twin Cities: Wire brads in 25 
75 per cent from list. 


jobbers’ stocks, 
Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 
I7 in., $66; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46: 
japanned, $42 per doz. net. 
COAL HODS.—Demand is good, with 
stocks well filled. There is no change 
in prices. 
We quote 


quote from 


17 


stocks, 
open 
$3.85: 


from jobbers’ 

f.o.b. Twin Cities: Japanned 
coal hods, 17 in., $3.35; 18 in., 
japanned funnel, 17 in., $4.30; 18 in.., 
$4.90: galvanized open, 17 in., $4.65, 
18 in., $5.40; galvanized funnel, 17 
in $6.00; 18 in., $6.80 per doz. net. 


CHAIN.—Sales are fair, with stocks 
heavy enough for the demand. Prices 
have not changed. 








Sales are light, with stocks | 


GLASS 
this line is beginning to show the sea- 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chains, % x 
14, $13.85; % x 14, $10.90: ™%& x 14, 
$10.15; % in. proof coil, $12; % in., 
$8.90; 4 in., $8.30; 5% in., $9.85 cwt., 


net. 
FILES.—Present demand is light, with 
stocks graded down for inventory. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—tThere is a 
fair demand for certain lines of gal- 
vanized ware, with stocks heavy enough 
to supply it. Prices are steady, as 
quoted. 
We quote from jobbers’ 
f.o.b. Twin Cities: Standard 
galvanized tubs at $7.25: No. 2 
No. 3, $9.25; heavy tubs, 
$12.60; No. 2, $13.80; No. 5: 
Standard 10-qt. pails, $2.55; 12-qt., 
2.90; 14-qt., $3.25: stock pails, 16-qt., 
$5, and 18-qt., $5.50 per doz. net. 


AND PUTTY.—Business in 


stocks, 


Stocks are being graded 
Prices have not 


sonal decrease. 
down accordingly. 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and _ strictly 
pure putty in 50-lb. drums at $4.85 
ewt. net. 


HAMMERS AND HATCHETS.—There 
is quite a demand for small tools for 
holiday presents. Stocks are well filled 
and prices firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 


LAMPS AND LANTERNS.—Demand 
is steady and quite good. Stocks are 
well assorted, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
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No. L327 Coleman lanterns. 
No. L427, $6; No. C329 lamps, 
No. C318, $7; No. C317, $7.40 
net. 


doz.: 

$5.25; 
$6.25: 
each, 


NAILS.—Demand is light, with stocks 
graded down. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails, and cement coated wire nails 
in 100-lb. kegs at $3.25 per keg base. 


OIL HEATERS.—tThere is still a fair 
demand for oil heaters. Stocks are 
ample to fill the call. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters 
polished steel japanned trimmings, 
$3.66, and No. 016, polished steel, 
nickel trimmings, $5.32 each, net. 


PAINTS AND WHITE LEAD.—Inside 
finish materials are in fair demand at 
present. Stocks are being held at a 
low point. Some spring delivery or- 
ders have been taken. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in l-gal. cans, 


and white lead in 100-lb. containers 
at $13.84 cwt. net. 


PUMPS.—Call is light at this time 
year. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85: adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable stroke, 
$14.35: No. 415, $14.65: No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


PYREX OVENWARE.—tThis is the 
time of year this line sells well, if ever. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17: No. 633 casseroles, $1.17: No. 
209 pie plates, 50c.; No. 210 pie plates, 
6ic.; No. 212 bread pans, 60c.: No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 

with 


REGISTERS.—Demand is fair, 
stocks ample. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 
ROPE.—Call is light in the majority 
of districts. Prices are firm, as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24l4c. Ib. base, and best 
grade sisal rope at 18c. per Ib. base. 


SAN DPAPER.—tThere is a steady, if 
somewhat light, demand. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream: second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SCREWS.—While there was some ru- 
mors of change in prices of screws last 
week, there has been no change an- 
nounced. Sales are rather slack. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent: flat 
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HE name “Bethlehem” is universally known and 

respected for the excellence of the products and 
service for which it stands. The name carries with it 
certain trade prestige that has proved of value to all 
who have sold Bethlehem products. 


In the case of Wire and Wire Products, Bethlehem 
offers to jobbers and dealers a complete line, made in 
one grade—one quality. The quality of these prod- 
ucts is such that they can be recommended with con- 
fidence and sold without fear or dissatisfaction. 


Lan 


Bethlehem Wire Mills are advantageously located to 
serve all markets, and to render the kind of service 
that is pleasing to a customer. 


Bethlehem Products are widely advertised to both 
dealer and consumer. Our reputation, our advertis- 
ing and our service will add to your profits. 


Other Wire Products 


Nails of all kinds, Staples, Cambria Fence, Barb- 
less Twisted and Barbed Wire, Processed Wire, 
Bright and Galvanized Wire, and Wire Rods to 
standard or special analysis. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. 
District Offices: 


New York Boston Philadelphia Baltimore Washington Atlanta Pittsburgh Buffalo 
Cleveland Detroit Cincinnati Chicago St. Louis San Francisco Seattle Los Angeles Portland 





Bethlehem Steel Export Corporation, 25 Broadway, New York City, Sole Exporter 
oJ our Commercial Products 


BETHLEHEM 














head, japanned, 72%-10 per cent; 





round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 
round head, brass, 75-10 per cent 
from lists. 

SNOW SHOVELS.—tThe snow shovel 


has come into its own in this section 
of the country. Sales are good, with 
stocks being drawn on heavily. Prices 
are firm, as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $19: steel blade 
straight handle, $4.50; galvanized 
steel blade, D handle, 15% x 17%, 
$10.75; 16 x 21, $11.25 doz. net. 


SIDEWALK SCRAPERS.—Sales are 
good also in this line. Stocks are be- 
coming diminished. Prices show no 
change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers, $5.00 doz. net. 


SKATES.—Dealers are extremely busy 
in this line. Outdoor rinks have opened, 
and lakes and rivers are safe for skat- 
ing. Sales are good, with some repeat 
rush orders going to the jobbers. 
Prices are firm, as quoted. 

We quote from jobbers’ stocks, 


fo.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 


$7.25; nickel plated at $8.25; Union 
1624, 84c.; 524%, $1.31; No. 5%, 
95.; No. 7, $1.62; No. 5624, $1.12; 
No. 6624%, $1.44; No. 524%L, $1.57; 
No. 424%L. $2.00 per pair. 
SOLDER.—Demand is rather slow. 


Stocks are ample for the present call. 
Prices are slightly higher. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 45c. Ib., and strictly 
half and half solder, at 44c. per Ib. 


STEEL GAME TRAPS.—Demand, with 
the opening of the trapping season, 
shows some increase. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor traps, No. 
0, $1.10; No. 1, $1.38; No. 1%, $2.44; 


No. 2, $3.36 Oneida jump, No. 0, 
$1.59; No. 1, $1.83; No. 1%, $2.81 per 
doz. net. 
Gibbs ‘Two Triger’’ traps, $5: 
Single Grip No. 1, $1.88; No. 2, 
$3.35: No. 3, $5.50: No. 4, $6.70 doz., 
net, f.o.b. factory, with freight al- 
lowed in barrel lots. 
STEEL SHEETS.—Sales. are normal 





for the time of year. Dealers’ stocks 
are light, with prices firm. 


We quote from jobbers’ stocks, 
f.ob. Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 


and black steel sheets, $4.30 cwt. base 
«24 ga.) 
STOVE BOARDS.—There is still some 
call for this line, although the heavy 
demand is past for the season. Stocks 
are being reduced. Prices have not 





changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Crystallized stove 
boards. 28 x 28, $15.75; 30 x 30, 
$18.25: and 36 x 36, $25.40 per doz., 
net. 


STOVE PIPE AND ELBOWS.—De- 
mand is fair, though not so heavy as 
earlier in the fall. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 


at $13.60 per 100, and common iron 
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6-in. corrugated elbows, $1.30: ad- 
justable charcoal iron, 6-in. elbows, 
$2.05 doz. net. 


STOVE SHOVELS.—Sales are steady, 


with stocks ample. Prices are un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Japanned, 14%4-in. 
stove shovels, 50c.; japanned Jumbo, 
21%-in., $1.55; japanned Jumbo, Jr., 
14-in., 85c. doz., net. 


TIN.—There is a fair demand for tin 


considering the time of year. Prices 
are steady and firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
8-lb. coating roofing tin at $15.25 per 

box. 
TORCHES.—Sales 
stocks well filled. 
We 


are good, with 
Prices are firm. 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7.08; No. 48, qt., 
$7.48; No. 40, qt., $8.54; No. 52, qt., 
(flat), $6.96 each. Turner Standard 
Line, No. 8, qt., $5.35; No. 14, at., 
$5.76 No. 22, qt., $6.53: No. 30, qt., 
$6.91; No. 38, qt., $5.76; No. 39, qt., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 
$5.25 each. Turner firepots, No. 53, 
$7.20; No. 3, $7.97; No. 66, $10.18; 
No. 76, $7.13; No. 34, $8.67 each net. 


WEATHER STRIP.—Sales are still 
very good, with stocks in dealers’ hands 
rather broken. Reorders have been 
necessary in some cases. Metal weather 
strip is in demand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, % 
in., $1.85; % in., $1.85; 1 in., $2.60; 
Wirfs, $4.85, and Bosley’s, $1.25 per 
100 ft. 


WIRE.—Demand is normal for this 
time of year. Stocks are light in deal- 
ers’ warehouses. Prices have not 
changed. 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21’per 80-rod 








spool: galvanized hog wire at $3.43 
per 80-rod spool; smooth black wire 
No. 89, 3.25 ecwt., and galvanized 
smooth wire No. 9, $3.70 cwt. 
WRENCHES.—Call for wrenches is 


steady, with stocks in fair condition. 
There has been no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 8-in., $4.20; 10-in., $4.90; 
12-in., $6.30 doz. net. 


Decatur, Ill., Retail Firm 
Announces Change in Name 


Effective Dec. 1, the Hott-Ray-Hill 
Hardware Co., hardware, sporting 
goods, cutlery and paint, 321 North 
Main Street, Decatur, Ill., is now 
known as Caldwell and McLallen, Ince. 

W. F. McLallen and D. C. Caldwell 
purchased the capital stock of this con- 
cern in January, 1926, but have re 
tained the old firm name up until this 
time. 


Reading matter continued on page 58 
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Connors Hoe & Tool Company 
Has Modern Factory Building 


The Connors Hoe & Tool Co., Colum- 
bus, Ohio, manufacturer of forks, hoes 
and rakes with the Corksteel handles 
has its new plant in operation. The 
plant is located at Cleveland and Starr 
Avenues, Columbus, Ohio, and is mod- 
ern in every detail. 


Some Worthwhile 
Display Ideas 
(Continued from page 37) 


Three weeks later we received a let- 
ter from the company, inclosing adver- 
tisements to tie up with this display. 
Upon reading the advertisements I dis- 
covered that they had appeared in 
magazines two weeks before the display 
had been mailed and four weeks before 
the company had notified us. We had 
lost the entire tie-up and you can 
imagine what happened to the display 
material. 

As an improvement for this condition, 
let us start at the source of the prob- 
lem; let us start with the window trim- 
mer or, better still, with the 1,000,000 
retailers who control the 2,000,000 show 
windows of the United States. Don’t 
try to break into these windows, but 
try to enter the logical way. Face the 
retailer, state your case, cooperate with 
him and his display man. Ask him to 
help solve your problem and show him 
how he will benefit in the end. Find 
out what he can and will use and then 
by analyzing the opinions of these 
large groups, you can surely come to 
some conclusion. 

Of course, there will be an expense, 
but still much could be done by corre- 
spondence, questionnaires, etc., and I 
wonder if the expense would be as 
great as the waste that comes from 
discarding displays that cannot be used. 
There always will be some waste as 
there is in all mediums of advertising, 
but it can be cut down. 

The Westclox people send out a fold- 
er showing a series of newspaper cuts, 
dealers’ helps, display stands and dis- 
play material. They show how the dis- 
play material will look when set up in 
the window and what it will mean in 
the promotion of sales. A postal card 
is inclosed in which a list of these 
helps is printed. The dealer simply 
has to check the items he wishes and 
mail the card. Then he receives the 
material that he can use and will use 
because he is going to have some idea 
of how to use it. He will have a 
chance to tie up with national adver- 
tising by advertising locally in the win- 
dow and in the newspaper for he has 
all the information and supplies. The 
Remington Arms Co. has a like sys- 
tem, as do many others. 
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& lhis Christmas 
| Offers You a 
Real Opportunity 


EALERS who chose the Synchrophase made 
ae money this year. They will make much more 
Care! this Christmas, for the public is getting radio wise. 







ee CS™™:~—.-~—COCéT'*‘his: Ccniistmaass offers you aa ral opportunity to start 
~:~ Sa Stream of sales that will grow stronger as the 
pee te, : months pass. For the Synchrophase gives more than 
| satisfaction—its performance delights its owner; it 
needs little or no servicing; it stays sold and each 
sale brings others. 


Don’t put it off—investigate now! 


Write at once for Booklet '4 4 
and prices 


A. H. Grebe & Co., Inc., 109 West 57th St., New York 
Factory: Richmond Hill, N. Y. 
This Company Western Branch: 443 So. San Pedro St.. Los Angeles, Cal. 
owns and oper- 
ates stations 


WAHG and 


WBOQ. Tk G REB 


SINCOPUSE 


“If you wish toknow 
the road before you, 
ask of those who 
have traveled it”. 

















TRADE MARK REG. US PAT OFF 


If you wish to know 

the opportunity the _ 
Synchrophaseoffers, — 
ask those who have 

sold it. 


c [ocr Ma 






















Q}\ Wh, All Grebe appa- 


Ss ratus is covered The Synchrophase is also supplied 
by patents grant- with battery base and in five con- 
ed and pending. sole models. 























58 HARDWARE AGE 


WAY&Z 


VVVVWWXY¥.Z 
AWIOSYXZ 











WV 





December 16, 1926 





Final Chapter 


Single-Stroke Roman Alphabet 


By Joseph Bertram Jowitt 


HE Roman letters, V, W, X, Y, Z, are known as 
ik: angle or cross-stroke letters and are very 
simple in construction, there being only four dif- 
ferent strokes necessary to execute. these five letters. 
tor instance, the letter V is just one-half of the letter 
W. The letter X forms the basic part of the letter Y. 
The letters X and Z are also closely allied. In learning 
single stroke lettering everything has to do with the 
consistency of the show card ink, the selection of 
brushes and the manner in which the brush is held. 
Thin watery ink of the consistency of common foun- 
tain pen ink is absolutely useless for single stroke let- 
tering; it should at all times be the consistency of 
heavy cream otherwise the brush will not retain a flat 
chisel-edge shape. The ink should be worked thorough- 
ly through the hairs of brush each time after dipping 
by working it backward and forward on a small piece 
of card; this process keeps the brush flat and the 
strokes of uniform width. 

Only genuine Red Sable single stroke show card 
brushes should be considered; brushes made of any 
other hair are either too soft or too stiff for show card 
work. The brush should be held as you would a pencil 
or fountain pen, only the thumb and first two fingers 
should rest just above the metal ferrule. 

The writer is always glad to answer any question 


by mail which our readers may want to know, if 
stamped envelope is inclosed. Address communications 
HARDWARE AGE Editorial Department. A simple and 
inexpensive outfit for a beginner should consist of three 
Red Sable show card brushes, numbers 6, 8 and 12; 
one-half dozen Soennecken steel lettering pen points, 
and three 2-oz. jars of water color show-card ink, black, 
red and blue; one yard stick or “T” square, and a few 
sheets of cardboard. (Wrapping or newspaper will do 
just as well as cardboard for practice work.) The best 
plan to establish in practising is to devote a few min- 
utes each day studying the alphabet in installments of 
six or more letters at a time. Don’t just try to copy 
the letters, but learn the different elementary strokes 
as shown here. For instance, to construct the capital 
letter “H” the beginner must first be able to make 
straight upright or perpendicular strokes. Then plumb 
horizontal strokes. The arrows and numbers indicate 
just how these separate strokes are joined together to 
form the perfect letter. The great advantage of this 
Roman alphabet is that it does not tie the beginner 
down to any strict orthodox rule of crossing a “t” or 
dotting an “‘i,”’ but allows plenty of freedom and room 
for originality on the part of the student. Take, for 
example, the lower-case letters where two or more dif- 
ferent designs are shown of each letter. Notice how 


Reading matter continued on page 60 
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Everybody recognizes the Venus 
de Milo as the supreme achieve- 
ment of the sculptor’s art. 








Type GSX-171 


High power tubes 
for use in last stage 
of audio amplifica- 
tion give increased 
volume. 


Price $4.50 
Look for the red 
box 


Profits Follow the Crowd 


People soon recognize superiority, whether in radio tubes 
or any other combination of art and skill. 


Gold Seal Tubes have won public favor—sales increas- 
ing by leaps and bounds. Are you riding on this profit- 
wave of popularity? 

Made right, sold right, and guaranteed right — by a 


company whose record is your best assurance of per- 
manence and a square deal to both jobber and dealer. 





Yes, quality counts. It is making money for hundreds 


Type GSX 216B Type GSX-112 : 
Foruseinbatteryeiimina- High power tubes of Gold Seal dealers right now. You should be sharing 
tors to rectify alternating for use in last in this success. 


current—advantageousin stageofaudioam- 
supplying the higher cur- plification give 
rent required by power increasedvolume. 


tube equipped sets. Price $4.50. Look Insist on genuine GOLD SEAL Radio Tubes— 


List price $7.50 for the red box 
All Standard Types 


Type GSX201A $2.00 Type GSX120 .$2.50 Type GSX216B .. $7.50 
* GSX199. 2.25 “% GSX200A 4.00 “ GSX112.... 4.50 
© GBI99. . 2.28 ** GSX171 . 4.50 ‘* GSX20-Hy-Mu 4.00 


If not obtainable from your jobber, write us for particu- 
lars of our attractive dealer proposition. 


Have you seen the new Gold Seal window and counter 
displays? Ask your jobber or write us today. 


Gold Seal 


Radio ‘Tubes 





we ein see Type GSX-20Hy-Mu 

or use as detector 

only, giving supe- For use only in the pop- Jobbers! Some desirable territories still open. 
rior strength on ular resistance coupled Full Protection. Write for particulars. 


weak signals — es- amplification, highly effi- 
pecially desirable cient in this system. 


” Zendiee awe GOLD SEAL ELECTRICAL CO. 


INCORPORATED 


All Standard Types : 250 PARK AVE., NEW YORK 
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these letters are condensed or extended; this is for con- 
venience where space is limited, or to extend a word 
to make all lines of lettering even. 


Exercise Patience 


A beginner at show card writing should be willing 
to devote from one to three hours on his first attempts. 
By exercising patience and perseverance, he will soon 
be able to produce in one-half hour what initially re- 
quired two or more hours. The longest way ’round 
is the shortest way there. Practice alone makes per- 
fect in show card writing. Brush manipulation and 
single stroke perfection first, and speed will naturally 
follow later. Some beginners at this well paying com- 
mercial art give up too easily, particularly where they 
are not in a position to receive personal instruction and 
encouragement from one who is qualified to teach. 


Nowadays It’s Different 


Think what a beginner a few years back was up 
against; he had to cut and trim his own brushes, which 
had then to be “broken in” before they would make 
clean single strokes. He had to mix his own colors 
with mortar and pestle, and be satisfied with uncoated 
surface cardboard to work on. Everything is different 
nowadays due to this wonderful age we are living in, 
and it is the “Live Wire” who takes advantage of spe- 
cial opportunities like this who reaps the benefit in dol- 
lars and cents. 

The twenty-six letters of the Roman alphabet are 
divided as follows: First comes the basic angle strokes 
used in forming the capital letters A K M N V W X 
Y Z. Next come the horizontal strokes used in forming 
the letters A E F H L T Z. Then the perpendicular 
strokes which are the basic strokes used in forming 
letters BDEFHIJKULMNPRT and Y. 

Most beginners are likely to make mistakes only to 
be discovered when the card is finished; if the mistake 
is not too large it may be fixed in several ways. If 
the card is of rough uncoated surface, the letters may 
be removed by either washing with water and a piece 
of absorbent cotton, or erasing with a very sharp 
knife. If the card is of white glossy coated surface 
tear off a strip of the coated paper from the back of 
the card and paste it over the word to be corrected; 
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do not cut the paper any wider than the word it is 
pasted over, and if a neat job is done using white 
library paste it will not show the patch. 





Why Not a Display Scrap Book? 


SCRAP book can be made the basis of many excel- 
A lent windows. Every issue of HARDWARE AGE 
contains pictures of proven displays. Such pictures 
should be pasted into a scrap book and indexed. Space 
should also be provided in the book for notes and ideas, 
which, can be written under the displays. It will not 
be very long until you will find yourself the possessor 
of a very valuable window book, containing ideas and 
helps on all kinds of displays. Often a part of some 
display can be elaborated into a special one to fit your 
windows. A kink used with some certain type of 
merchandise may work to equal advantage in showing 
other goods. 





Keep a Record of Window Trims 
EEP a record of your window displays. Set down 
kK the date, type of trim, goods shown, number of 
days the display was kept in the window, and the re- 
sults. Such a record will tell the merchant what his 
best displays have been, and what ones were failures. 
The big department stores invariably keep careful 
records of their windows and profit by carefully study- 
ing these reports. General impressions count of course, 
but cold facts will often demonstrate that the window 
you like the best is in reality a poor seller. 


Reading matter continued on page 62 
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‘“They’re the four fastest sellers 





Dealers’ enthusiasm for Griswold Skillets and Covers, 
Griswold Tite-Top Dutch Ovens, Griswold Waffle Irons, 
Griswold Food Choppers, come rolling in fast with 
orders. “Completely sold out before those other rush 
shipments could arrive”... “Display Griswold!— 
that’s the best advice I can give the other fellow” 
“Never in all my years of hardware dealing have I had 
items that pushed themselves like these four Griswolds !”’ 


The Griswold Skillet with Cover self-bastes. Here’s 
the only Skillet made that has its own Cover! Similar 
self-basting cover on the Griswold Tite-Top Dutch Oven 
has been making that cast iron wonder famous for over 
half a century—the Dutch Oven that challenges any 
meat to stay tough inside it! The Griswold Waffle Iron 
turns out perfect waffles—fast! The Griswold Com- 


in the hardware line” 


bination Meat and Food Chopper cuts, not squeezes! 
Order these and all nationally advertised Griswold Cook- 
ing Utensils from your jobber today. With the special 
display stands free with your order, you can build up 
window displays that pull like magnets. Display cards, 
recipe books, folders—free. Bulletins and prices on 
request. 


THE GRISWOLD MFG. CO. 


ERIE, PENNA., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron and Aluminum, 
Waffle Irons, Food Choppers, Reversible Stove and Furnace Pipe Dampers, 
Fruit Presses, Mail Boxes, Bolo and other Portable Bake Ovens, Gas 
Hot Plates, Electric Waffle Bakers and Electric Hot Plates. 


The Line That's Fine at Cooking Time 


GRIS WOOL D 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 9, 1927. Hotel 
headquarters, New Peabody Hotel, 
Memphis. Charles F. Rockwell, secre- 
tary-treasurer, 342 Madison Avenue, 
New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
[MPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, Feb. 2, 
3, 1927. Headquarters, Hotel Taft. 
Henry S. Hitchcock, secretary, Wood- 
bury. Nutmeggers “Night Before,” 
Feb. 1. 

IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CoNn- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15. 16, 
17, 1927. Leon D. Nish. secretary- 
treasurer, Elgin, Il. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25. 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-9138 
Meyer Kiser Bank Building. Indian- 
apolis. Ind. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8. 9, 10, 11, 1927. A. R. Sale, 
secretary. Mason City. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville. Feb. 1, 2. 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building. Louisville. 

LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus. Miss. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretarv. 


Marine City. K. S. Judson, 248 Morris 





Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1929. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. &. 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION. 
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Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer. 
Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEa- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 

SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 9, 1927. Ho- 
tel headquarters, New Peabody Hotel, 
Memphis. John Donnan, secretary- 
treasurer, Richmond, Va. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer. 
Nicollet Avenue and 24th Street, Min- 
neapolis. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St.. 
Richmond. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary. 
Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 


1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 


treasurer, Stevens Point. 
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Tell Santa about this kit 


Eveready-Mazda Automobile Lamp Kit No. 

1742. Handsomely enameled in color, sub- 

stantially made of metal. Fits side pockets 

of car, can be thrown in tool-box without 

danger of breaking lamps, List price, empty, 

25c. Will quadruple your sales of Eveready- 
Mazda Lamps. 








WHEN you dress your Christmas window it will pay you to 
feature the Eveready-Mazda Automobile Lamp Kit, for it makes 
a fine little gift. Inexpensive. Neat. Attractive. And useful. 
Holds two Eveready-Mazda headlight Lamps, and two Eveready- 
Mazda side, rear or instrument Lamps. Price, empty, is only 25c, 
which makes it just the thing for a youngster to buy for dad. 
With a little display work, and a minimum of salesmanship, you 
ought to sell a lot of these kits as Christmas gifts. Order from 
your jobber. 


NATIONAL CARBON COMPANY, INc. 


New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


MAZDA 
AUTOMOBILE LAMPS 
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HACK SAWS 


Here are two brands of Hack Saw Blades you can offer your 
trade with the utmost confidence that they will produce the re- 
peat orders that make hack saw business profitable. 








GP-888 All Hard Blades 
GP 


with just the proper set for fast, clean cutting. 





work could be made. 
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GP-777 Flexible Blades 
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G I a flexible blade is the economical blade to use. 
ee 





and still perform very creditably. 


GOODELL-PRATT COMPANY 


C7 =F ‘ 
GREENFIELD, etootaantihe, MASS., U. S. A. 





GOODELL-PRATT 





___ 1500 GOOD TOOLS 


SS 


Made of superfine hot rolled steel. Sharp milled teeth 


LAETOLI 
Every step in the specially developed hardening process 
is automatically controlled by sensitive electric devices. 


ALL-HARD No finer, more uniform blade for general all around 


When twists and side strains are sure to be encountered 


The teeth and back are just as carefully hardened, but 
; ; , the center is left soft. 


FLEXIBLE It’s surprising how much grief these blades will stand 


_ 
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Ed. Jones Is a Specialist in ‘Tools 


and Radio 


San Francisco Hardware Man Shows How to Successfully 
Combat the Influence of Department or Chain Stores 


D. JONES, 1261 Market Street, San Francisco, is 

a specialist in tools and radio. He stocks and 

sells some auxiliary lines of merchandise, but 
tools and radio are the principal items in his store, and 
he is known all around the San Francisco Bay district 
for the quality and variety of his tool stock, also for 
his knowledge of tools and of their uses. 

In these days when it is commonplace to say that 
everybody is a specialist, it is interesting to cite the case 
of Ed. Jones as a con- 
spicuous example of 
what many believe is 
the outlet of salva- 
tion for the indepen- 
dent hardware retailer. 
With the development 
of modern methods of 
merchandising, the 
growth of chain 
stores, specialty shops, 
etc., the case of Ed. 
Jones is both interest- 
ing and instructive.. 

There are many 
(and the number is 
increasing every 
year) who believe 
that the day of the old time hardware store is about 
over. The modern city hardware store is either a highly 
specialized department store or it isn’t much of anything. 
A general store, today, unless it is departmentized, 1s 
too difficult to manage efficiently, it cannot compete with 
chain stores and specialty shops because its buying 
power is limited and its stock turnover is_ relatively 
small, and its overhead is usually out of all proportion 
to what it should be. 

Consequently there are some authorities who think 
that the evolution of the hardware business will be in 
the direction of the specialty store. There will be some 
who will specialize in tools, others in electrical supplies 
and appliances, others in cutlery, others in builders’ 
hardware, others in household utensils, etc., or in a 
combination of two or three special lines. In other 
words the hardware man of the future is likely to be 
very much more of a specialist than he is today. 

And the natural question that arises whenever this 
statement is made is this: Can he be successful as 
a specialist? The answer, of course, will depend in 
large measure on the individual who specializes. But 
it is only fair to say that many authorities believe that 
the salvation of the independent hardware merchant in 
the larger communities depends on specialization. 

As a pathfinder in this direction the case of Ed. 
Jones of San Francisco is interesting. He has been 
eminently successful in every way. He carries a stock 
of tools that would be considered a large one by the 
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The tool and radio shop of Ed. Jones, 1261 Market Street, San Francisco 


average hardware merchant. But it is not iarge for 
his trade. It represents a capital investment of several 


thousands of dollars, but he turns his stock about four 
times annually. 

The chief things responsible for this are as follows:. 
The ability of Mr. Jones and his sales force; reputa- 
tion as a specialist, and the advertising derived from 
satisfied customers; newspaper and street car advertis- 
ing; fair prices; good location. 


In reference to the 
latter it may be men- 
tioned that the Jones 
store while on the 
main thoroughfare of 
San Francisco is 
somewhat removed 
from the center of the 
retail shopping dis- 
trict. And there is a 
reason for that, a 
studied purpose. 

In these days of con- 
gestion and heavy 
traffic, the store that 
is in the center of the 
retail shopping dis- 
trict is in some re- 
spects at a disadvantage. Many women go shopping in 
their cars. In San Francisco some of the larger de- 
partment stores have provided parking space on their 
own property for the convenience of customers. In 
Jones’ case, while he does not have many women cus- 
tomers, he does have a large number of small factories, 
shops, etc., as steady customers. When they need 
something they send for it. They could not afford to 
have one of their trucks go down into the heart of the 
shopping district to get some tools. Because of the lo- 
cation of the Jones’ store in an uncongested section, 
local firms can send their trucks to his store for their 
requirements, with the minimum loss of time. Needless 
to say Jones has made the most of this in his adver- 
tising. 

Another thing, Jones’ store is so arranged that it is 
easy for a customer to serve himself. Everything is 
out in the open, easy to reach, plainly price-marked, 
and in its proper place. Most of his customers enter 
the store go to the particular rack or shelf where the 
tool or tools are that they want, help themselves, pay 
for the merchandise and walk out. 

There are many things that could be written about 
the Jones store, but one should see it to appreciate it 
properly. But it is an outstanding example of what 
can be done by specialization, even in the hardware busi- 
ness. There are hundreds of others probably, and we 
shall be glad to hear of particular cases of successful 
specialization in hardware. 
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Antipodean Wraith Sells Garden Tools 


Ghosts May Walk, But Murray of Parramatta, Australia, Made 
This One “Talk”—A Lesson in Opportunism 


HE Sidney (Australia) Daily Guardian, for- 
warded to us by the progressive hardware firm of 
Murrays of Parramatta, contains the following 
most interesting story of the pulling power of a shadow: 

One still night, in Parramatta, just four weeks ago, 
a solitary pedestrian paused in the garden near St. John’s 
Church to gaze across at the Murray building, one of 
those large edifices that has lent modernity to Parramatta 
without seemingly disturbing its ancient calm. 

(N. B.: The Guardian’s ghost editor is writing in the 
approved ghost story style. ) 

His gaze roved to the roof, to the southern turret— 
and then grew wide-eyed with amazement. 

On the parapet of the turret a man was leaning— 
or something shaped like a man; above the edge of the 
parapet were visible the head and bust of a white figure, 
the elbows appearing to rest on the stonework. 


It Was Queer 


Being a Parramatta man, the watcher knew that the 
staff of Murrays, Ltd., were not working back, and 
that the door leading to the turret was always locked. 

He was not superstitious, but it was certainly queer. 

. He was glad when another pedestrian approached 
with an unhurried tread of Parramatta, and paused 
nearby. 

The phenomenon was pointed out to him and to 
everyone else who came that way. 

A crowd gathered slowly, gazed at the figure, and 
discussed it with resolute scepticism. 

One man, with a hearty—if somewhat forced—laugh 
mentioned the word “ghost.” 

Everyone laughed strainedly. They were not super- 
stitious, of course, but it was certainly queer. 


The DeaJ Contractor 


It was particularly queer, someone remarked, that im- 
mediately below where the figure stood there was set, 


in the wall, a stone inscribed “National School, erected 
A. D. 1866.” 

Someone else called to minf that one of the con- 
tractors had died while the building was being erected. 
Being Parramatta, everyone knew next morning. 

It was a very sunny day. Several men went up to 
the turret to investigate. They found nothing. 


Their Theories 


Every night a crowd gathered to see the “ghost.” 

They theorized. It was a reflection from a mirror in 
some shop. It was a swinging street lamp and a tree’s 
shadow. 

Several courageous spirits went up to the turret at night 
—and found not even a shadow. 

At the end of a week the nightly crowd of ghost-gazers 
had become so thick that the police had to move them on. 

People came from Rockdale to the east, and Liver- 
pool to the south, and from all quarters to see the specter 
of the turret. 

They were never disappointed. Every night the fig- 
ure was visible, now dim, now distinct. 


On the Spot 


But one night there was something else on the parapet. 
‘At the ghost’s right hand hung a placard, which said: 

“Buy your garden tools from Murrays.” 

Mr. Murray, you see, is an opportunist. If a ghost 
chooses to inhabit his roof, he must pay his way. 

So the ghost sold garden tools and appeared quite 
indifferent. 

You see, Mr. Murray had investigated for himself, 
and discovered that the ghost’s head was a pillar of 
the turret, his bust a section of the interior wall, these 
being the only portions of the turret which caught the 
light of a nearby street lamp. 

But Mr. Murray had no desire to disillusion anybody, 
and business is business, even in Parramatta. 





Salesmanship on 


the Hiring Line 


By Harry Botsford 


NE of the best salesmen | ever knew was the em- 

ployment manager of a certain Indiana manufac- 
turing concern. Incidentally he was about the best em- 
ployment manager | ever knew! The labor turnover in 
that plant was remarkably low. 

It was a real treat to watch him hire a new worker. 
[f the man’s training fitted him for the job in question 
this employment manager started in to “sell” the man 
on the position he was about to fill. First of all he told 
the man the scale of wages under which he would 
work and he explained, very fully, the plan worked 
out for advances in wages. Then he switched from that 
to the company plan of promotion—how it worked, how 


every intelligent workman could take advantage of that 
plan to secure for himself a deserved promotion. 

Then he explained certain phases of the company 
plans: How the mutual insurance plan worked; the 
prices charged for good food in the company-operated 
cafeteria; how the various “Clubs” worked and in this 
classification was “The Potato Club,” the “Coal Club”— 
little weekly saving plans which enabled the married 
workers to save for a winter’s supply of potatoes or coal 
which was bought at low prices by the company and 
sold to the members of the “club” who had donated a 
percentage of their wages each week into the fund 
(Continued on page 70) 
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No. 5206—All-steel Block Plane, 6 
inches, 154-inch cutter 


No. 708—Auto-Set Smooth Plane, 8 
inches, 13%4-inch cutter 

No. 217—Block Plane, 7% inches, 
1%-inch cutter 

No. 409— Smooth Plane, 9 inches, 
2-inch cutter 

No. 507—Rabbet Block Plane, 7 
inches, 1%-inch cutter 

No. 714—Auto-Set Jack Plane, 14 
inches, 8-inch cutter 

No. 5306—Knuckle Joint Block Plane, 
6 inches, 15-inch cutter 

No. 414—Jack Plane, 14 inches, 
2-inch cutter 
Display board is 15 x 25 inches and 

weighs, complete, 26% lbs. Assort- 

ment packed in a case. 








New York: 92-98 Centre St. 











It simplifies figuring and saves time in arriving at a price for any given quantity. 


Aocks & Flardware 


Give your 
planes 


a show! 
This display board 


will increase your 
sales of Sargent 
Planes. It is free! 


THIS Sargent display board 
costs you nothing—it’s fur- 
nished free withthisselected : 
assortment of saleable Sar- 
gent Planes. It puts your 
planes out where they can 
be seen and examined by 
every carpenter who comes 
in your store. It can be 
used on counter or in show 
window. It can also be sus- 
pended from shelves. 


This board contains an assortment of fast 
sellers. Planes that are needed at every 
work-bench and which are used and known 
by carpenters the country over. All are 
expertly designed, carefully constructed 
of lasting materials, and beautifully finished. 
Each has cutter of chromium steel which 
takes a remarkably keen edge and holds it 
longer than any alloy we've ever tested. 
Write today for this assortment and dis- 
play board or for price, etc. We will fur- 
nish interesting folders for customer dis- 
tribution. 


SARGENT & COMPANY, Hardware Manufacturers 
NEW HAVEN, CONN. 


Chicago: Wacker Drive at Randolph 


It is most convenient 
at inventory time. 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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You Can't REMIND Them 
Too Often 


Mechanics, like most of us, are sometimes forgetful. 
They know about GENUINE ARMSTRONG PIPE 
TOOLS, but need a timely remainder now and then to 
stimulate sales. 
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The purpose of Armstrong advertising is to remind this 
great army of mechanics that your store is the place 


to look for GENUINE ARMSTRONG PIPE TOOLS. 
“To 


Armstrong advertising does more, it tells them: 
buy from YOU instead of US.” 


A good WINDOW display will do the reminding and 
GENUINE ARMSTRONG PIPE TOOLS will do the 
selling. We stand back of every tool and every Jobber 
and Dealer who sells them. Why not capitalize on the 
sixty years’ reputation which these tools have justly 
earned ? 


Please order from your Jobber—he deserves our pro- 
tection and your support. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 


BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 
enutLne 


ARMSTRONG’ 


STOCKS, DIES , WATER St ABest rg 
AND THREADING MACHINES 
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“The Vanishing Point of Profit” 
Letters 


(Continued from page 31) 


have tried to avoid it as much as we possibly can ; though 
there are times when we must purchase small quantities 
frequently in order to fill in our stocks. We try always 
to avoid this wherever possible. 

The purchase of small orders from us by our customers 
has proved extremely expensive to us. We have a great 
many parcel post and express shipments daily, and the 
cost of distributing, billing and collecting for these small 
shipments is very much more expensive than the handling 
of large orders. Yet we are unable to get any higher 
prices for the materials on these small orders than we 
get for the large orders of the same materials. Com- 
petitive conditions seem to make it impossible to get a 
proper profit on these expensive small shipments. 

(Signed) Atvin M. Smirtu, President 
Smith-Courtney Company, Richmond, Va. 


Secy., Southern Supply & Machinery Dealers Assn. 


————— Se 


Much Food for Thought 


HERE is certainly much food for thought in the 

editorial, “The Vanishing Point of Profit.” It hits 
the nail on the head—it is the “stuff” the whole country 
needs. 

Agitation of this kind from business sources of high 
standing all over the country should accomplish some- 
thing. Certainly something needs to be done to help 
overcome this serious problem. 

( Signed ) P. H. Brooks, 
Odell Hardware Company, Greensboro, 


pe t.. 


Not Much More to Say 


AVE read Llew Soule’s editorial entitled “The 
Vanishing Point of Profit,” produced in the 
HARDWARE AGE of December 2. 

There is really nothing much more to be said. Llew 
has covered the ground completely. The ever increas- 
ing number of small and unprofitable orders, many of 
them the result of jobbers combing the territory toc 
closely, may yet be the ruination of those who inaugur- 
ated this plan. There is only one answer to the question 
—the jobber buying in small quantities will have to pay 
for the service rendered and pass this cost on to the 
retailer who in turn to save his own hide will have to 
pass it on to the ultimate consumer. 

(Signed) J. Cas. Ross, 
The Edwards & Chamberlin Hardware Co., 
Kalamazoo, Mass. 
N. R. H. A. Director. 





Too Many Small Orders 


HE writer has carefully read over Llew Soule’s edi- 

torial and would state he has evidently given this a 
great deal of thought and has covered the situation in 
a very complete and instructive manner. There is a 
great deal of food for thought in this editorial and it 
brings to the writer's mind part of Mr. Norvell’s 
thoughts of a few weeks ago, wherein he states there 
are entirely too many retailers and I would add to his 
paper that there are getting to be entirely too many 
small jobbers and distributors, which mean simply one 
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‘thing—too many retailers—too many small orders; too 
many wholesalers, too many small orders. Adding these ‘elok a 
two together will give you a total of too many small ft 
orders for the manufacturers which means an increased 
cost to them and this will naturally be passed back to 
the wholesaler, retailer and consumer. 
(Signed) H. J. Funk, 
Albany Hardware & Iron Co., Albany, N. Y. 





Best Llew Has Written 


HIS is one of the best editorials Llew Soule has 
ever written. 

In as much as retailers as well as jobbers have been 
so “fed up” on hand-to-mouth buying and quick turn 
over, how can the jobber expect to increase the small 
sales from the retailer? The question of limited stocks 
and quick turnover is sound business provided it is 
not over done. 





The solution is not to contend against this method of 
buying but over doing it. We think you can do a great Your customers are 
deal toward educating the retailer. interested in efficiency! 
(Signed) E, E. TEEGARDIN, 
The Stollberg Hardware & Paint Co., Toledo, Ohio. HE old mill, while very picturesque, could 





hardly be called efficient. Modern conditions 
require an efficient hand or power mill that can 
be successfully used in the home. Arcade Flour 


Covers a Big Territory 


NDOUBTEDLY Llew Soule’s editorial on “Vanish- Mills answer all these requirements. They rep- 
ing Point of Profit” is good and covers a big terri- resent a most careful study of existing conditions, 
tory. I regret that I am not able, on account of inexperi- resulting in construction of the highest and most 
ence in the line mentioned, to give you any data on this modern type. Your customers will recognize 
subject. their merit. 
Our organization has never had a system whereby we 


: EXAMINE THESE 
could determine this matter. We, of course, know that orn A TUS 


a great many very small orders are not profitable to us, 


i : —Fi be produced in a 
but the bitter has to be taken with the sweet, and we do ce of fineness ¢ d. 


degree o neness due toe ad- 
justable grinding burrs. 


not believe that we suffer in this territory as much from —Also adapted to the grinding of 
the “‘hand-to-mouth” buying as the jobbers in the East na. oh detiiaiie 
and West. aw parts to get out of 
(Signed) W. C. Holleyman, Vice-President, <= tiitip enn be cameed tm any 
Beck & Gregg Hardware Co., Atlanta, Ga. —No. 2 Mill is built to be 


operated by belt or hand 





Should Get Dealer Thinking 


HAVE read your article on “The Vanishing Point of 

Profit.” This has been gone over very carefully and 
I heartily agree with you on this topic. 

This should at least get the dealer to thinking. The- 
points that you have brought out in this article, if they 
will sit down and go over the matter as you have sug- 
gested will, no doubt, throw an entirely different light 
on the retailing of merchandise today, and it is also an 
item that it is well for the jobber to give serious con- 
sideration. 

(Signed) H. W. GELLER, President, 
Geller Ward & Hasner Hardware Co., St. Louis, Mo. 





No. 1 Arcade Flour Mill 
We also manufacture a 
power driven mill (No. 
3) which is equipped 
with automatic sifting 
device. This feature 
makes it especially de- 
sirable for use in the 
small store or on the 
No. 2 Arcade Flour Mill farm. 








Hits Nail on Head Write us for catalog. Ask your jobber for prices. 
66 HE Vanishing Point of Profit” an editorial by ARCADE MANUFACTURING CO. 
Llew Soule, is to my mind a splendid article. FREEPORT, ILL. 


He surely has “hit the nail on the head,’ and we, as 


jobbers, agree with him absolutely. 
My company has tried to make it a point to place good 
big orders with the manufacturers, instead of small ones, 


so that the manufacturers can make a reasonable profit 
he pA 





on the business we give them, and of course it is im- 
portant to us that the retailer give us fairly good sized and 
(Continued on page 72) 
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Salesmanship on the Hiring Line 


(Continued from page 66) 


which made the joint purchase possible. The company 
hospital came in for a little talk and so did the various 
department ball teams, bowling teams and the like. 
The employment manager never failed to outline the 
scope of the local Safety Council and he never forgot 
to mention the prize awards for suggestions offered in 
all departments each month. 

Before the new worker left the employment office 
he had been told of a number of reasons why the new 
job was really valuable. When the new worker went 
to his machine he knew the name of his foreman, the 
name of the department head—in fact, the employ- 
ment manager did his very best to see that the new 
man didn’t start in a total stranger. 

Did the plan work? Was the time thus spent 
worth while? Absolutely! Nine times out of ten 
it started the new worker on the job enthusiastically 
—and it never failed to instill in the new worker some 
degree of natural loyalty. And loyalty is usually the 
sole attribute of old workers—and an asset beyond 
price. 

Why not a little more selling effort on the hiring 
line? I know of no place where selling effort re- 
turns greater or more substantial dividends. Usually 
it takes weeks for the new worker to become oriented 


and during that experimental period the worker's . 


loyalty is made—or unmade. He has to discover, too 
often, everything for himself. Sometimes the older 
workers will tell him things but very often every 
single fact must be painfully dug up. 

Labor turnover—whether you are hiring and firing 
common labor, clerks, salesmen or technical men, is 
an expensive proposition. It costs money to train 
men to work for you—and with you. More than one 
concern has gone to the wall simply because of the 
burden imposed by such an item of overhead. 

Why not tell the new worker some of the advantages 
of enrolling under your banner? Certainly there must 
be certain and specific advantages! If such advan- 
tages do not exist and if they are not utterly and out- 
rightly obvious, there must be something wrong with 
your business or your methods. That’s straight talk 
—but it’s the solemn truth. 

And a little salesmanship at the time of hiring 
does much to “sell” a certain influence you seldom 
see—but which is all-powerful in shaping the course 
of the new worker. I refer to the home influence— 
that influence exercised by parent, sister, brother or 
wife. If you properly “sell” the new worker, you 
may rest assured that he will transmit that salesman- 
ship to those nearest and dearest to him. If the wife 
of a worker knows the advantages and opportunities 








have them in stock. 





Send in Your Order for Spring 


FOR 


BABCOCK SPRUCE 
LADDERS 


We will give you spring dating and guarantee 
the price. You can’t sell the goods unless you 


WE PAY THE FREIGHT 


W.W. BABCOCK & CO. 


BATH, N. Y. 
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that exist in the organization that is paying her hus- 
band his weekly wage, you may rest assured that 
you have enlisted the hearty support of an able ally. 
Suppose the husband is tempted to shift to another 
firm—and the wife objects and places on the table 
before the family council the facts as they relate to 
the substantial advantages the husband forfeits if 
he leaves his present work—that pressure seldom 
fails to exercise its will. And that is a big score for 
salesmanship on the hiring line. If the wife knows 
something of the method of wage-increases and of 
methods surrounding promotions you may rest as- 
sured that she will check up on her husband’s prog- 
ress and if he is lagging she will do her level best to 
see that his interest is stimulated—and she’ll do it 
in her own peculiar method which may be pleasant 
or unpleasant—but effective. 

Fully half of the “drifters” in both skilled and un- 
skilled occupations shift from one job to another sim- 
ply because they have never run up against any real 
salesmanship on the hiring line and they change jobs 
before they ever find out if they are working for a 
real concern or a real organization or not. These 
“drifters,” if they might be convinced that it was to 
their material advantage to settle down to one line 
of work in one organization, might become most excel- 
lent employees. As a matter of fact I have known 
several reformed “drifters” who were exceedingly 
valuable men. 

Every new name added to your pay roll represents 
a potential “drifter.” If you fail to inject some sales- 
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manship into the business of hiring the chances are 
that you are doing something that will add to this 
great army of sporadic workers who drift here and 
there, imposing heavy penalties on those who hire 
them. And if you do start using salesmanship in the 
business of hiring, back up that salesmanship with 
works—for promises that are not kept or promises 
that are half kept represent a species of negative 
salesmanship that is far worse and far more danger- 
ous than no salesmanship at all. 

In the final analysis, if you fail to use something 
of the art and science of selling when you are hiring 
you are cheating two important individuals: yourself 
and the worker. 

Judiciously and wisely applied, backed by works, 
such salesmanship will pay substantial and perpetual 
dividends. 





Think It Over 


F we all knew how slight is the difference in effort 
required to produce high-grade and low-grade ser- 
vice there would be mighty little low-grade service. 
Indifferent service is usually the result of an indif- 
ferent habit of mind. 

A business house can be no better than the indi- 
viduals in it. And a business organized by progres- 
sive individuals succeds, while an indifferent individual 
and an indifferent business flounder in the sea of 
despair. 
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Standard 


a  -— 





People in Your Locality 
Want Electric Stoves 


Let your customers know you 
carry a practical line and your 
sales will practically take care of 


a Let us send you Catalog No. 15. 


The Standard Electric Stove Co. 
Toledo, Ohio 
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It sells on sight! 


Building 
Neatness 


into the homes 
of a nation 


liousewives, builders, con- 


tractors and architects are 


learning about the K-V 
Clothes Closet Fixture from 
national advertising. 


We are showing them how 
old closets may be made 
more capacious and orderly. 
We are proving that new 
closets (ike the one on the 
right) may be built smaller, 
without loss of garment ca- 
pacity. 

Hiook up your store with this 
constructive advertising 
campaign! 

It will pay you to display 
the K-V Fixture prominent- 
ly. Every home can use 
from one to a dozen. Archi- 
tects and builders can and 
do specify many gross dur- 
inga year. The profit makes 
the article worth pushing 


The K-V Clothes Closet Fix- 
ture comes in sizes from 12” 
to 60” long. 


KNAPE & VOGT 

MANUFACTURING CO. 

Grand Rapids, Michigan 
Dept. 712. 


Closet 
Fixture 











Get this Catalog! 


This instruction book and 
catalog carries a real mes- 
sage. Clip the coupon and 
send for it. The K-V Clothes 
Closet Fixture means quick 
profits and a good volume of 
new business for you! 








Dept. 712 


Knape & Vogt Manufacturing Co., 


Grand Rapids, Mich. 


Viease send me, without obligation, your illustrated catalog of 


the K-V Clothes Closet Fixture 
and demonstrate. 


Name 


Address 


with instructions how to mount 
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Letters on “The Vanishing Point 
of Profit’’ 


(Continued from page 69) 


orders, so that we can make a reasonable profit, instead 
‘of having us fill so many little parcel post or express 





orders everyday, on which we can make absolutely 
nothing, while we could make a fair profit if he would 
consolidate these orders and let us ship them out by 
freight or by truck line two or three times a week. 
Congratulate Mr. Soule upon this splendid article. 
(Signed) D. D. PEpEN, Vice-President & Treasurer, 
Peden Iron and Steel Company, Houston, Texas. 


An Interesting Analysis 
IRST let 


editorials. 

I’merson, we believe it was, who said, ““We have 
accomplished much if we can simply make men think.” 
Still another writer says, ‘““The idea is not to talk your 
business all the time, but to think it all the time.”’ 

It must be borne in mind that there are “sales’’ and 
then again there are “orders,” and the manufacturer, 
the jobber and the retail merchant will always be called 
upon to handle both. I can’t altogether agree to this 
‘“‘cost-per-transaction” method of computation. The 
profit on all sales or orders will not vanish at any given 
point. 

To say that a profit vanishes at $22.50 or $17.50 as 
you mention may be true in some cases, but it is equally 


us congratulate you on your recent 


true that there never was a profit, (to say nothing about 
‘it vanishing at a given amount) on a transaction that 





might amount to $50 or $100 and it is equally true that 


there might be a profit and a satisfactory one on a $5 
sale or order. 

Isn't it more the quality of the sale rather than the 
amount that determines the vanishing point? A retail 
merchant may tell you that his average sale is $1 and yet 
he may make, right along, more gross profit at no addi- 
tional expense by handling two 50 cent sales rather 
than one of $I. 

What might be termed “orders” rather than “‘sales’’ 
would be the instances where four or five orders (pre- 
sumably for similar goods ) were sent by a merchant to a 
jobber in a single week. Now I would call these retail 
orders if any considerable portion of the items called 
for were standard, every-day-in-demand goods that the 
local merchant was ordering and re-ordering in broken 
carton lots. 

If the items were in original packages that wouldn't 
call for added expense in packing, then the local merchant 
had imposed a handicap upon himself in the shape of 
increased carriage or transportation charges which 
elevated his costs. If the four or five orders were each 
and all for broken package lots and the jobbing house 
stood the extra packing charges, then both jobber and 
retail merchant had increased costs as result of such 
method or ordering. 

I think well of your designation, requirement buying 
and if the local merchant will cultivate that habit he 
will reduce his parcel post, express and freight expense 
which may materially lower his laid down cost. He may 
find that this will place him in a position to meet com- 
petition and to increase his business. 

If you want to say that the profit vanished at a given 
amount in a retail store, let us say $1, how are you 
going to treat the lost sale that also might have amounted 
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to $1 but which in reality was nil because the merchant 
didn’t have the goods. In that instance wouldn’t it be 
fair to figure a $2 sale rather than a $1 sale and the 
vanishing was caused not by the $1 sale that was made 
but by the lost opportunity for an additional $1 sale 
that was lost—because of carrying to the extreme the 
so-called hand-to-mouth buying policy. 

I firmly believe that in a great many establishments 
there is relatively lost more sales or orders by reason 
of not having the goods when called for than many of 
us realize and to increase any business even 5 or 10 per 
cent to not say anything about 15 or 20 per cent if that 
amount would have been added to the gross business 
would the vanishing point of profit be a problem? 

Certainly in such a case it would not be necessary to 
increase either the force or the overhead. I think re- 
quirement buying is being more generally practiced. 
What have been “vanishing profits’ for some time back 
will be helpful dollars in the cash register that will make 
for more satisfaction to all interests. 

(Signed) W. F. KENNEpDy, 
Ott-Heiskell Company, 
Wheeling, W. Va. 


“Editorial Is a Corker” 


LEW SOULE’S editorial of December 2 “The 
Vanishing Point of Profit” is a corker! 

The speeding up of manufacturing, and of com- 
munication enabling even very prompt emergency order- 
ing, and the great advances in speed of delivery, con- 
tribute to a learning all along the line—manufacturer to 
jobber—to retailer—to consumer—that the “other fel- 
low” shall carry the stock; with the result of this 
“hand-to-mouth buying.” 

It appears that the condition is sufficiently grave that 
schedules of “service charges” must be made to distribute 
this burden. I would suggest that the Hardware Coun- 
cil cooperate in your most wholesome campaign by pre- 
paring a questionnaire on several items to be sent out 
to the trade in an attempt to establish a standard uniform 
“service charge” for all “broken package” or “minimum 
lot” transactions. 

(Signed) F. ALEXANDER CHANDLER, 
Chandler & Farquhar Company, Boston, Mass. 





Right to the Point 


66 HE Vanishing Point of Profit,” in the Dec. 2 
issue of HARDWARE AGE is right to the point. 
This is equally the problem of the dealer, the jobber and 
the manufacturer and what we need is harmonious co- 
operation between all of them to properly solve it. 
What is good for one, must ultimately be good for all. 
(Signed) Joun A. DENHOLM, Sales Manager, 
John M. Hart Co., Chicago, III. 





Editorial Very Concise 


E read Llew Soule’s editorial, “The Vanishing 

Point of Profit,” with a great deal of interest. 
We have heard a great many discussions on hand-to- 
mouth buying and selling, and we have also read some 
articles on same. 

We are glad to state that your editorial covers the mat- 
ter more concisely than any article we have read or any 
discussion we have heard. 

(Signed) B. Morrison, 
Fones Brothers Hardware Co., Little Rock, Ark. 
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Where the genuine, perfected NORTON Deer Cleser—and 
nothing eise—is manufactured 


Mere Years Prove Little 


An inventor usually is “set” in his ideas—deaf 
to suggestion—blind to needed improvements. 
After a lifetime of “experience” his product 
often falls short of perfection. 


The NORTON today is no more like the first 
NORTON than the modern automobile is like 
its predecessors. The original principle is 
there. But its application has been so im- 
proved as to compare only meagerly with the 
NORTON of other days. 


Nothing radical. Just little betterments the 
inventor overlooked in the working parts—in 
material to reduce wear and friction—in 
manufacturing processes to lessen the human 
equation and assure mechanical accuracy. 


So, the genuine NORTON today maintains its 


leadership. Its improvements are erclusive— 


and nothing “just like it” is a real NORTON. 


NORTON DOOR CLOSER CO. 


2900-18 N.Western Ave.~ Chicago, III. 


The Largest Exclusive Door Closer Manufacturers 
in the World 


There is only One 
GENUINE 


NORTON Door Closer 
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Installment Buying and Selling 


December 16, 1926 





With Everything from Hair Nets to Country Estates Being 

Offered on Easy Terms, the Moral Sense of Responsibility Is 

Being Undermined, Says A. M. Dodd, of the Horton Mfg. Co., 
Fort Wayne, Ind. 


HE purpose of this article is not to offer a brief 

either for or against deferred payments, for in a 

plan so extensively used and applied, there must 
be merits as well as evils. Rather are we concerned not 
so much with the positive side of it, but more particularly 
with those negatives which most certainly must be pres- 
ent and what effect they may have and do have, both now 
and in the future. 

Any analysis of deferred payments as applied to the 
distribution of merchandise must of necessity take into 
consideration the human element and consequently the 
analysis automatically becomes psychological in addition 
to its contemplation of causes and effects from a purely 
cold-blooded business standpoint. 

In thousands of cities and towns throughout the United 
States are tens of thousands of homes occupied by mil- 
lions of people with distinctly human, and easily identi- 
hed, instincts. Some are blessed with plenty of this 
world’s goods, others only moderately, and still others 
with little. 

It is the two latter groups with which we are con- 
cerned, because they constitute the big bulk of the buy- 
ing population and, therefore, exert a decided influence. 


Keeping Up with the Neighbors 


Now in either one of these two groups human instincts 
as old as civilization itself are constantly manifest. Mrs. 
Jones notes that her more fortunate neighbor, Mrs. 
Smith-Brown, has a very new style of curtains, the 
latest thing—and so Mrs. Jones wants some, too. Again, 
Mrs. Smith-Brown one day appears at the curb with 
a new sedan, smart, up-to-the-minute, and Mrs. Jones 
has a heart ache over her three-year-old open car. She 
wants a new sedan. And still again Mrs. Smith-Brown 
has her house done over in a new scheme of decoration 
and furnishing, discarding the old furniture, etc., and 
installing new pieces, harmonious, up-to-date, modern— 
Mrs. Jones wants to have her small and less pretentious 
house done over too. 

And so carry it on into this, that and the other thing, 
the ultimate purchase of which is influenced particularly 
by women, and you have the same instinct and longing 
and wanting asserting itself. Call it envy, if you wish, 
or imitation or what not, but it is a basic human trait 
and that constant wanting becomes a deadly desire held 
in check only by the inability to go out and purchase 
for cash anything the little heart of Mrs. Jones desires. 

The wanting culminating in deadly desire is going on 
in the heart of millions of Mrs. Jones’, and the inability 
to have everything on a cash basis fortunately holds her 
in check and prevents her from going too far in her 
desire to emulate her more fortunate neighbor—were it 
not for the time payment plan. 

Now let it be understood right here that we hold it 
the sacred privilege of humanity to rise above its sur- 
roundings to raise its standard of living, to improve 
itself mentally, morally and physically, and to accumu- 





late as much as possible of this world’s goods, and to 
luxuriate and indulge itself if it so desires, within reason. 
And no man can make a greater contribution than that 
which will help humanity to accomplish and enjoy these 
things just mentioned. 


Questionable Selling Schemes 


But—when the contribution is offered with a definite 
knowledge of that human instinct, deadly desire—and 
the offering is made insidiously instead of on the basis 
of wholesome service, we have a problem to consider. 
And a fact it is that the great wave of installment sell- 
ing and buying has been largely brought about because 
of a definite knowledge of human weaknesses . and 
deadly desire, and it has been made easy, yes tempting, 
for millions to indulge their desires for many things 
far beyond their needs—stations in life or ability to pay. 

The great evil is that a very commendable and basi- 
cally sound recognition of moral stability has been often 
prostituted into a questionable selling scheme—a care- 
fully planned and conceived trick to take advantage of 
a human trait. : 

Under normal conditions, without undue pressure and 
within reason, the average human being will buy what 
he needs—he will indulge himself somewhat perhaps, 
but in ninety-nine cases out of a hundred, will not vio- 
late the confidence reposed in him by a merchant who 
judiciously extends credit of reasonable duration. 

But let the tempter—a low down payment and small 
installments over a long period, whisper to every Tom, 
Dick and Harry, “You can have everything you want,” 
and the moral fibre is broken down, self indulgence 
becomes a dangerous, cancerous vice and a definite sense 
of responsibility fades away before the glamor of op- 
portunity to ape the higher ups. 

With installment selling at a fever heat, and every- 
thing from hair nets to country estates offered on easy 
terms, a devastating disease is slowly but surely under- 
mining the moral sense of responsibility of our people 
to a dangerous degree. 


Consumer Paying for Mounting Costs 


It is an epidemic that must be checked just so surely 
as any plague which affects the physical well being of 
the multitude must be checked. And the great fault 
lies in the fact that a splendid business practice— 
CREDIT—yudiciously extended, has been prostituted 
into a dubious selling scheme. True, great quantities 
of merchandise have been moved and are moving from 
factory to consumer, but distributing costs are mounting 
and the ultimate consumer is paying in many instances, 
more than he should for merchandise bought on time, 
as against the old time method. 

There is an element of risk, even the most so called 
successful admit that and the risk must be safeguarded 
by a penalty which the consumer must pay. 

(Continued on page 76) 
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RINGCO 


BATHROOM 
FIXTURES 
WEAR 


December 16, 1926 








Solid brass is the only practical material for brilliant nickel or pure white. These finishes 
bathroom fixtures. Take the soap dish illus- wear well also making a combination that is 
trated—what other metal will survive as long certain to please the most critical. 


as brass when subjected to the conditions 


found in the bath room? If you want to handle bathroom fixtures 


Attractiveness is another strong feature of that make trade instead of arguments send 
RINGCO =F—-~ Fixtures. You can obtain them in for the RINGC® Catalog and put in a trial 
many beautiful designs, finished in either stock. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 
New York, 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 

















CORBIN 


Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Steve Bolts 

Tire Bolts 
Agricultural Belts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Belt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plaumber’s Chain 
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Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 
Sash Chain 
Escutcheon Pins 


Speedometers 


CORBIN 











UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The Amertcan Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 


CsO<0-650-6-6-65-5 
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| “NorWOoOoD" | 
Square Mesh Farm Gate 








Rigid— Strong and Long Lasting. 
Made of Copper Bearing, Rust Resisting Steel. 


Easy to Erect— Reasonably Priced. 
Good Profit for the Dealer. 


cA great demand for “Norwood” 
Products is being created by our 
systematic campaign of 
advertising. 
Our effective Dealer Helps will 
bring customers to your store. 
You cannot afford to be without 
a stock of “Norwood” Products— 


Ornamental Wire Lawn Fence, Gates, 
Trellis, Tree and Flower Guards, 
Rubbish Consumers. 

WRITE FOR COMPLETE CATALOG. 








H.L. BROWN FENCE & ie CO. 


CINCINNATI, 
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Assortment No. 1100 


OHIO 








SOCKET WRENCH 
"HEADQUARTERS 


With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 

including 75 CHROME NICKEL 

Steel Sockets for Hex and uare 

Offsets, 

nectors, Universai 

, Extensions, etc. Graded in 

to demand. All parts 

interchangeable. Net price, in- 
cluding all- steel cabinet, $54. 


Write us for name of the Walden- 
Worcester ~ and for Socket 
Wrench Catalog No. 6&0. 


STEVENS WALDEN-WORCESTER, INC. 
Mfre. of Walden-Worcester Wrenches 
and Stevens “Speed-Up” Tools 
Worcester, Mass. 
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And the great trouble is that the average human being 
tempted by the lure of easy terms does little or no 
reckoning. When he contracts for the car this summer, 
he thinks not of the coal, clothing or other seasonable 
expenses of next winter, which are not apparent in the 
summer. And when he has indulged himself beyond 
a car into a dozen or more other items, bought on the 
installment plan and has mortgaged himself up to the 
last penny of income, and sometimes more, for these 
things, each month, what, pray you, is to happen in the 
event of unexpected illness, another mouth to feed, or 
other contingencies—to say nothing of possible unem- 
ployment. 

Under those conditions the burden becomes heart 
breaking and inescapable debt, stalking darkly into the 
family every thirty days and laying its clammy hand of 
demand on the harassed household, breaks the moral 
fiber and tends to make cheats and irresponsibles of 
otherwise stable citizens. For he must needs rob Peter 
to pay Paul and pride of itself will tend to prolong 
the final day of reckoning when one or more of the 
erstwhile treasures that came in with a glow of pleasure, 
must be parted with because it is no longer possible 
to keep up the payments. 

The time is coming, and not far off, if the present 
high pressure is maintained, when the burden may make 
itself felt in an unconsciously exerted buyers’ strike. 
No more obligations can be taken on and the ones now 
at hand will be so pressing and so all consuming that 
ordinary necessities may not be purchased. 

It is not mere theory, but rather cold fact, that it is 
already happening. A great increase is noted in the 
business of repair shops—especially on children’s shoes 
—grocers—butchers and the milkmen report delinquency 
on the part of many customers, formerly prompt 
payers. Evidences of dishonesty are cropping up in un- 
expected places—all traceable to an overtaxed income 
because of the purchase of items the consumer could 
ill afford, and yet contracted for, because of easy terms 
at a ridiculously low down payment. And no investiga- 
tion on the part of any seller as to the total amount of 
obligations existing at the time of his particular so-called 
sale. 

It’s a case of going back to first principles—establish- 
ing the amount of individual credit to be extended and 
refusing to permit an individual to obligate himself be- 
yond his means, needs or ability to pay. 

Extend credit judiciously, having in mind the normal 
family needs and reasonable creature comforts, and let 
the other things come after that. Let the first down 
payment be substantial and the monthly terms confined 
to not more than twelve months. 

If not—and if this present riot is kept up, the day 
of reckoning will be speeded. Unless a halt is called 
and credit scrutinized the cold, bold fact that present 
production is and has been speculative will be revealed. 

For the time payment plan has not yet been subjected 
to the test of a business depression, but rather has en- 
joyed its vogue during the past four years, which have 
been suspicious. No one wants to see a business de- 
pression, of course, but that is a thing that would show 
on what a frail structure this so-called production, en- 
tirely distributed by installment selling is builded. 

So why not everybody, bankers, manufacturers, job- 
bers, retailers and consumers realize the errors and fal- 
lacies—call a gradual halt on the present situation, get 
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down to earth, and protect each and every agency 
against calamity which might come, and in so doing put 
our prosperity on a sound basis of facts rather than 
theory. It is generally conceded that the safeguarding 
of today’s prosperity is too thoroughly dependent upon 
the anticipation of the future—and that savors of gam- 
bling and gamblers too frequently take a long chance. 
But granted that, within reason, installment buying and 
selling 1s sound, and you must take the word of experts 
for that, it was never contemplated that it should have 
reached the point or volume with which we are all now 
confronted. So the sooner it is disassociated from the 
distribution of merchandise as the most important part 
of the selling activities just so surely will most of the 
evils of present day distribution be done away with. 

The problem is with us—and a problem it is—so it 
is better to face the issue courageously and openly rather 
than the soft pedal for fear of hurting someone’s feel- 
ings. 

Fearless men have expressed their views, founded on 
sound logic—bankers have sounded a note of warning 
—economists and business forecasters have recognized 
the tendency—the problem is in the limelight. Let us 
all realize that the proper solution is for the best in- 
terest of all and let it be settled in such a way that our 
present wholesome prosperity may be safeguarded for 
years to come and with it the well being, mental, moral 
and physical of each of our 117 million happy con- 
tented and fortunate people. 





Hard Going 


NNOVATIONS, even nowadays, are often looked 
I upon dubiously. But in other days this dubiousness 

was often accompanied by action. The art of print- 
ing, although it was welcomed by many, came in for 
some rough treatment on the part of the copyists, 
whom it replaced. People called even the first printers 
sorcerers and children of the devil—for had they not 
produced numerous copies of manuscripts, each ex- 
actly identical with the other? In some localities ty- 
pographers had to flee for their lives from the opposition 
of disgruntled copyists and superstitious gentry. 

One of the chief opponents of printing in the colonial 
period was Sir William Berkeley, royal governor of 
Virginia, who reported to the King that, thanks to God; 
he had no printing press in his colony and he hoped 
there would be none for three hundred years. Today, 
before the three centuries are up, we find Virginia pro- 
ducing 190 periodicals, to say nothing of thousands of 
books and pamphlets. . 

Railroads were looked upon as pernicious in the old 
days. The sages remarked that it was impossible for 
human beings to travel at the terrific rate of 25 miles 
an hour. Moreover, they declared, locomotives whiz- 
zing by would cause cows grazing along the tracks to 
die of fright. 

The automobile also met with rebuffs. One of the 
first motor cars operated in America was ordered off 
the street by the police while on its trial spin. Even 
after the automobile became more popular its use was re- 
stricted, and in 1899 we find Boston enforcing a rule 
that no automobiles be allowed in public parks between 
the hours of 10.30 a. m. and 9g p. m. 
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It took GOOD boats to 
catch whales 


L 


It takes 
Howrilres 
{Reg. U. S. Patent Office) 


WOOD SCREWS — DRIVE SCREWS 
MACHINE SCREWS—STOVEBOLTS 





to 
Catch and Hold Customers 


CONTINENTAL W OOD SCREW.CO. 
New Bedford, Mass., U. S. A. 
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Quality Snow Shovels 
Galvanized—Spring Steel—Wood 


The Most Complete Line on the Market 
Send for Our Catalog 


RUGG MFG. CO., Greenfield, Mass. 





























(Patented April 21, 1925) | 





Seven different size sockets 
8 in. hex. steel handle—ali in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to > aul 


mechanics and car o wners. 
“Keystone ousine." Write for Discounts. 


The Keystone Manufacturing Co. 


Buffalo, N. Y. 


Sales Representatives—Sarpless, Dunn & Co. 
New York Chicage 
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“MARKWELL” 


Improved 


Automatic RETAILS FOR $5.00 


‘ , he dozen lots, 
Glazier’s aah Ganon 


Point —~ 
7 | yy or over $3.25 
Driver. VEY \ ~y ) a each. 


Faster Than The Ordinary + Si eS Pepwrenre % 
Driver ee g 
a » 


PURE ZINC OR STEEL POINTS 


% inch long for No. 
1 Driver. 50,000 
Points to a_ Box. 
(10 Packages of 5,000 
each). 


MARKWELL NO. | 


STEEL 
(50,000 to a bor) 
10 Box Lots, Per Box..... 
20 Box Lots, Per Box...... 
100 Box Lots, Per Box 


Prices F. O. B. New York 


H. A. MARKWELL MFG. CO., INC. 


171 Franklin Street New York 


100 Box Lots, Per Bor. 








Belt Punches Arch Punches 
Spring Punches Revolving nies 


A varied and attractive line for the Hardware Also: 
fasther Workers’, Trimmers’ and Upholsterers’ Rey _—= 
Tools. 


The above tools — please your customers, as well as our 
famous Round and Oval Punc ~¥- 

Remember we have yb one hundred years of successful manu- 
facturing experience, employ a skilled workmen and use the 
finest quality i. of materials. 

We stand back of every tool we make. Try us. 
Write for Doggy 
OSBORNE & — N. J. 

ESTABLISHED s526 


Cc. 8. 














Style A 


CAROLUS CUTTERS 


The Style A is a ry or Side Cutting Bolt yo 
t 


Carolus also offers you the Style B, or Straight and End C 
also Style N, Straight and End Cut with Nut Splitter. 
Plates hold Jaws rigid, giving straight cutting at all 
Made in SIX SIZES and THREE STYLES. 


If your Jobber cannot supply you, write us direct for 
Literature and Prices. 


Steel 
times. 


CAROLUS MFG. CO. Sterling, Iil. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, 


CHICAGO 
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Electrical Sundries 
(Continued from page 26) 


month. In most cases the ironer customer had bought 
a washer last year from the firm. Each had bought a 
washer from some one. 


The window demonstrations have been so successful 
Manager W. R. Carmony plans to make them more 
frequent. The demonstration is simple and handled in 
such a way as to emphasize the simplicity of operating 
electric washers and ironers. A clothes drying horse is 
placed between the two labor-saving devices. Clothes 
obviously soiled are placed in the washing machine, after 
water and soap flakes have been supplied. The machine 
is set in motion, then ignored until the clothes are 
washed. They are removed, rinsed, put through the 
wringer and placed on the rack. Soon they are ready 
for the ironer. The demonstrator takes a comfortable 
chair behind this machine and proceeds to do the ironing 
easily and without any physical effort. The performance 
is repeated continuously from about one in the after- 
noon until closing time, which is 9:30. 

The crowds come and go. A few come inside to get 
a better look. Some ask for specific information and 
price. The name and address is taken whenever a pros- 
pect comes into the store for a better view or for in- 
formation. Some deals are closed after a short talk, 
others materialize next week, next month or several 
months later, but, all in all, the plan is most effective. 


Mr. Carmony tells us that about 90 per cent of the 
washer and ironer sales are on time, but that no such 
credit is allowed without investigation. He is very par- 
ticular and only permits time payments for reliable 
people. A chattel mortgage is held by the firm until all 
payments are made. Legal interest is charged on all 
notes, and in most cases the firm carries its own paper. 
The finance charge is about $15 on either machine, and 
in the eight years the company has sold washers this 
way no grief has been experienced due to non-payment 
of notes. 


The smallest down payment permitted is $10, with 
monthly payments $10 each. The Bedford Hardware 
and Supply Co., of course, endeavors to get larger 
amounts and does so whenever possible. 


Although home demonstrations are avoided, they are 
given when necessary to close a sale. When home dem- 
onstrations are made, the company makes it a practice 
to do a complete week’s wash, in order to impress the 
prospect that an electric washing machine has both 
speed and capacity, as well as convenience. 

Bedford has a population of 8000 and is about twenty- 
five miles from Cleveland’s public square. 





Feature Programs 


In connection with window and interior displays of 
radio it is a good idea to use a show card on which 
you call attention to the broadcasting of some special 
sporting event or some interesting feature on the regu- 
lar programs. Let people who haven’t radios know 
what they are missing. The average American is no 
longer interested in radio solely for the sake of the 
novelty of the thing. The various musical, sporting and 
political events are what interest him, and the more you 
tell him about these the more you are boosting your 
radio sales. 
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Seven Years of Semi-Annual 
Dollar Sales 


(Continued from page 36) 


ments. On tools a discount is allowed. Radio supplies 
are sold at a 10 per cent reduction. The items listed 
below are representative of the bargains offered: 


cn se wae weed 50c. 
Rubber handled screw driver................ 50c. 
i es ccc celeeeedwdben’ 45c. 
ee eet ce set eceees $1.65 
ey ee. oe awe ee eeu $5.75 
ieee a 6 neces deca 6s eames 59c. 
All. metal screw GriVOP.........cccccccccccccs 15c. 


Sweaters and odd pieces of silver plated ware are 
sold at one-half price. Basketball shoes, baseball 
goods, air rifles, silvér ware and pocket knives are dis- 
counted 20 per cent. Among the items offered at one 
dollar are the following: 

Grass catcher, large sized oil mop, 12-in. comb square, 
aluminum cookie sheet and cutters, 3 rolls waxed paper, 
$1.50 white combinettes, clothes basket, market basket, 
picnic basket, brooms, pyrex ware, fry oven ware, camp 
stools, $2 ash tray, tennis shoes, kitchen ‘carver and 
paring knife, aluminum sauce pans, china specials, cut 
glass specials $1.35 garbage pail. 

Here then is an opportunity twice a year for the 
Ogden Hardware Co. to make new friends among the 
householders of Ashland and to strengthen the bonds 
between it and its customers. Dollar-Day brings in a 
large volume of business. Despite the fact that low 
prices are set on practically all goods, a profit is made 
on all but four or five items. Money is got out of 
dead stock. A strictly cash policy is followed. Ad- 
herence to a semi-annual Dollar-Day over a period of 
seven years is in itself a testimonial to its success. 





An Idea That Should Help 


Accessories Sales 


When business comes harder passiveness will not 
keep sales within sight of last year’s record. Special 
attention to every lagging line is necessary. It is not 
every motorist in the country who owns a road map, 
but we know of a hardware store which is building up 
a business in automobile accessories and tires which 
has one installed for the convenience of its customers. 

This map is opened up and spread against the panel 
of the window background with a list of the towns and 
the keys in the book at one side for handy reference. 
On the outside of the window is this notice: 

“State Road Map and Official Guide Inside. Use it.” 

As the motorists of the community in cars are fre- 
quently making trips that they used to make by rail, 
they have occasion to come in from time to time to look 
at the map. Incidentally, they get acquainted with the 
stock and when they are in need of anything they 
patronize the store. 
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AJAX 
ST. LOUIS 
Multi Radio Plugs 
No. 18—For Jacks 
No. 18A—For Binding 
Posts 
Connect One, Two, Three 


AJAX St. Louis For 


Radio Accessories 





Speaker ways 
in Series Giving 
equal amount cur- 
m™ rent to all Multi- 
ple connections will 


give good results # 
only to one of least 
resistance. 
LIST EACH, $1.00 
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Complete Antenna Sets or any Parts—at Lowest 
Factory Costs — Standard or Special Assemblies 


Write for Price Sheets on Complete Line 


AJAX ELECTRIC SPECIALTY CO. 
1926 Chestnut St.—St. Louis, Mo. 











o & ° So 
sf Order Torches Now i Os, 


for Winter Trade : 


Insist on the ‘‘ALWAYS RELIABLE”’ 
torches and furnaces so your cus- 
tomers receive the best and longest 
service. 

Made in all sizes and grades. 

Fitted with several patented im- 
provements. 

Most jobbers stock this line. Others 
. will gladly order. 


OTTO BERNZ CO., INC. 
Newark, N. J. 





ae rae a 00-8. Stocks in Newark, N. J., New York 
lo City, Chicago and San Francisco 43 
p’ Offices in Newark, N. J.; New York ae 
4 % City, Chicago, Fort Worth, Denver, < - 
“by Helena, Mont.; San Francisco, Los Ss < 
So, Angeles, Seattle and St. Thomas, Ont. wee 
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BECAUSE of the 
“Gem’s” easily ad- 
justable feature, you can assure your cus- 
tomers that it fits any size register. 
Floor Shield retails at $1.50; 
Wall Shield at 75c. 










1140 BROADWAY. NEW YORK,NY 
BUY FROM YOUR JOBBER 
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Replaces Door Knobs 
With Sturdy Lock 





No drilling or cutting of door. Your customer has but to 
revlace ordinary knobs with Knobby-Lock, and he has an 
ideal lock with key. 


Ask Your Jobber or Write for Information 


ADVANCE MFG. CO. 
620 St. Antoine Street 
Michigan 





Detroit 
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Hartford Glasglide Has 


Non-Swivel Feature 


The Glasglide, recently brought out by 
the Hartford Glass Products Co., Hart- 
ford City, Ind., has been designed as espe- 
cially adaptable for use on any kind or 
style of furniture leg, whether of solid 
wood construction or of metal tubing, 
either round or square. 

The Glasglide shown in the illustration 
herewith is of the grip neck type and is 
interchangeable with all standard casters. 
Especially patented attachments are pro- 





vided for all types and sizes of metal 


tubing furniture, and the size and shape of | 


Glasglides for this furniture are made to 
conform with the size and style of the 
tubing. 

The broad, flat gliding surface has been 
designed to afford the utmost protection 
possible to floors and floor coverings in 
moving furniture about. As the Glasglide 
employs the gliding principle of opera- 
tion, it eliminates the necessity of swivel- 
ing, and is always ready to start gliding 
instantly and smoothly in any desired 
direction. 


— 


Scooter Bobs for Wheel 
Scooters in Winter 


The Denning Manufacturing Co., 1777 
East Ejighty-seventh Street, Cleveland, 
Ohio, has recently placed on the market 











ged 
TSO 





what has been designated to the trade as 
Scooter Bobs, designed to change the ordi- 
nary wheel juvenile scooter into a Bob- 
Sled-Scooter for winter sport. 

The Scooter Bobs are made from steel 
and are practically indestructible, finished 
in bright red enamel, baked on. 

















HARDWARE AGE 


When the snow season is over, it is a 
simple matter to change the scooter back 
to a wheel vehicle again by replacing the 
wheels. One size fits all makes of juve- 
nile scooters. 

They are packed a pair to a box and 
come six boxes to a carton. 


New Blackhawk License 
Plate Holders 


The Blackhawk Manufacturing Co., 
manufacturer of automobile accessories, 
Milwaukee, Wis., has placed on the mar- 
ket a simple device that provides a means 
to attach license plates easily and quickly 
so they stay put, eliminating rattling or 
loosening, known to the trade as Black- 
hawk License Plate Holders. 

They are packed a set of four holders 














to a stout little box ready to hand the 
customer, and are finished in rubberized 
black enamel. A display carton of 50 sets 
weighs 414 lb., and is especially designed 
for counter display purposes. 


New Bush Hook Combines 
Three Tools in One 


The Little Giant Bush Hook, recently 
brought out by the North Wayne Tool 
Co., 6331 Tireman Avenue, Detroit, Mich., 
has been designed as a combination bush 
hook and axe. , 

Special features of this new tool include 








crucible steel, polished blades and a hickory 
handle, 30 in. in length. 

These sturdy new tools are packed one- 
half dozen to a crate, which weighs 50 Ib. 
gross and 39 Ib. net. 

The Little Giant Bush Hook should find 
a ready sale in communities where farm- 
ers, lumbermen, road contractors, electric 
light companies, railroads and other out- 
door activities are prevalent. 
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New Varnish Has Quick 
Drying Features 


A new varnish that dries quickly, re- 
mains elastic and has the characteristics 
of a high-grade spar varnish has been 
placed on the market by the Neu-Pro Co., 
Detroit, Mich. The trade name of this 
new product is Neu-Var, and it is made 
in both clear and color varnishes. 

According to the company, some of 
the superior features of Neu-Var include: 
Will not tack in the brush; is self-level- 
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DRIES DUST PROOF 
IN ONE HOUR 


"UY OBJECTIONABLE ODOR 
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ing; sticks tenaciously to any surface on 
which it is applied; dries with a hard, 
smooth and rich-gloss surface, and is es- 
pecially adapted for refinishing occupied 
offices, dwellings, etc. 

It is designed to resist the elements of 
weather and is for use wherever a fine 
gloss finish or protective covering is 
desired. 


Ilco Automatic 
Keyhole Lock 
The Independent Lock Co., Fitchburg, 


Mass., has placed on the market a new 
Ileo Keyhole Lock, the construction of 











which is of extruded metal, especially 
adaptable for home and hotel door locks. 

A patented automatic feature permits 
its use by merely sliding it into the key- 
hole of an ordinary door lock, which 
makes the lock absolutely secure. 

The firm is furnishing for dealer use 
an attractive four-color counter display, 
containing one dozen of these new Ilco 
Keyhole Locks. A reproduction of this 
pleasing and attractive counter display 
appears above. 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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TUBULAR RIVET & STUD 


COMPANY 


BOSTON 
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(| Clover Sandpaper 


sb 


Sit. St ds 66 99 
~ Stands the “Rub 
Be Nothing sells sandpaper like a practical 
fsa demonstration. Give a Carpenter a sheet 
hee of Clover Flint Sandpaper and a block 
ais of wood and let him see for himself how 
swe Clover stands the “Rub.” 


The extra hard crystal flint will cut like 
a diamond and the way that flint clings 
to the paper will convince any mechanic 


Bec e 
5-3 e4 4 


+t, 


fx} that hard flint, strong glue and tough 
{Ys paper can be everlastingly united. Made 


by the same company that makes the 
famous Clover Grinding Compound. 


And remember that Clover Shelf boxes 
make sales right away. 


Send for Samples and Prices 


CLOVER MFG. CO. 


110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service Free 
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Unit Shelf Package 
For Retail Shelf Trade 


Ream Package 
For Bulk Consumers 
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fe! 110 Main St., Norwalk, Conn., U. S. A. Be 
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Kobe - Gentlemen: Please send us Samples of CLOVER Sand- ta 
cea a paper and refer us to nearest Jobber. t oe 
ies q ‘ eg 
a is Dealer’s name ; bee 
; “sy a 

i. | ae 
mop * EE ee eee ae oe ee ane a 3 


; 
er. ee nt ie 
* 
‘ 


6 . 2m ee 3 gtr ae eS ee 
AN TE re MEE OT. eg OA PR hae 9 on FP 
nein tee coset Te ite Sir Dietigitet Cf ad py ee ey fy OL » 

8 Os a et oe ; RS ns PE ; BaF AH 
“7 : . ‘SS “ DF tid 8 ss Po ne Pe Bs 2s w be? ate Pe 








LOOK FOR 


What's it worth to your cus- 
tomer to always get the cold- 


drawn (30% stronger) Hollow 


Screws? 


It is worth what he otherwise 
pays to deal with the breakage 
of cheaper screws. It is worth 
what he’s spared in produc- 
It is worth what 
he saves in mechanics time 
—say 60c. an hour; an hour's 


tion losses. 


time per broken set screw. 


It's too big a saving for any 
price-difterence to equal. You 
can readily explain that— 
while Allen advertising ex- 
plains it repeatedly to the 
buyers you want to sell. 


THE ALLEN MEG. Co. 


139 Sheldon St., Hartford, Conn. 


BRANCH OFFICES: 


W.C. Slauble R. E. Gregory E. P. Crawford a MacRae 
2704 Rochester Ave. 1029 Wesley Ave. 3348 North Park Ave 320 Market Street 
Detroit, Mich. Evanston. Ili. Philadelphia, Pa. San Francisco, Cal. 
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HINGES 








Surfice Hinges tor every 
purpose—embodying that 
high quality and beauty 
ot finish that only lon 

experience and skill- 
ed craftsmanship can 
produce #° # 4 + 


( ;RIFFIN 


Manufacturing Co 


ERIE, PENNSYLVANIA 
ranch Offices, 
45 WARREN ST. NEW YORK 


74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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A “BUFFALO” on a Yellow Tag 


is your wire cloth guarantee 





For fifty years the “Buffalo” on a yellow tag has been 
synonymous with strength, durability and accuracy— 
the distinguishing features of “Buffalo”? QUALITY 
Wire Cloth. 














« , i To be sure of the best, be sure of the “Buffalo.” He’s 
a better wire cloth there to protect you against cheaper imitations. Ex- 
h perienced buyers of wire cloth cannot be fooled. They 


know there can be no “Buffalo” QUALITY without 
BUFFALO WIRE WORKS CO. the “Buffalo” Tag. 


MADE IN , 
BUFFALO, U. S. A. Write for Catalog No. 8-AB, mailed gratis. 


BUFFALO WIRE WORKS CO., INC. 


(Formerly Scheelers’ Sons) Est. 1869 
518 Terrace Buffalo, N. Y. 
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Screws 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 
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George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seatatle 
G. M. Baird & Co., Memphis, Tenn. 
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STIMULATING 
KESTER 
SOLDER SALES 


Kester Metal Mender and Kester 
Radio Solder—forerunners of the 
Kester line—are supported by the 
greatest consistent advertising cam- 
paign ever run on solder. 

Kester Metal Mender, the small 
package of acid-core solder, finds its 
way through the home into the hands 
of the larger users, thus stimulat- 
ing the sales of the larger spools. 

The driving force behind Kester 
Metal Mender censists of : 

The Country Gentleman 
Farm and Fireside 
Farm Life 

Rural New Yorker 
Progressive Farmer 
Farm Stock and Home 
Oklahoma Farm Stockmen 
Farm and Ranc 
Capper’s Weekly 
Popular Mechanics 
Popular Science 
Science and Invention 

Kester Radio Solder, the entering 
wedge for sales of large spools of 
rosin-core, is supported by the fol- 
following group: 

Radio Radio Broadcast 
Popular Radio 

Radio Engineering 
Citizens Radio Call Book 
Radio Listeners Guide 

Naturally it behooves progressive 
jobbers and dealers to carry the full 
line of Kester solder to cash in most 
profitably on this tremendous sup- 
port put behind Kester. 
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CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue Chicago, U.S.A. 


Originators and world’s largest manufacturers 
of Self-Fluxing Solder 
YOUR JOBBER CAN SUPPLY YOU 
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Mill Supply Display 


NEW 
DIXON DISPLAYS 


Send for Them! 


Increase your sales by obtaining these displays 
and featuring 


Dixon’s Graphite Products 


in Store and Window 


The value of graphite as a lubricant is well 
known and the name DIXON has been identified 


with graphite for 98 years. 


Cut down sales resistance by stocking and fea- 
turing this ‘““consumer-accepted”’ line. 


Write for these free displays today and let 
them work for you. 


Joseph Dixon Crucible Company 
| Dept. 40-KP, Jersey City, N. J. 
Established 1827 


N2 6772 


a bilitacoainis | lransmissions 





Auto Lubricant Display 
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Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 


and specialties. 
Millions of product 
—one standard for 
accuracy ana quality. 


ec eliiimemaiaiiaalceanls 


REED & PRINCE MFG.CO. 
WORCESTER, MASS..U.S.A. 
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WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 
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Folder illustrating and describing Warren “Economi- 
cal” Display Tables, upon request. 


Suggestions by Sales 
People Are Sometimes 


Resented, But— 


—the lure of merchandise temptingly displayed 
with Warren Fixtures and Display Tables, has 
an inviting appeal and tactful suggestiveness that 
commands attention. 


With each item attractively displayed, its selling 
appeal creates new wants in the mind of the cus- 
tomer and results in a higher average sale per 
customer. 


Warren Sectional Store Fixtures 
and Display Tables 


Hardware merchants tell us that fully half the customers 
thus silently appealed to, purchase additional items; 
others say such displays in Warren Fixtures increase 
sales 25% to 50%, and at a lower Gost per sale. Why 
not investigate ? 


Considering the different types of Warren Fixture Units, 
Display Tables, Screw and Bolt Cases, etc., you will 
find a combination that will meet your particular require- 
ments—and adapted to any floor arrangement. Our 
Service Department will gladly offer suggestions. 


The Warren Catalog is decidedly helpfui to those 
planning store changes; sent upon request. 


J. D. WARREN MFG. COMPANY 
159 N. State Street 


Chicago, Il. 
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Successfully meeting water problems 
for half a century—making profits all of 
the time for dealers—giving the utmost in 
satisfaction to users—continuing to forge 
ahead and build good will for themselves 
from year to year—Myers Hand and 
Windmill Pumps are outstanding exam- 
ples of progress and perfection. 






50 If To 










The famous Myers non-corrosive glass valve seat—the easy operating, rolling motion cog 
gear head—the adjustable base and reversible spout—the large air chamber and substantial 
base—the galvanized set length and full size, full weight cylinder—other innovations in de- 
sign and finish—have surmounted the barriers of sales resistance and have created and held 
pump business for Myers dealers. 

To date, over thirty thousand copies of the new Myers Catalog, No. 59, have been mailed. 
We'll be glad to send you a copy with prices if you have not already 
received one. 


THE F.E.MYERS & BRO.C¢0. 
ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOLWORKS 
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and let the power of suggestion get to work selling 
paint. 

Suggestion can be used in many ways. Good dis- 
plays suggest the need of new paint. 


Your Chamber of Commerce should be glad to push 
a “Clean Up and Paint Up” Week, which will sug- 
gest the need of painting to every person in your 
town. 


The fourth issue every month of Hardware Age 
brings you facts and ideas about paint merchan- 
dising. 

A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 
manufacturers are willing to help you. 

Clean up and paint up your own store, put in some 
good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 
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‘Pecfeet 


"UVURUNAOAARUONAUA AONE ANAESTH vinci 


ULNA 


The “Tong Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after and 
he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks “Perfect.” 


~QUTIIOUNAN A 


QOL PM ALANA UT IUTUMTAUTRTTINT UTI ITAA MITT ATMO TU 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 





+ babe 
tee 










Question: Why should I standardize on the 
LOWELL line? 


Answer: For these four definite profit and 
sales increasing reasons: 
EXTRA QUALITY —Lowell Sprayers are all made 


of extra heavy materials double tested, guaranteed 
perfect; yet they cost no more than ordinary sprayers. 
Consequently they are 


GREATER VALUES and therefore 


SELL FASTER PRODUCE BIGGER 
PROFITS 


LOWELL 


Quality 


' They Are GOOD WILL BUILDERS— 
Al For giving a customer a greater value is 
1Dou (4 LY 4 the most effective means of securing his 

good will and continued patronage. 


Arrange now to handle thie most profitable 


Guaranteed ‘aaa 
Agams C D efects cnscomty Specialty ov 
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Why Not Sell Good Tacks? 


The difference in cost of BAUR Cut Tacks and 
Carpet Tacks and other kinds isn’t worth men- 
tioning. 


But the difference in customer satisfaction 
and repeat sales is overwhelmingly in favor of 
BAUR quality. Send for Samples. 





BAUR TACK COMPANY 


[Paes | 


Our complete line also includes Staples of every descrip- 
tion, Double Pointed Tacks, Basket, Clout and Trunk Nails. 


Write for Samples and Prices 


Indiana 

















Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 
yee Casewase Houses in United States, Canada and 
Foreign Coun 


Retail rsd Stores in United States, Canada and 
Foreign Countries; also Genera] Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 


and Cana 
Department Stores carrying hardware and housefurnish- 
ings in the United States. 
mtnoturers’ Agents in United States, Canada and 
Foreign Coun 


Automobile pon EE Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
eal Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion wors 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 

Hardware Wholesalers find Verified List of great value in 

“‘checking’’ their retatl prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 

















Applied to Shelf or LOCKS 
Overlapping Door. OPENS 





Dealers everywhere are finding 
the Rite Push Catches Real 
Profit-Makers because they have 
a universal appeal to an unlim- 
ited market. 

Slight pressure on button and 
door opens, gentle push and 
door is securely latched. 


Your Jobber Will Supply You 


Manufactured by 
Rite Hardware Company 
125 W. Washington St. 
Los Angeles, Calif. 


Showing Strike 
Mortised. 





Applied to Rabbeted 
Doar. 























TT 
- 

















Seti 
» M@n 


Cross Section 
of the nota- 
ble 3-contact 
design. 






Bearings 
for 


Light Service 


And for speeds up to 2500 
R.P Free running, 
high efficiency, low cost. 
Large radial capacity and 
thrust load capacity in 
either direction. Use 
“COMMERCIAL” An- 
nular Ball Bearings in 
your product or your 
plant. 


G)) Commercial (GS) 


Send for Illustrated Catalogue, 
Discount Sheets and Samples 


THE ScHAtz MANUFACTURING Co. 
Poughkeepsie New York 
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Saisoef 
BUILDERS’ 





Carriage 
Makers 
Clamp 


.O¥. LSA. 





No. 61 


Thoroughly dependable. Proportioned 
to give greatest strength for weight of 
material used. Malleable iron with steel 
screw. Adjustable washer conforms to a 
bevel surface. Ten sizes 24% to 12 
inches inclusive. 











Clamps Lawn Mowers 





Building activity means an 

added demand. Better brace . 

up your stock of carpenters’ Vises Floor Scrapers 

pencils. Saw Sets Hardware Specialties 

a Png bmg & > Carpenters’ and Cement Workers’ Tools 

red polish with black edges, “Lockfast” Oil and Molasses Gates 

stamped in silver, 7 inches 

a ay weteht red } +" ; 

po ste bellgenc 4 scernibie Sold Only rhvengh Regular Trade Channels 
This pencil can also be had Write for Catalog C 

in — a under our trade 

number 65S. E. C. STEARNS & COMPANY 


Send for samples and prices. 


SYRACUSE, N. Y., U.S. A. 


Sales Representatives: 


W. R. Voorhees & Co., 417 Market St., San Francisco, Cal. 


Llaisdell PSS OPO | | OE ee ree 














1841 
to 
1926 


Eighty-five years devoted to 
the manufacture of Screw 
Wrenches. 

And Screw Wrenches that 
have sold on sheer merit from 
the first year of that time to 
the present. 

That is what keeps customers 
asking for COES Wrenches. 
Seven sizes: 6” to 21”. 

Your Jobber will sup- 

ply you. 





estimonials/ Yo. 


‘I pulled out 20 pennies 
—without a block 


“4 hammer that can 
stand that and not 
come loose from the | 
handle is the hammer 
for me. A loose han- 
dle is a discomfort.” 





So writes William J. Black, of Camden, N. J. He’s talk- 
ing about a Tyrod hammer. The construction of a 
Tyrod, with its stee! backbone running through the 
double-dovetailed hickory handle, not only gives the 
hammer remarkable strength but absolutely prevents the 
head from flying off. We guarantee it. 





Tyrods sell themselves—at a price which leaves a rich 
residue of profit. Write for descriptive folder and price 
list. 


Coes Wrench Co. 


“In business since 1841” 





Worcester Mass. , . 
The American Hammer Corporation 
Selling Agents 715 East 138th St., New York 
5. G BeAr a OB. cc cccccesiés 29 Marray Street, N York 
JOHN H. GRAHAM & CO........ Sib Ghdeaieeie Sis, tee ae Western Sales Office 


a Fee 8 Rue de Rocroy, Paris, France 615 W. Washington St., Los Angeles, Cal. 
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Holds Wire Nails as Well as It Drives Them 


The Woodpecker Claw Hammer permits a car- 
penter to hold on to any support with one hand, 
reach out and set and drive wire nails a foot or 
more beyond reach of his hand. 


<—See That RED Band 


It makes identification easy for customers. , Every 
Woodpecker Hammer is Drop Forged from finest 
steel, has a Non-Slip Claw, a beautiful hickory 
handle and carries our Full Guarantee. 

Retails at $2.50 in the 16 oz. size and $2.60 in the 
20 oz. size. Send us a “Trail Order” for six or 
more and receive postpaid an All Metal Display 
l-asel that makes sales soon as shown. 





Write for Prices 

















The Saw Test 


—proves that the 

locking bolts cannot 

be sawed Made in 

rim and mortise, 

‘ti 4 front and store door 
‘t#) patterns. 


Better 
Machine Screws 


Ke LOCK | for the 


It is guaranteed burglar- Hardware Trade 


proof—it makes security 
doubly sure—it sells with- 
out effort. 


HARVEY HUBBELL 


SCREWS 


401-425 E. 163rd St., New York ee Ua 
1876——A Half Century of Progress——1926 wa Oo Gast comer ro 


Francis Keil & Son, Inc. 























For Heavy Service and Endurance 


“YANKEE” Plain Driver No. 90 


Will stand up under all manner of use and rough 
treatment. 








15 SIZES Blades cennot turn in the handle and bits will 


11%, 2, 3, 4, 5 not break. You have our unlimited guarantee. 7 a satay has 

29 9 Ve = Gem Cami 

a rome NORTH BROS. MFG. CO. ter “Display” Free 

De . and : with a small order 
30 in. Philadelphia, Pa. for Drivers. 
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Were dan  @ 


THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


@ | RUBBER GOODS AND SPECIALTIES | @ 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 


FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 



























































The Right Knife 


The right knife to sell for table 


use for cutting steak is an 


“ANCHOR” 
Brand Steak Knife 


It is made by experts for this partic- 
ular purpose and made to cut steak 


easily without the “Embarrassment” 





that so many knives cause. F 
y Real Protection 


for Homes and Dealers 


You sell complete security when you sell this 
ILCO No. 202—and you secure a satisfied cus- 
tomer who will help you sell the whole ILCO line. 
Most front doors have glass panels that can be easil 

een by an expert yegg, and the inside kno 

turned, 

Turning the key in this ILCO model once backwards 
dead-locks both the bolt and the inside knob. 

Send for new catalogue No. 7. 


(i) INDEPENDENTIOCKCO,.@D 


FITCHBURG, MASSACHUSETTS 
| Branches 
New York City, Philadelphia, Chicago, Detroit, San 
Francisco and Los Angeles 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass Knob 
Sets, Key Blanks, Auto Switch Keys and Hardware Specialties. 


A keen edge, a convenient handle, a 
beautiful finish and the Lamson guar- 
antee are factors which make for 
quick sales. Your Jobber will supply 
you. 


LAMSON & 
GOODNOW MFG. CO. 
_ Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 





Boston, 7 Water St. Chicago, 1732 Republic Bldg. 
St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bldg. 











Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., *"72™ 


Selling Agents 


Wiebusch & Hilger, Ltd. 
Ne. 1111—6 inches Wide Heel Cut Back New York 
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Sell the Best 
HARDWARE 


For Hard-wear 





For more than 50 years 
Bommer Spring Hinges have 
maintained their leadership and 


ss | others. 
They have kept pace with the 
5 8 ton 

















(e) 

\e) 
‘e) 

© proven their superiority over all 
= 


times, because they have 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THEBE 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 

e. 


Your Jobber handles them. 

Send for New Catalog 47. It is a 
big help in ordering. 
Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 


























Paint Story 


in 


HARDWARE 
AGE 


Hardware Age is read every week by 
merchants who are always ready to give 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 


Tell them your Story and keep on telling 
Take the pictures out of the mail order catalog and it. You'll meet with a response that will 
they won t do any business. . prove to be profitable. 

Your display of the original article is more appeal- 
ing than any picture that may be had. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


Bryant St., Montpelier, Ohie 
W. ie Heller & Co. on net St., ia ne City 


Kindly have your man call. I would like to increase my knowledge 
of Merchandising Hardware. 








12/16/26 
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Anchor Brand Clothes Wringers 


We Have ’Em 








You Need ’Em 





Send us your orders 


LOVELL MANUFACTURING CO. Erie, Pa. 


World’s Largest Manufacturers of Clothes Wringers 














DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


+ ; e. 
he fxd r 4 
j a > f= *# 
ay . 7 . st a fe ’ % : 
: ve Xs 33 
’ ge : 2 
» >  « ~ 
J3 » 
5 ORE ian 8 PS 
y, 
§  Descripti 
escription 


“ The hinged CEE 
Vg) Diam. with Eye 7%” Inside joint is smooth mene aw: wameten 
ee i | and flush with demand for a lacing 

Va” the belt on both that is q quick and easy 

66 6 rT) 66 0 a and tha 

” 134" sides. A age otaee pate 

1” ee oe ee WA” ee Separabie tor & For small shops, 
2 lengthening or |i average farms and the 

shortening belt [M wscr, Sell Alligator 

° ° by removing ten- ere Steel Belt Lacing in 
Quick Shipment myeemonare mm) Bcc pat ya. 

; ; i They come 10 to the 


ing out section- pe a h kk 
- arton and each pack- 
al steel rocker z age contains two 6- 


hinge pin. inch joints. For 


e 
larger users supply our 
Oliver Iron and Steel Corp. By the hammer. Teh g Taney 
mt es of 

steel, the belt en Order it fr 
1001 Muriel St. is bound firmly in ‘a 

— -pereignt line 
pull. e Strongest 
PITTSBURGH, PA. Belt Lacing on Earth y 

andthe longest Flexible Steel Lacing 
. pooh wearing. } i6- L ton St., Chi il. 
ESTABLISHED 1863 oN fe) England at 135 Fins sour. P i 
So One ee v Oo 


ment, London, 

















Copperand Bronze 
FLY SCREEN CLOTH 
If any dealer has never seen this per- 
fectly woven, most durable fly screen 


cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 
ROME N. Y. 
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M. S. BROOKS & SONS 


CHESTER, CONN. 


Oldest Manufacturers of 


BRIGHT WIRE GOODS 


Since 1848 


L_. ?o— 


Particular a, Given All Kinds of Special 
Wire Goods 
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American Steel & Wire 


BARBED: Eliwood Glidd Am. Spec 
Waukegan, Baker Pestect,” Elica "oO = * - 
NAILS, SPIKES STAPLES, T ACKS, Hot Galv’d Nails. 
ZINC | NSULJ TED ,FENC rfean, Royal, Anthony, 
. a on , We Bes ~~ Praia Ben Steel Gates. 





-E 











ORCEMENT. 
BALE cae, Old A aaa brands. 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 


Sen Francisco, Los Angeles, 
Seattle 


Quick Delivery. Write us for selling plans. 














GREEN’S 
Stock Boxes 


A NEW IMPROVED 


Box 
At Low Cost. Has All the 
Advantages of the More 
Expensive Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 





Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 




























Manufacturers e the finest line of Garage Door .—_~ 
Recemmend Allith products for satisfaction. Let send 
you our new Catalog It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States 
Door Hangers Fire Door Haréware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY vata neste Ill. 











Russell Jennings 


Auger Bits 







Patented b 

No. 101- y 
eee Mr. Russell Jennings 
Electricians in 1855 
Auger Bit 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 





PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish. 

Prompt deliveries. 


Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 



































Make it easy to shop 
in your store. 
; The low prices on 
Ne. 514 Duluth display tables and 
counters bring them within the reach of all. You can buy 
them cheaper than you can build them. 
The table shown above sells for $28.50 f.0o.b. Duluth. It is 
7 feet long and 32 inches wide, stained and varnished ready 
for business. 
Furnished with glass dividers at a small additional charge. 
DULUTH ENGINEERING SERVICE 
We maintain a complete merchandising engineering ser- 
vice, including sampling. Write for complete information. 


DULUTH SHOW CASE CO. 


New York Office General Offices Chieago Office 
101 Park Ave. Dulath, Minn. 180 N. Wabash 








ELEVATORS 
DUMBWAITERS 


Write for Our 


Catalog 
ENERGY ELEVATOR co. 
211 New Street. ! 

















“Opportunity Knocks But Once’”’ 


Keep your eyes on the Business Oppor- 
tunities Section of Hardware Age if you 
are looking for a good hardware business. 
You can also use this Section with suc- 
cess to dispose of a business. 


The cost is nominal. 
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The Blue Streak 
Line of 
“#E 


Oe 7 CHILDREN’S VEHICLES 
ee 


is a good line to tie to 





Btue STREAK 





No. 12 


The Toledo Metal Wheel Co., Toledo, Ohio 











IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St. ; Chicago, 108 W. Lake 8t.; 
San Francisco, 717 Market St.; New Orleans, La., 625 ‘Pine "st.; : 
Ogden, Utah, "2327 Grant Ave. 




















SEND YOUR ORDERS NOW 


for 


ii THE BEST KNOWN 
Slee) ICE CREAM FREEZER 


The NCew Design 


WHITE MOUNTAIN 


Triple Motion Freezer 
Backed by a half century of success 


THE WHITE MOUNTAIN FREEZER CO., Inc. 


NASHUA, NEW HAMPSHIRE 



















No. 018 No-Chip White Enamel Handle 
No. 18 Natur il Finish Handle 


Get Vaughan’s Prices 


on ice picks before placing your 1927 orders 





Vaughan Built In Quality—octagon shape metal capped, 


nickel plated, die closed—cannot come off. Deep drawn 
ferrule, nickel plated; high carbon tool steel blade, hardened 
and ground needle point. Length about 834 ins, Our large 
production enables us to quote low prices. 


Write for prices and samples now—today 
Vaughan Novelty Mfg. Co., Inc. 


3211-25 Carroll Avenue, Chicago, Illinois 





Drop Forged from 
High-Grade Tool 
Steel. Scientifically 
hardened and drawn 
in oil. Jaws like a 
cold chisel. The 


most complete line 
ot adjustable 


wrenches made. 





The Diamond Cylinder Head Wrench is especially adapted for 
yarage service. A combined Cylinder Head, Spark Plug, and 
Tire Rim Wrench, of very unusual quality. 


Write for complete catalog. 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave., Duluth, Minn. 











The Winlok Fastener Locks Windows 
and Stops Rattle 


WINLOK FASTENERS §are 


simple, positive, efficient. Lock 
windows im any _ position—no 1n- 
trusion. Pre- 





vent rattle 
caused by wind 
and loose win- 
dows. Tension 
instantly _—re- 
leased. Quickly 
applied. Retail 
at 20c. each. 
Write for 
T rade-prices. 
Curran Mfg. Co., 98 Broadway, Astoria, N. Y. 


Export Agente CONSOLIDATED UNIVERSAL UTILITIES CO., INC. 
1842 Broadway, New York 

















;MAKE SIGNS THAT MAKE SALES 


Hundreds of §hard- 
ware dealers use our 
National Show Card 
Writer. They make 
their own store and 
window signs, stream- 
ers, price _ tickets, 
charts. announce- 
ments, etc., get in- 
attention to 
ds, sell more mer- 
chandise, and 
Save enough 
money in about 
a month to more 
than pay for the 
outfit. Any clerk 
can use it. 


NATIONAL SIGN STENCIL COMPANY 


Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 






















EX SEXTON CAN CO] et 








SEXTON “Ajax” Garbage Receivers 


These Ajax Sanitary Receivers for 
UNDERGROUND use are made 
with a body of durable Reinforced 
Concrete. They set flush with the 
ground and their Green Colored 
Tops make them inconspicuous. 


Inner Pail is of Heavy Galvanized 
Steel, Frame and Cover are Cast 
Iron. Three sizes: 10, 15 and 25 
gals. 


Steady sellers. Write for Trade-prices. 
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WANTED REPRESENTATIVES 
TO 


IF IT’S THE BEST TOOL YOU CAN SELL 
FOR WORKING STONE 
































IT’S OURS. 
“He STEWART ame iy We TROW & HOLDEN CO. Barre, Vermont 
a STEWART BLOCK CINCINNATI. “OHIO - Catalog 
STRATTON *™ “ccicre J. L. THOMPSON MEG. CO. 


Waltham, Mass. 
HAND LES Tubular and Bifurcated 
Enameling, both baked and air dried. R I V FE sy x 


STRATTON MFG. CO. Stratton, Maine 

















Improved Featherweight Creeper ‘ 
a Ae Ee Carpenters’ Chalk 
etails at cents pet pair 


Price to dealers $4.00 per do 
Order from your jobber, or et will ship STANDARD CRAYON CoO. 
Danvers, Mass. 


CHURCHILL MFG. CO., Inc. 


287 Thorndike St., Lowell, Mass. 

















| MILLERS FALLS COMPANY 


















RGED ° illers Fa ass. 
pror roncm® | | Fine tools—pyr tartan 
Designed and proportioned to give stiff . MILLERS FALLS 
om — Xf ty —made to main- TOOLS 
Catalog B23. tain a 58-year ; 
ARMSTRONG BROS. TOOL CO. ° 
314 N. Francisco Ave., Chicago, Ill., U. S. A. reputation. 














SCREW “LENOX” DRIVERS : 
DE 




















































Expansive Bits of All Kinds z “The Jooty in the Pluid Bow” 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. =: AMERICAN SAW & MFG. Co. SPRINGFIELD. MASS. 
| SAMSON CORDAGE WORKS 
MATA SUES OF ee SASH CORD, CLOTHES Permanent magnet which holds 
BRAIDED CORDAGE -" Sas LINES. SMALL LINES the tack in position for driv- ae ) 
i, 2 6 St ing. Awarded the Silver Medal 
AND COTTON TWINES cs | FTC. SEND FOR CALOG —, nnn offered) at the Panama- Pacific Exposition. 
é . Name and design trade marks registere . S. Pat. > 
BOSTON MASS. || ARTHUR R. ROBERTSON 94 Portland St., Bosten, Mass. 
SEYMOUR wees PRUNING SHEARS 
~¥ ase. — Tieot ear Scythes since 1812. Axes since 1880. 
Vineys tters wréte for New 
ro Pacers arte Saaage RIXFORD MFG. CO. 
SEYMOUR SMITH & _SON, iNC.. ‘Oakville, , Comm. East Highgate, Vt. 
$ BARROWS American Can Company 
t Send NEW YORK CHICAGO SAN FRANCISCO 
for 
Catalog 
C Cans for all Lithographed 
STERLING =e | metal displays 
WHEELBARROW CO. ‘wisconsin ate ee an. Sipe 
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FORSTNER BITS One of che Mere Remeble Tools foe, Wood 
Working Ever Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its ter, consequently it will bore any 
arc of a circle and can be guided in any regardiese of grain or knots, paving a true polished ‘cucdane. It is { selereble and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine my delicate patterns, veneers, screen work, scalloping, famcy 
scro ol’ twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U. S. A, 


ay O R T O N YER CUSHION 


All meshes, all widths, 
painted or galvanized. — perfect shelf service for any line of 
Painstaking care makes 
our Screen Cloth wear. 


daiEI 
SCREEN CLOTH 


hoek, handholds on = "des of ladder permit mounting 
“Established 52 Years” 


or descending with e Both hands free to remove or 
Norton Iron Works, Ashland, Ky. 









































oy 









replace stock without " of falling. Cushioned Tired 
Trolley and Truck Wheels. eliminate noise and prevent 
vibration. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely available 


for stock purposes. One style--neat of 
a BR 


desi --nicely finished--an 
height cai ” Thousands 4 
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Confidence in Eamon Braud 


lam ie shown by 20,000 re 
Fo ogy aad jobbers who sell them. 


Pron Bo Electric 
Lamp Co. ~ | a 
eevee Mass. ae “Torrid 


Just as good asa 


may be 





the General Electric | used as a reason 
for not supplying 


Guus Lane Oe eee 





a genuine “Tor- 
rid” but it proves 


Get an **Edge”’ on Sales! 4 wi genuine “Tor- 


Dealers are doing it with the Dazey if rid’s” superiority ° 









nae lg tlh ge geen Raggy cou 4 DIENER iy i i GEO. W. DIENER 
quick and ready seller—and a “profit N 0 {4 C 0 i MFG. CO. 
producer. A CHICAGO 


| aay ee eee 
. St. Louis, Mo. 
BROWN @ SHARPE DOMES of SILENCE 


4 ele) On The perfect Furniture Footwear! Every 
Mae home needs several dollars worth-- Display 
sels ni our Cabinet! Write for particulars. 
They Cave Complete Sat ac On 
Domes of Silence Division, 


HENRY W. PEABODY & CO. 
17 State Street New York City “ 

















TRADE MARK atalog on request 





BROWN & SHARPE MFG. CO. Provide 




















PRIEST’S CLIPPERS 

W ATCH have been the standard 
since 1865. Style shown 

our Shaver No. 00 is a big 


HARDWARE AGE seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 











for 
timely hints Waste — Mops — Wicking 
on Cleaning Cloths 


Cacthing, Cottee=< ees Cotton 
tton Clotheslines 
Send for samples and prices 
MASSASOIT MANUFACTURING CO. 
Fall River, Mass. C. 3S A. 


New York Offlee - +--+ --+ + += <= = = 350 Broadway 
Ohfeago Office ------°- 189 West Madison &St. 





GREATER TOY SALES 
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Use the “Classified Opportunities Section” to reach Hardware Manufacturers, ) 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
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Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section ] inch TREE LE TELE EE $5.00 50% off rates quoted | 
Set Solid, Minimum of 5 lines... .$3.00 Each additional inch............ 4.00 Address your advertisements and replies to 
Eech edditi thi 60 Hardware Age, Classified Oppor- 
SD GREE BRB. +2 oe cacees : i? tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additi - eee .80 
c pe: — a , 4 insertions, 10% off; 8 insertions, 15% Harpwags Acs is published each Thursday 
verage words to a line off Forms close Ten Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 

















BUSINESS OPPORTUNITIES 









HELP WANTED 











FOR SALE 


Hardware Store, good location, growing section in 
Brooklyn, N. Y. equires $10,000.00 cash, balance of 
$4,500.00 on reasonable terms. Address Box H-324, 
care of HARDWARE AGE, New York. 


g 
——e 


FOR SALE—ONE OF the best and most successful hardware stores ir 
Kansas. Clean stock, live going business. Shelf hardware, paints, stoves, 
etc. Stock $25,000, fixtures $3,000. Can .be reduced; $15,000 will handle. 
Average sales over long period $100,000; average net earnings $10,000. 
County seat town of 6,000, Central Kansas. Large trade territory, little 
competition. Owner's health failing, must quit. Wonderful opportunity 
for two live men. Write Box H-351, care of HArpware Ace, New York. 

















FOR SALE—PROFITABLE OLD ESTABLISHED hardware business 
within fifty miles of San Francisco, Cal. Clean, up-to-date stock. No 
old and not over-stocked. One of the most model and well arranged stores 
in California. Located in a beautiful and rich valley where climate is 
wonderful and crops never fail. Owner has made enough that he wishes 
to retire. Will require about $25,000. Address Box H-339, care of 
Harpware Ace, New York. 





SALE OR RENT—Modern three-story store building with up-to-date 
living apartment on second floor, together with the finest outfit of hard- 
ware shelving, cases, racks, office fixturns, etc., all as good as new. Fine 
town for opening of hardware, general merchandise or five and ten cent 
store. ill sell or rent all at a very great sacrifice. Must be seen to 
be appreciated. Very easy terms. P. Oo. Box 468, ‘Milford, Delaware. 





-—_—_—_ —- 


TOOL MANUF ACTURING PLANT FOR SALE in whole or in part. 
Complete sales organization, products well known and have gained uni- 
versal good will. vompany making money. Is for sale because present 
manager now engaged in other businesses and cannot give it the attention 
deserved. This is a rare opportunity. Address Box H-346, care of Harp- 
ware Ace, New York. 





FOR SALE—ESTABLISHED HARDWARE BUSINESS in one of 
the best towns in Michigan, 150,000 population. Stock and fixtures will 
inventory about $30,000. Reason for selling is age, past 75 years old. 
Have been in business in the same place for 36 years. For particulars 
write Box H-335, care of Harpware Ace, New York. 

business in beautiful city of 6,000 in Indiana 
manufacturing and good farming center. About $20,000 
owner’s health and other 
care of HARDWARE AGE, 


FOR SALE—Hardware 
small lake region, 
required; has paid big profits for over 25 years; 
interests reason for selling. Address Box H- 354, 


New York. 








FOR SAI. F—GooD . HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
on the lower west coast of Florida. Address CARL HOLMER, Box 256, 
Miami, Fila. 





FOR SALE—AN OLD ESTABLISHED Hardware Business in the 
beautiful Mohawk Valley of Central New York. Good going business, 
good location, clean. well-assorted stock. Worth investigating. Address 
Box H-309, care of Harpware Acr, New York. 





FOR SALE—RETAIL STORE FIXTURES including 119 seats (7 sec- 
tion), wall glass display (Warren type) Fixtures, counters, shelving, 4 
drawer cash register, etc. Owners retiring. Cash or-terms. MARTIN. 
E\ ANS COMPANY. 1010 Bergen St., Brooklyn, N. Y 


FOR SALE—ESTABLISHED HARDWARE BUSINESS in a prosper- 
ous Texas town of 30,000. Stock and fixtures will inventory about $22,000. 
Address Box H-355, care of Harpw ARE AGE, New York. 


FOR RENT—Room suitable for eile business, sited store. 
This would be a money maker; long lease and reasonable rent. Western 
Pennsylvania city. N. D. R: ANDALL, 118 West State St., Sharon, Pa. 


RETIRING FROM BU SIN ESS. herdware store and fixtures for rent; 
old stand, for last forty years; wonderful opportunity. D. N. CLARK, 
Shelton, Conn. 











i 


SPLENDID OPPORTUNITY FOR TWO EXPERIENCED SALES- 
MEN who have knowledge of Cutlery, Builders’ Hardware and Padlock 
line, to represent hardware manufacturer well established in Indiana, Ohio, 
Kentucky, West Virginia and Tennessee, calling on retail and jobbing 
hardware trade. Men acquainted with trade in that territory preferred. 
State age, experience, references and names of last three employers. All 
replies held confidential. Territory open January 1. Address Box H-347, 
care of Harpware Ace, New York. 


—_——- — — — eee 


SAL ESMEN—PROGRESSIVE NEW YORK JOBBER requires a 
capable hardware salesman for Central or Southern New Jersey. Must 
be experienced in the line, possess initiative, good character and person- 
ality. Write fully, giving references. Address Box H-297, care of 
Harpware Ace, New York. 








SALESMAN—BUILDERS’ HARDWARE MANUFACTURER has an 
opening for salesman to cover ne. Island and Eastern New York terri 
tory. Address Box H-333, care of Harpwarr Acz, New York 





POSITIONS WANTED 








HARDWARB AGR, Otis 


Radio and Sporting Goods Buyer 


Would consider other propositions. Successful fifteen year record merchan- 
dising for one of the country’s largest institutions, with whom still asso- 
clated. Acquainted factory sources. Wide experience in advertising, cata- 
loging and management. Particularly qualified to organize and develop new 
department. Age 39, Gentile, married. Address Box 17192-A, care of 
Bidg., Chicago, Il. 














HARDWARE EXECUTIVE 


Eighteen years’ experience in the manufacturing, warehous- 
ing, buying and selling of hardware and sporting goods 
with some of the most representative manufacturers and 
jobbers in the country. Excellent record which will stand 
strictest investigation. Available after January first, for 
either factory or jobbing connection. Address Box H-353, 
care of HARDWARE AGE, New York. 








) 








— 





SALESMAN—35 YEARS OLD, married, desires to connect with a 
reliatle jobber to cover Southern New Jersey. Nine years’ experience as 
manager and buyer for hardware house. Also 5 years as Hardware pur- 
chasing agent for U. S. Government. A-1! references. n accept po- 
sition after February Ist. Address Box H-328. care of Harpwarg AcE, 
New York. 





SOUTH AMERICAN TRAVELER desires represent manufacturer in 
[atin-America; traveled five years West Indies, Central and South America. 
Have good connections in these countries. Prefer connection with firm 
who desires to develop their foreign trade. (Good references. Traveling 
expenses with a moderate salary or commission. Address Box H-327, care 
of Harpware Ace, New York. 





SALES EXECUTIVE OF FIFTEEN YEARS’ SALES and branch 
managing experience is open for an executive or assistant executive sales 
position. Ten years with one large Eastern manufacturer and five years 
with another. University and commercial school graduate. Highest cre- 
dentials of ability and achievements. Address Box H-345, care of Harp- 
ware Ace, New York. 





RETAIL HARDWARE SALESMAN wishes to connect with a retail or 
wholesale house that offers opportunities for advancement. Located in the 
South or the Southwest. Twelve years’ experience in the retail hardware 
and stove business. Thirty _— of age. Can furnish best of references. 
Address Box H- 325, care of Harpware Ace, New York. 





EXPERIENCED hardware man in shelf, heavy and supply lines, now 
employed, desires to make connection with jobber or manufacturer. 
Twenty years’ experience as salesman, sales manager and buyer with two 
firms. Prefers the South. Address Box H-357, care of Harpware Acer, 
New York. 
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_ POSITIONS WANTED 


BUILDERS’ HARDWARE MAN, 12 years’ practical experience, desires 
connection with large builders’ hardware concern in Greater New York. 
Can estimate from blue prints, rough and finishing hardware; 30 years ot 
age, married. Can give os of references. Address Box H-356, care of 
HarpwaAre AGE, New York. 











SALES ACCOUNTS WANTED 








= 


Additional Products Wanted 


Manufacturers with established sales force and 
good distribution of their own products, desire 
to secure either by purchase or under exclusive 
distribution contract ; one or more articles to add 
to their line. Present products are distinctly Fall 
and Winter items and preference would be given 
to articles that sell best in Spring and Summer. 
Address Box H-341, care of HARDWARE AGE, 
New York. 











| Agencies Wanted 


Manufacturers’ Agency calling on all the 
hardware and general stores in Canada 
from coast to coast with their own repre- 
sentatives wishes to secure additional 
lines of kitchenware, hardware or hard- 
ware specialties. Best of references. 
) Apply Box H-132, care of HARDWARE 
) AGE, New York. 








. MANUFACTURERS — DO YOU NEED 


national distribution? A competent sales manager and national sales organ- 
ization now employed by a manufacturer of metal hardware and house.ur- 
nishing specialties and successfully selling to the jobbing, mail order and 
syndicate trade desires to make connection with one or two manufacturers 














of good short lines to pool sales work. General sales office in popular 
Fifth Avenue Bldg., New York. References will be exchanged. Address | 
) Box H-330, care of Harnpware Acp, New York. ( 
ae 
HARDWARE REPRESENTATION OFFERED—An old established 


firm of manufacturers’ agents, covering entire retail hardware trade in 
New England States, and representing nationally known manufacturers, is 
open for 2 or 3 additional lines. This firm acts as direct factory repre- 
sentative, introduces new items and new lines, and creates a market, and 
would like to hear from live manufacturers who want live representatives 
in place of mere order takers. Address Box H-344, care of HARDWARE AcE, 
New York. 


AGGRESSIVE EXPORTERS’ AND MANUFACTURERS’ AGENTS, 
with offices in Honolulu and San Francisco, calling on the industrial trade, 
also on retail hardware dealers, are seeking additional hardware lines to 
represent. Address Box H-334, car of HARDWARE Act, New York. 


NEW YORK REPRESENTATIVE WITH ESTABL ISHED clientele 
in metropolitan district for ten years, can successfully carry one additional 
line. Details of sales experience gladly furnished. Address Box H-296, 
care of Harpware Ace, New York. 

















Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end 

















SALES REPRESENTATIVES WANTED 








| DISTRIBUTORS WANTED 


All Territories 
TIME AND LABOR SAVING MECHANICAL DEVICES 


An unusual opportunity to act as Exclusive Distributor for a line of 
time and labor saving devices for the Woodworkers Industry, 
Window Shade Trade and Manufacturing Trade. Exceptional large 
selling field on these devices. Kepeat orders are assured. Liberal 
national advertising and mail campaign to assist you in fully de- 
veloping an established line. 
REQUIREMENTS 

Selling and executive ability, exceptional business and character 
references. A small investment is necessary for spot deliveries to 
the trade. 


H. A. Markwell Manufacturing Co., Inc. | 


Franchise Contract Department 


99 HUDSON STREET, N. Y. 














SALESMEN WANTED —sManutecturer of a line of \s 


al goods consisting of 

mail boxes, cash and bond boxes, garden tools, children’s garden sets, car- 
penter’s planes and patented specialties now reorganizing and enlarging sales 
force is desirous of making connection with competent salesmen throughout 
the country for sale of products through hardware and housefurnishing jobbers, 
syndicate and mail order houses. Commission basis. No objections to non- 





competitive related lines. State full particulars—lines carried, territory 
covered, references, etc, Address Box H-331, care of HarRpWaRE AGE, 
New York. 














SALES REPRESENTATIVES 


WANTED—Salesmen calling on hard- 
ware and mill supply trade, 


to handle Manila and Sisal rope, and wire 
rope; also hard fibre twines, direct from importing manufacturer’s stock 
in New York. Satisfactory commission paid promptly on accepted orders. 
Only desire men who have standing with their trade, and who know some- 
thing about rope. Write, giving references, territory covered, and how 
often. Address Box H-352, care of HArpwWAreE Acre, New York. 





MANUFACTURERS’ REPRESENTATIVE 
trade in Electrical Supply lines, with car and New York office, selling 
lighting corporations, ralivends, chain store syndicates, leading electric 
supply jobbers, guarantees extensive business to manufacturers of mer- 
chandise interested in this class of trade. Address Box H-343, care of 
Harpware Ace, New York. 


WITH ESTABLISHED 








SALESMEN who have established trade with any of the following lines, 
to sell at wholesale prices to dealers on commission basis: Aluminum ware, 
enameled ware, oil cook stoves, which generate gas; gasoline lamps, 


lanterns, flashlights, radio and flashlight batteries, electric ane fixtures 
and bulbs, electric appliances. State territory desired. The ENTER 
PRISE COMPANY, Cincinnati, Ohio. 





HARDWARE SALESMAN—PAINT SALESMAN—High type sales- 
man calling on the industrial and better class dealer trade can substan- 
tially increase his earnings by carrying as a side line one or two basic 
paint and lacquer specialties generally purchased in quantities by this class 


of trade. Address Box H-337, care of HArpware Acz, New York. 
FACTORY MANUFACTURING HIGH GRADE LINE of juvenile 
vehicles, priced to meet competition anywhere, wants wholesalers and 
jobbers to handle line in their territory. Substantial spread for repre- 
sentatives. Commission basis. THE VERMILION TOY MFG, CO., 


Vermilion, Ohio. 





WANTED—SALES REPRESENTATIVE in Philadelphia and nearby 
territory to represent well known manufacturers of deadlocks, latches, 
padlocks and builders’ hardware. State experience and full particulars; 
confidential. Address Box H-319, care of HArpware Ace, New York. 





WANTED—Salesmen, calling on retail hardware trade to sell cutlery 
in New York, Pennsylvania, Atlantic Coast States, South Middle West 
and Far West. Commission. Address Box H-326, care of HARDWARE 
Ace, New York 


LARGE NEW ENGLAND a HOUSE desires good live side-line 
salesman on commission, calling on hardware and other retail dealers. 
——. territory. INTERNAT IONAL CLOCK & WATCH CO., 93 Federal 

, Boston, Mass. 








SAL LESMAN- -To sell Sentry Kevhole Locks to hardware The 


jobbers. 
kest keyhole guard on earth. Rncelent side line; good proposition. Write 
stating territory and references. NTRY KEYHOLE LOCK CO., 839 


San Francisco, Col 


Ave., 


SALESMAN TO CARRY AS SIDE LINE, 


wedges; also hack saw blades. Address 
Warren Ave., Pawtucket, R. I. 


Golden Gate 








hatchet and hammer 
Belt Hook Co., 17 


axe, 
Sawyer 








caieiipens — 
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THE ADVERTISERS INDEX is published as « convenience and not as 6&6 


part of the advertising contract. very care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Telling the consumer about Sand’s 
“Factory Built-in” accuracy 


—— With thousands of good jobbers’ salesmen 
reaching the good hardware dealers almost 
daily, the contact between Sand’s Levels and 
dealers is very close. 


But we go further. In every issue of the 
official union journals reaching the thousands 
of carpenters, masons, bricklayers, you will 
find the story of Sand’s factory “Built-in” ac- 





curacy being toid the consumer. 


The hame “Sand’s” has been drilled in. By 
this tie-up “Sand’s” is a familiar name to the 
buyer—the dealer has only to confirm the buy- 








er’s preference. 








He explains what Sand’s factory “Built-in” 
accuracy means. He compares it to the won- 
derful standardization of motor car construc- 
tion teday when a name like Buick-Cadil- 
lac-Packard covers a thousand refinements. 
The dealer cannot recount the details of pre- 
This group of Papers is telling the story cision and construction a Sand’s Level goes 
of Sand’s Levels to thousands of mechanics. through, but he knows, from experience in 
handling dozens of quality lines, that “it is 
1easonable to believe that no cheaper level 
can be of Sand’s quality and that great special- 


© (5) 6 ization always develops greater accuracy and 
precision in manufacture.” 


No. 677-——Carpenter’s Wood Level, 12”, 16”, 18”, 2()”. 




















Take the basic start of a Sand’s wooden 
level—-California Sugar Pine. Can anyone tell 
grades after painting? Can you—can the 
jobber? Every piece of Sand’s California 
Sugar Pine is specially selected and for which 

















No. 24--—-24” Carpe nter’s bate ue Level. rene , 3 ? ; 
Other Sizes No, 26—26”", No. 28—28”, No. 30—30”. we pay a definite premium. Each piece is 


subject to*our inspection or rejection. 


Come and see for yourself. Visit us—see the 











= finest level plant in the world. Ask any good 
| @c==> 6@a=>@©@ a jobber for them. Overnight service—a com- 
No. 118—Carpenter’s Wood Level, 24”, 26”, 28”, 30”. °* plete line. ° 


Also Made Brass End and Full Brass Bound. 


Sand’s Level and Tool Co. 
-c_o©-_ ef 8629-37 Gratiot Ave., Detroit, Mich. 


No. 42-42” Mason's Aluminum Level. Sand’s sole distributors of Stevens line levels! 


Sands Levels, Plumbs & looals 


Sands Levels Tell the ‘Truth. 
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No. 80 Lawn Fence with Style B Wire 






(one of our most popular fences and one 
you can sell at a moderate price. Very 
attractive in appearance and of great 
durability : 

Our Non-VPullable Steel Fence Posts are 


used with this fence 
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No. 45 Lawn Fence with Style D Wire 





Style D No. 10 Fabric on Wood Posts 
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Another decidedly artistic fence that is 
having a large sale. The pickets being ie 
. =. ee 
2l4, inches apart, assure a fence that will yr 5 
turn all kinds of animals and small chick- 
ens All fabries heavily galvanized. 























“One Sale of DWIGGINS WIRE FENCE 
Will Pave the Way to Many More” 


The reputation of “something good” spreads 
rapidly. When you make your first sale of 
Dwiggins Ornamental Wire Fence more 
will follow naturally. The quality of this 
fencing is so easily seen that even the most 
inexperienced judge of fence quality can see 
it readily. The attractive appearance and 
the ease with which Dwiggins Fencing may 
be erected are two more advantages that 
create sales. 


There is a good profit in good fencing be- 
cause every sale is a substantial one. Home- 
owners realize the advantages of a good 
fence, they know that the value of their 
property will increase when a good fence is 
erected. Let them see that you carry good 
fencing and your sales will take care of 
themselves. 


Write for full details. 


Dwiggins Steel Fence Posts 


These posts are made in nine different 
styles for Lawn Fences, Farm Fences 
and Poultry Fences. Standard length 
is six feet. 


Prices permit you to retail them prof- 
itably. Posts shown are Lawn Posts 
with and without tops. 


They are very strongly constructed 
and built to give long years of satis- 
factory service. 


Ne. 5 Post No. 6 Post 


DWIGGINS WIRE FENCE CO. 


Anderson Indiana 





